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Out in front when there's work to be done... 


BEAVER’S lew 
Quadra-Type Die Head 


helps you sell more pipe and bolt machines! 


A simple, accurate, newly conceived die head built 
for dependable, rugged service. Combined with 
Beaver's New Power Grip Wrenchless Chuck on any 
Beaver Pipe and Bolt Machine, the new Beaver Quadra- 

. Type Die Head gives you an unbeatable, triple-threat 
selling package. Threads 1”, 1%,” 1%” and 2” with 
same set of dies. Also cuts over or under standard 
threads. New setting and locking device holds setting 
thread after thread without variation. Deep-cut size 
graduations in line of vision are easily read under oil 
film, or in dim light. Write today for full information! 


INVESTIGATE BEAVERS NEW 
SELECTIVE DISTRIBUTOR PLAN 
WRITE TO 


PIPE TOOLS 


Bulletin No. PG-12-54 
tells all about 


BEAVER’S Slew 


POWER GRIP 
WRENCHLESS CHUCK 


Send for tt Today! 
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Public Relations 81 


An editorial 


Sales Were in the Cards 82 


Novel direct mail campaign won award for Allentown firm 


To Sell More, Survey More 84 


Plant surveys give 3-way benefit to Utica company 


Don't Forget Your Salesmanship 86 


It's as important as knowing your product, says 
Tampa salesman 


How to Sell without “Selling” 


Make use of intangibles, says Baltimore salesman 


America’s Needs and Resources — A New 


Survey 
Economics Department brings the 1947 survey up to date 


90 


The Salesman’s Ability to Wear Well 92 


Des Moines salesman says it’s key to making sales 


Now That I’ve Retired 94 


“Work and fun” take up time of retired distributor 


How Often Do You Get An Idea? 


Read |.D. articles — they'll up your quota 


Right and Wrong Way to Deal with P. A. 
Buyer turned sales manager for New Jersey firm 
gives pros and cons 
When Calling on Customers — Talk Products.. 102 
North Carolino salesman offers variations on the theme 
Benefit by Their Mistakes 104 
Here's how Muskegon firm puts on an industrial show 
Make Your Own Promotion Pieces 106 
New York distributor makes photocopies, saves on 
printing bill 


This Distributor’s Office Talks a Common 
Language 
Mechanical method handles office operations for 
Cleveland distributor 





HOW TO DO TI 





+ 


Sponsor an industrial show, 
that is. A Michigan com 
pany put one on and it 
was successful, barring a 
few mistakes. On page 
104, they've drawn up a 
list of constructive sug 
gestions that will help 
them next time and can 
prove valuable to you 


ACTIVITY PLUS 


<— 


That's what retirement 
means to the former vice 
president of a Connecticut 
distributor firm. You'll be 
interested in what he does 
with his days and probably 
a litth 





marvel more than 


at his energy. Page 94 


“COMMON LANGUAGE” 





— 


It’s the name given to a 
new mechanical method 
of transferring data from 
one processing machine to 
the next. A Cleveland 
firm, on page 104, tells 
how it results in more 
speed from invoicing 
through sales analysis 





REGULAR FEATURES 


You Said It 7 
Talk of the Trade 77 
Product Quiz 110 
Supply Sales Trends 114 
On the Market Today 


Outlook for Business 
Manufacturers’ Activities 
News 


Price Index 





_ NEW SERVICES... 
NEW PACKAGING... 
FROM HOLO-KROME! 


SAME-DAY SERVICE—all standard items shipped 
the same day we receive your order! 


SUPER SERVICE ON “SPECIALS”—your orders for 
“specials” shipped in 4 weeks—or sooner! 


SAME-DAY INQUIRY SERVICE—your inquiries an- 
swered by telegram the same day they're received! 


BHE UNIT PRE-PAK PLAN—new and revolutionary 
packaging thats saving time effort and money for 


H-& distributors 


ONE-PAK and TEN-PAK. BOXES—fewer screws in 
smaller boxes to help solve your Broken-Package”’ 


Problem 


HOLO-KROME 


THE HOLG-KROME SCREW CORP HARTFORD 10 CONN. USA 
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Factory Assembly 
of Pulleys, Shafts 
Saves Field Time 


To insure keyseat alignment for 
your customers’ belt conveyor 
pulleys, Link-Belt can mount 
pulleys on shafts at the fac 
tory. This, of course, also takes 
the work out of field mounting 
In addition, the flush-hub de- 
sign of Link-Belt welded steel 
sulleys minimizes shaft deflec- 
ion, reducing hub bolt 
and disc deflection 

Made with either crowned or 
straight face, they are available 
lcanized lagging, either 


I 
' 
t stress 


with vu 
plain or herringbone. Choice of 
keyseated or taper lock hubs. The 
Link-Belt line also includes gray 
iron and welded steel slat pulleys 


‘Efficiency, Simplicity of Seal 
Is Big Plus of Link-Belt Idlers 





Link-Belt Chains Suggest 
Automation Possibilities 


Twelve strands of Link-Belt « 


rollers provide continuous automatic 


mili f 


bars int ld-rolling 
For iriving and 

nveying operations, Link-Belt 
offers a complete chain line 
Whether transmitting power 
timing, lifting or coordinating 
perations, correct selection can 
ve made from a full range of 
silent and roller chains 
cast, combination, forged or fab 
What's 
of attachments 
m t 


automation of 


oO 
7 
ai 
ricated chains more, a 
broad selection 
assures economical adapcati 
exact needs 
As the complexity of 

reases 


auto 


mated processes inc the 


” 


mbination chain with outside 
feed of ¢ it. jong brass 


. mantujacturer 


New England 
f every component 

f Since failure of the 
smallest part often means the 
of the entire system, 
replacements are a liability far 
t xd their actual cost. Selec- 
chain that best 
plus rigid 
nk-Bele manufactur- 
is the best assur 
f lasting efficiency in any 
processing 
itting opera 


shut-down 


of the ne 
$a specific need 
fl 


SSCs 


f nveying 


power transm 





By nature of its construction, the 
Link-Belt idler grease seal offers, 
in effect, triple sealing. The felt 
neoprene contact 
seal is highly 
efficient in itself 
And with added 
protection of a 
labyrinth ... plus 
the grease which 
fills the clearances further resist 
ing entrance of dirt—the 
bined effectiveness is unsurpassed 
by any other design. Equally im 
portant, Link-Belt incorporates 
these features into a single, com 
pact cartridge unit. No springs or 
metal washers are involved 
metal-to-metal friction is impos- 
sible. 

This advanced Link-Belt design 
was years in development. In our 
laboratories, various abrasive ma 
terials were pressured against the 
seal in controlled “torture tests 
Its superiority further proved in 
field experiments, the cartridge 
seal was then made standard 
throughout industry's most com 


* Sales 
Meeting 
in Print 


com 


18-page Book 
2416 covers 
the complete 
line of belt 
conveyor id 
lers in detail 
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prehensive idler line. 

This improved grease seal 
matches the overall quality of 
Link-Belt idlers. Each element 
contributes to lower materials 
handling costs 


BEARINGS— Assure minimum belt 
wear and power consum tion 
GREASE FITTINGS — Protected 
positioned for easy lubrication 
ROLLS 
ous welds to keep out dirt 
FRAMES—Hold rolls in 
alignment, yet allow 

moval for service and inspection 
BRACKETS—-Flange ribs protect 
grease fittings. Design and mal 
leable construction give strength 
HEX NUTS—Prevent shaft rotation 
and bracket spreading under load 


and 


Concentric, with continu 
perfect 
easy re 


Link-Belt makes more than $00 
sizes in 34 types. Choose from 
light, medium or heavy-duty 20 
troughing idlers, two types of 45 
troughing idlers, flat belt, belt 
training, rubber cushion and the 
new variable troughing idler 





LINK-BELT COMPANY 


Plants on 

Indianapolis « Philadelphia 
Chicago + Adianta « Colmar, 
Pa. «+ Houston + Minneapo 
lis + San Francisco + Los 
Angeles + Seattle 13.968 
Offices in Principal Cities 














ty? tes 


FOR THE FINEST IN 
CUTTING TOOLS AND GAGES 


4 OYLLEE 


Mede by THREADWELL, Greenfield, Mass. 
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The Cover 


Ideas—-how do they come to you? Seme- 
times they come from “out of the blue.” 
other times, you probably go through a 
long, involved “up from the roots” strug- 
gle. Whether an idea results from either 
of these two extremes, or some interme- 
diate approach, we're sure you're always 
epen to new and workable ones. So, turn 
to page 97, start reading, and you'll get 


an idea. 





Editor Walter F. Crowder 
Managing Editor Raymond W. Barnet 
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John A. Wertis 


Associate Editor D. A. C. McGill 
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GET ORDERS FOR 
SPECIAL TOOLS LIKE THESE 
e Kits to be supplied with 
original equipment 
e Tools to break production 
“bottlenecks” and speed 
production. 

e Multiple-purpose tools 
e “Giant” and “midget” sizes 
e Tools to reach hard-to-get- 
at places 
© Special types for unusual 
repairs and adjustments 
e Wrenches, sockets, attach- 
ments, pliers, pullers and 
other tools — modified for 
special needs 

INQUIRIES IXVITED ON 
FORGINGS OF ALL TYPES 


PR FESSIONAL 


There’s a need for special tools in every industry — to increase efficiency 
and save money. Encourage your representatives to look for this 
business. It is highly profitable. It helps get the salesman’s “foot in the 
door” of large tool users. It leads to repeat sales of regular 

PROTO tools. And it builds volume and goodwill. 


Many sales points help you. All the facilities and experience of the 
world’s largest manufacturer of special tools are at your service. 
PROTO engineers will help on designs. Materials and workmanship 
will be of finest quality. Six plants assure prompt service — 
whether your customers require one or one-million items. 

Write today for Special Tools Brochure No. 5328 to 

PLOMB TOOL COMPANY “Give your work 
2215K Santa Fe Ave. the PROFesional 
Los Angeles 54, Calif. 


Eastern Warehouse & Factory 
Jamestown, N.Y. 


Canadian Factory, London, Ont. 
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First 
In 
POWER 
TRANSMISSION 
MACHINERY 











Mishawaka, Indiana 





FOR DODGE 
TRANSMISSIONEERS 

















DODGE OFFERS SIX NEW PRODUCTS 


DISTRIBUTORS’ OPPORTUNITY FOR 
PROFIT IS GREATLY BROADENED 


Striking evidence of the important place 
which new product development holds in 
the policy of the Dodge Manufacturing 
Corporation 1s provided by the tact that 
since the first of this year six new products 
udded to the line of 
transmission machinery produced by 
All of these products 
distributors 
one represents an additional profit oppor 


have been power 


the 


ompany ure sold 


through industrial ind eact 


tunity 


Analysis of market opportunities 


product engineering, sales plann ng 


vertising and promotion are we ll co-ordin 
The result 
1 constant expansion of the Dodge line 
to the 


and a onsequent 


ited in the Dodge organization 


with pr ducts which are geared 
irrent needs of industry 
roadening of sales 


Flexidyne is Newest 


innounced 


Because 


Latest 
Flexidyne 


f these products to he 


fluid drive 


tive Iry 


Approximately two tons of iron, sand and 
human cargo are carried by this foundry cart 
equipped with Flexidyne, the new dry fluid 
drive. The Filedixyne picks up power from a 
“4 hp squirrel cage motor The cart, push 


it employs an entirely new principle and 
has many advantages over any other fluid 
type drive, Flexidyne has already created 
great interest throughout industry. 

Major advantages of Flexidyne are based 
on the fact that at normal operating speeds 
it does not slip and, therefore, achieves 
LOO At the same time it pro 
vides effec tive overload protec thon 

With Flexidyne the motor is allowed to 
pick up the load gradually. As .a 


smaller motors can be used selected for 


efficiency 


result, 


running rather than starting horsepower 
Flexidyne Drives and Flexidyne Couplings 
are simple to select off distributors’ shelves 


Two New Speed Reducers 


The addition of the husky new size No. 8 
Torque-Arm Speed Reducer makes available 
for industry's big jobs the proven perform 
features which 
demonstrated 


and e have 
tlready by 


these shaft-mounted reducers. The Torque 


ince onomy 


been strikingly 


button controlled, takes off with its full load 
as smooth'y as a modern elevator. It travels 
at 160 fpm, comes to rest with amazing 
smoothness, and can be reversed or inched 
like an elevator to an exact location 
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SCHOOL GRADUATES 
58 TRANSMISSIONEERS 


Certificates were awarded to 58 gradu- 
ates during the Term of the 
Dodge School lransmissioneering. 
As usual all three classes were enrolled 
to capacity, the students re presenting 
Dodge Distributors in all parts of the 
country. The number of Transmission- 
eers graduated during the 12 years of 
the school’s existence is 1377 


Snring 
Spring 











foundation, no 
and 


Arm Reducer requires no 
flexible « ouplings and no sliding base 
there are no lining up difficulties. 
At the other end of the line is the No 
11, for packaging and other machinery. 
Capac ities now range from | to 60 h p. 
output speeds from Amer 
ica’s most complete line of shaft-mounted 


2 to 360 rpm 


speed reducers. 
SCM Ball Bearings 
New Dodge SCM Ball Bearings provide all 


of the features and dependability long prov- 
ed in the SC line, along 

carrying capacity and larger 
medium duty These 
are of heavier construction, with complete- 
ly new housings. Metallic-backed neoprene 
seals keep lubricant in, dust and dirt out, 
and the seal won w! SCM Ball Bearings, in 
both pill w block and fl 


ire available from distributors 


SL Ball Bearings 


Ball Bearing, available 
wks and flange mounts. 


with more load- 
shait for 


new bearings 


$17e€s 


service 


thle 


inge cartr idge types, 


stocks. 


| lodge S| 


pillow bl 


The new 
in bot 

ire designed to 
cost, high-quality bearing for small shafts 


and 


meet the demand for a low- 
general light duty 
he sturdy formed-steel outer housing 
of the pillow block offers pleasing appear- 
strength for all 
moderate service. It is compact in design 
and than other 
ventional ball bearing pillow blocks. 
Dodge SL Bearings are effectively sealed 
to exclude dust and dirt 
lubricated for life 


off the shaft 


ance as well as necessary 


occupies less space con- 


They are factory 
and sealed both on and 


Chain Couplings 
Dodge Chain ( ouplings are of great utility 
as a simple, positive direct 
and driven 
ruble width cl 
voket be ring 


? Wrsepower Capat ity than 


connection be- 


Iween driver units These cou- 


with de an, 


plings 


greater spre 


provide 
areas and greater 
ingle roller chain 


} 
couplings 





Industrial Distribution 





Once you get close to buyers, keep it that way by 8 
personalizing manufacturers’ literature, says ad man- Ol] al 
ager; help sought in handling inquiries 


Inquiry Follow Up Let’s Get Personal in Advertising 


New York, N. Y. 


he industrial distributor has a distinct advantage over his suppliers in the 


Min WeEs1 


r Dusiness mcreascs 


: matter of advertising and sales promotion. Unfortunately, he sckiom max¢ 
pple cal or gr C ipit il of it—personalization 7 
ae yey ae The distributor and his salesmen know personally many customers and 
Fg My 1 ein gptagheneinedee gn pects. They have wined and dined and perhaps even golfed together 
Blt a “i r t, when it comes to idvertising to 
. ea = 4 ‘ ‘ close business friends, “Joe” sud see and all the money, talent, effort, 
” y pe ae ; lenly becomes “Mr. Joseph Smith.” and time in producing this literature 
pws Aeow sgt me Ihe pane piece of literature fur- goes down the proverbial drain 
ustomers for the products ms hed him by his supplier is in effect As advertising er x: of a manu 
aay wee : silent salesman” ready, willing, and facturing concern selling exclusively 
te coder for the met ible to go to work if given the same through distributors, | am only too 
die ites teaiilon on Geil out elie ypportunities of meeting the customer well aware of this situation. Why then 
See, een ” prospect as the real live salesman. do I load up our literature with so 


le ice ol all Some distributors still mail envelope much detail, so much copy, etc., if I 
' stuffers to customers along with their know in advance that it isn’t going to 
monthly statements. These very same be read 100° I'o answer this ques 

listributors wouldn’t think of handi tion briefly, let me ask you this: Why 

“ th copies to th outsick 


' i r ipping a salesman by asking him to does a woman wear a dress, when she 
snHOWwINnE, 11¢ Tracts r the . 1 
leliver a statement in person. Again, deliberately makes it short enough to 


y } 
taining reports ro 


it 


vritten quotati ns Tr 


they have a svstematic follow 
) nat | Some distributors and their salesmen be interesting and yet long enough to 

1 inguirics fo leam wha . — - 
ire guilty of not being sufficiently fa- cover the subject? A piece of sales 


miliar with the literature they mail literature for national distribution 


\IANAGER ; 
+ r hand out. Such literature is simply must appeal to diversified interests 
Industrial Supp 
: n a fast once-over and off it goes What might appear obvious or un 


© How about it? Is your's a h ustomer. He, in turn, fre necessary to you in your territory often 


good system. Let's hear about it. sein . it 


Ives m even faster look (Continued on page 10 


~ 











Once you get close to a buyer Why be formal in advertising When you con keep the personal touch? 
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On-The-Job Proof! 


| LUNKENHEIMER 


STAND UP WHERE OTHERS FAIL! 


The new LQ600 Valve has been tested for four years on the toughest installations 


that nearly 100 cooperating companies had to offer. Other valves used in these 


services failed in periods ranging from a few weeks to a few months. Then LQ600 


Valves with Brinalloy* seats and discs were installed. Read these typical first-hand 


reports on the amazing performance records set by LQ600... 


eZee —_DAIRY PLANT 


“The LQ600 Valve was installed more than 
three and a half years ago on a steam line 
with rust and scale present at all times. 
This valve has withstood service conditions 
where others were replaced on an average 
of once a year due to seat and disc 





erosion.” 


wha HOSPITAL 





“LQ600 is still tight and functions perfectly 
after 31 months of service on a water col- 
umn blowdown installation where com- 
petitive valves failed by wire drawing in 
two months.” 


* Patented Alloy 


LUNKENHEIMER 


QUALITY 


ze CANDY MANUFACTURER 





“For years we had trouble keeping valves 
tight on this service. All types got to leak- 
ing, frequently very shortly after being in- 
stalled. Your LQ600 globe valve is still in 
this line and stili tight after more than 
three years of service." 


AS DISTILLERY 


“An LQ600 Valve was installed for throt- 
tling service on a syrup line at 140°F. 
After 9 months the valve was removed for 
inspection. It was tight and in perfect con- 
dition. This valve was put into another test 
installation and is still tight.” 





ALL TEST VALVES ARE STILL IN SERVICE WITH 


THE ONE 
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LOGOO VALVES § 


CHEMICAL PLANT we «= Ue) ede, 


“We would LAP to have 100 more of these 
LQ600 Valves right now. Performance is 
best by far of all valves used on this 
service.” 


naa CHEMICAL PLANT 


“*LQ600 is still tight after three years on a 
very tough 125 Ib. steam service installa- 
tion where competitive valves used to leak 
in 2 weeks to 2 months.” 


a CREAMERY PLANT 


“Our men couldn't say enough good things 
about LQ600 and the savings on repair 
parts it makes possible. Seven or eight of 
the men gathered around me while we 
were looking at the installation, and they 
all felt that LQ600 was the answer to one 
of their bad problems.” 


2pm —_ MEAT PACKER 

“We are writing to let you know how 
pleased we have been with the LQ600 
Valves you gave us for trial. We installed 
these valves in three of the most difficult 
locations in our plant and have had 
trouble-free operation ever since they were 
installed.” 


NO MAINTENANCE REQUIRED! This One Amazing Fact T iT 
the Story and the Vaive 


After four years of 
single 















LOGON 


150 tb. S.P. 
300 Ib. W.O.G. 
















NY VN 









be 
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severe field testing, there was nof one 
reported case of failure or leakage of an LQ600 Val 
ve 








BRONZE 
IRON @ STEEL 


IN VA LVES PVC VALVES 


















L-555-11 
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You Said It 


Starts on 





An Excellent Distributor 
xecomes the m rtant element 

in another sales are 
1 to 


Arrangement Makes 
SUPREME a good Ihe literature wasn't de signed 
ell you. Somewhere t 


in the seccuoen 
| im onsequential, you are likel 


i 





line to handle! 
reature By 


hidden ik s 


th g fannliar with 


, you and 


more eff 


incew 
XYZ Com 
5 that | 


pan I t if 
' ; . It 


pi = 


circled \ i] 
vour sal 
1 statement 


cuss thi 


rt scrimmage 
iround to 
east admit 


choc | c t logicalh 
Here's a chuck you can create to start int ; presenta 
ng that 


recommend and sell with confidence nicke 
» of ch I ggesting that a 


, 


Entire body hardened a ; ; 
inside and out for . «+ giving your customers the extra Sete “> a 
aerabnny: write notes to customers. If what I’t 
greater value they look to you to supply. nee a _ vhat i'm 
loing this |} y DeTore 1 


utors would 


ccn 


i Write for copy of distributor arrangement. 


have 


| a 


SUPREME PRODUCTS, INC. 
2222 S$. CALUMET AVE., CHICAGO, iLL. 


the chuck that lives up to its name .. . SUPREME ‘ontinued 
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Never Confuse the No.8 MARVEL = @ oc cnsve 


with an ordinary Band Saw 
»--only the MARVEL is Universal 


& Only on a No. 8 MARVEL 


can the saw column be 
instantly indexed and 
locked at any angle from 
45° right to 45° left, and 
the saw then fed thru the 
work at the desired angie 
— without moving the 
work. 


Only a No. 8 " 
] MARVEL can AZ. ' 

do all of these w= r 
things: Snip-off a Vs" = - 
rod or cut-off an 18” 


x 18” cross section 


gg 


Rough to Size and Shape 





No. 8 does the 
blade remain at 
ao right angle 
throughout its full 
18” feed traverse. 
Work always re- 
mains stationary. 





Only a No. 8 MARVEL has 

the large T-slotted work 
table, with removable quick action 
vise, that permits accurate set-ups 
of work of unrestricted sizes and 
shapes, special fixtures; Etc. 


“Rough Machine” to size and shape 
with minimun chip waste 


The No. 8 MARVEL is the “busiest tool in the shop” wherever 
installed because it is a universal tool—has both the capacity and 
the versatility to handle not only standard sawing jobs but 
innumerable “‘trick’’ and convenience jobs as well. More than 
a metal saw, the No. 8 MARVEL is a fine machine tool with 
machine tool features like: Both power and hand feeds; Depth 
Stops; Automatic Blade Tension; Built-in Coolant Pump; Three 
operating speeds (or six with 2-speed motor). Moisture-proof 
electrical controls that conform to both “J.I.C.” and “MACH- 


cut off and shape 


INE TOOL” electrical standards; Dirt-proof ball bearings, etc. 


ey Spas. If you cut, machine or fabricate metal, this is a sawing 
machine you should know about. Write for catalog. 


ARMSTRONG-BLUM MFG. CO. + 5700 West Bloomingdale Avenue « Chicago 39, U.S.A. 
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Extra Money 
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for the Asking 


- 
i i 


Extra money—from extra sales—is 
possible just by always asking for the 
rope order. And you don’t have to go 
out of your way either to get these 
bonus-dollar orders. 

Rope is universally used to lift, low- 
er, tie and control. Practically every 


industrial plant needs rope for slings, 





tackle, maintenance work and scores 


of other uses. 














Ask for the rope order, and the easiest order 
to get is the order for Plymouth. The Plymouth 
Plan includes merchandising and promotional 
material to give you and your customers service 
equalled by no other rope manufacturer. And 
Plymouth is nationally advertised, known for 
over 130 years as the Rope You Can Trust. 

If your house does not handle Plymouth 
Rope, ask your sales manager to get the 
Plymouth Merchandising Plan for profitable 





Industrial Rope Sales. 











Plymouth Cordage Company 
Plymouth, Massachusetts 
New Orleans, Louisiana 

















Plymouth Rope Order 


| lL. | 
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You Said It 


Starts on page 7 








ONTRIBUTIONS to vour “Letters to 
lepartment are wel 

Write on any 

j 


p nm it and 


know 











the 
DiIsTRIBUTION 


New York 3 











The I iit ws 











talk on another line of product? 
Most manufacturers’ literature is, of 


essitvy, impersonal and general. It 


particular prod 


The Little Professor says... s designed to sell its particular prod 
\, SALESMEN CAN HARNESS cr AY fara» you are comemed 


This pic 


7 TIME TO BOOST THEIR INCOME — tie imprint on the front 


Planning takes time but it pays off. Even when making routine 

calls on customers of long standing, don’t forget that your 

buyer is granting you part of the working time his employer 

is paying him for. The D.A. “Super Service’’ will make your ; 
call more profitable to him. Make “Super Service” planning aa l oe know it, too 
a habit and you will be rewarded by better and bigger orders it 9 n’t afford to de pend upon 
from all of your customers uct nor cal t them forget 


, , salesmen 
To help you plan calls, the Little Professor is developing new 


features for D.A. “Super Service’. These new ideas for V-belt aes, oat 
users are appearing regu- ai ti , em to fet 
larly in the major indus- Sion it Ret md the Muss 


going to 


cultivate 


trial magazines. Ww wppliers are 
ilrcady doing tl ) n and month 

Ask vs how the Little Professor u ugh their national advertising 

and Durkee-Atwood ‘‘Super Serv- 

ice’’ con work for you . . . 


Find out today how the Little Professor 
n supply you with new ond impor 


tant woys fo increase your success with 





Durkee-Atwood products and Super 
Service. Write Dept. ID-6 


DURKEE 


attrac 


But all 


DURKEE-ATWOOD CO." 


13 


ws ‘4 Minneas 
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Everybody talks about 


QUALITY— 


At “CHICAGO” we DO something about it! 


e Metallurgical Control of raw materials 

® Statistical quality control regulates all manufac- 
turing operations 

@ Carbon restoration method of heat treatment 
eliminates decarb on heat treated products. 

Chicago Screws will assemble faster, with fewer 

rejects, and with a measurable reduction in 

costs 

Progressive action plus better methods of 
manufacture have kept “Chicago” out in front 
for 83 years. 

Our merchandising policy is based on com- 
plete co-operation with the Industrial Supply 
Distributor. Our specially trained sales force 
operates in conjunction with the distributor's 
sales organization to help develop more sales 


Oa 4 in your territory. Write for details. 


a 


The complete Chicoge ‘‘Sofety Plus’’ line includes in olley steel: Socket Set 
Screws * Socket Heed Cap Screws * Socket Stripper Bolts * Square Head Dog 
Point Set Screws * Socket Pipe Plugs * Flot Head Socket Cap Screws * Dowel Pins 
* Hexagon Keys and Key Kits * Also Socket Set Screws ond Socket Head Cap 
Screws in Stoiniess. The complete ““Chicogo”’ line of Standard Products includes: 
Hexegon Heed Cap Screws in steel—bright ond Grode 5, heat treated, olse in 
bross ond stoiniess * Squore Heod ond Heodless Set Screws * Teper Pins * 
Stee! Studs * Flot énd Fillister Heod Stee! Cop Screws * Hexogen Nuts in steel, 
bross ond stoiniess. 
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Another Reason Why... 


RUST-OLEUM. 


t 


means = ~—————s to you! 


There is only one RUST-OLEUM. It is as distinctive as your own fingerprint, 
incorporating a specially-processed fish oil vehicle that may be applied directly over. 
sound rusted surfaces, dries right, is odor-free, and penetrates rust to bare metal. 
What's more = RUST-OLEUM is available in many, many. colors to 

beautify as it protects. 

This distinction Of product, alone, provides a tremendous “sales edge” and 

greater profit opportunities for you. Yes, the RUST-OLEUM product is a vital 
element in RUST-OLEUM Teamwork with you. With 

RUST-OLEUM, you have all the exclusive features to sell — something the other 
fellow: hasn't, You have the power.to actually Stop Rust with RUST-OLEUM 


RUST-OLEUM CORPORATION 
2413 Oakton St. + Evanston, Ill. 


RUST-OLEUM IS EXCLUSIVE 














You Said It 


(Starts on page 7 





names of all his customers and prod- 
ucts. That's fine—but he runs off the 
required quantity of form letters on 
his mimeograph machine and has his 

telephone operator type in the indi 

: Fons. , vidual’s name on each lettc?. This is 
a7—> personally directing it to the waste- 


1 
basket. 


- r¢ very distributor has certain 

Tee r prospects he would give 
| k. When you con 
what it costs you to have your 


iis _ 


sider 


. « » Maybe you have been overicoking 
salesmen call upon these accounts 


potential sales right in your own area. i ind often, to no ava then the in 
Have you checked the possibilities of significant amount of time and effort 
FORT WORTH SCREW CONVEYOR? By 3 et a pene) ee 

re literature is, in my opinion, well spent. 
an Even if a salesman dictated a really 
personal note or a complete letter to 


be in = position te render = his prospect in ad ince yf his calling, 
He would be 


ADDED SERVICE to your cus- it would be worthwhik 
fomers Be it just | saving himsclf, as well 
valuable time and build for himself a 


receptive foundation for that call. A 


A REPLACEMENT | phone call to announce that some 


thing is being sent pays off, too. 


PART OR No discussion of personalization 


vithout considera 


stocking this profitable line you will 


is the prospcct, 


A COMPLETE : could be complete 
lement of courtesy. 


tion of the basic clement 
INSTALLATION ’ A simple handwritten postcard thank- 
ing the customer for an order is mighty 
strong cement in improving customer 


relations and in paving the way for 
future busines \ “thank vou” note 
to the individual who signed the pur 
} der never hurts, cither, even 
m had little or no influence 
inating that order 
sell more you have to know vour 
I’m simply suggesting that 
personal 
Haron L. ELrensein 
Advertising Manager 
Parker-Kalon Division 
General American Transpor- 


The addition 
of FORT WORTH OTHER 
SCREW CONVEYOR to FORT WORTH tation Corp 
your other products, will give PRODUCTS 
you Ss well-rounded line to QD SPROCKETS The Fable 

service all your customers. QD SHEAVES 

p INDUSTRIAL Batrrmore, Mp 

Write for Catalog 200 today. FANS We feel that “The Fable of the 

Foolish Bricklayers,” appearing in your 

March issue page 81, has a good deal 


, of logic. We'd like to pass it along to 
For? fe te Ee ; FOr] WoriH some of our friends = » may have 
Product is 2> reprints 


missed it. Please send 
Dept. 16, 3600 McCART 
Manager 


FORT WORTH, TEXAS 
FORT WORTH ys CHICAGO + ST. LOUIS + KANSAS CITY + HOUSTON + MEMPHIS Robins Rubber Division 
WAREHOUSES: 7+ ATLANTA + JERSEY CITY + LOS ANGELES + SAN FRANCISCO+ DENVER 4. K. Robins & Company, Inc. 


Srerpuen K. Hawkins 
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PROFITABLE BONDS MADE WITH PLIOBOND 





Fishing Rod —Wood to cork or metal Artificial Limbs . .. Leather to wood 


Ignition Shield —Rubber to metal 





Battery Cap— Rubber to rubber Biender— Rubber to metal 


Storm Window — Metal to glass 








Clutch— Fabric to metal Belts —Leather to leather 








Loudspeakers — Metal to paper 


Fst 


Ne 





New opportunity to sell 


HECK the above industrial applications of PLIOBOND—the adhesive that 
+ “bonds anything to anything.” Their diversity is testimony that 
PLIOBOND offers a big market needing distributor facilities. This Goodyear 
adhesive is now available to all established distributors and wholesalers. 


PLIOBOND is one adhesive for all purposes. It comes ready to be used quickly, 
hot or cold, applied by brush, spray, dipping, roller or knife. It’s flexible yet 
strong and permanent. PLIOBOND has been established by more than a decade 
of growing sales through a limited factory distributor arrangement. It’s 
well-known and accepted—has been and will continue to be nationally 
advertised. 


Virtually every account you contact has a maintenance or pro- 
duction need for a universal adhesive. Why not answer it with 


“CHEMICAL 


PLIOBOND in containers ranging from half-pint te 50 gallons in PTT) eg YEAR 


size. Write, today, for details and sales aids to: 


Goodyear, Chemical Division, Dept. F-9444 Akron 16, Ohio 


DIVISION 


Piickodé-—T. M. The Goodyear Tire 6 Rubber Company, Akron, Ohio 
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THE 
TAP SECRET 
OF THE 
ELECTRONIC 
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VNORSE 
“Vectormatic 





round’ Taps 





4 


The Taps with the locked-in precision 


».. Quality-protected by an invisible Wali of Electrons! 


This exclusjte new Morse development obsoletes all 
previous shethods of tap-manufacturing. For ‘‘Vector- 


er is an entirely new principle that introduces 
an unprecedented new method of close-tolerance 


gaging ... with the whole gaging system controlled 
by an invisible wall of electrons activating a series 
of relays. Gaging mechanism never touches the work. 

And another exclusive feature of Morse ‘‘Vector- 
matic’’ Grinding is the ‘‘Magic Mike"’ Control of 
Tap Sizing. The size-control mechanism and the 
adjusting segment of the circuit are completely 
locked in, to insure uniformity. Once the proper ad- 
justments have been made, tolerances remain con- 
stant... nearly 300% closer than old thread-grind- 
ing systems. 


These and other features of Morse ‘‘Vectormatic”’ 
Tap Grinding give far smoother finish, keener cut- 
ting edges, and longer tap-life than have ever been 
known before. And this means higher production 
at lower cost, on every tapping job. So here again 
Morse engineering leadership gives every Morse- 
Franchised Distributor another giant step forward 
in sales leadership! 


MORSE TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS 
(Division of VAN NORMAN CO.) 


Werehouses in New York, Chicago, Detroit, Dallas, San Francisco 


MORSE 


Cutting Tools 


. . » buy them by phone from your Morse-Franchised Distributor and save ordering time 
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The Right 


will do the trick! 





Rope Bridge For A Pipeline 


This unique suspension bridge on the Atchafalaya River 
near Melville, Louisiana, carries two 30” lines on the 
main line of Transcontinental Gas Pipe Line Corpora- 
tion. With the exception of the towers the entire struc- 
ture is made of galvanized Tiger Brand Wire Rope. 
Rope is used not only to suspend the two pipes but also 
to stiffen them horizontally to resist wind loads. Approxi- 
mately 20 miles of rope were used in this bridge and 
every inch of it is Tiger Brand because of Tiger Brand's 
known high quality and dependability 


Hundreds of combinations of strengths, sizes, constructions, lays, 
and steels are available in the complete line of Tiger Brand Wire 
Ropes. As a result, you can get a Tiger Brand Rope to suit every 
lifting job you will ever encounter—and you can depend on its 
performance. Tiger Brand has proved in actual service that it 
lasts long. Get in touch with your local Tiger Brand Distributor 
next time you need dependable wire rope. 
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RIGHT Rope 
for these jobs../ 








A Good Guy For Television 


Even a light wind sets up high stresses in the guy 
lines on television towers like these at station 
WEWS in Cleveland. For maximum safety you 
need strong tough guy that will stay that way for 
many years. Galvanized Tiger Brand Strand and 
Rope meets these requirements. Specify it for guy 
ing microwave relay towers, light towers, smoke 
stacks, and any other tall structure that needs 


s wid support against wind loads. 


AMERICAN STEEL & WIRE 
DIVISION 
UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OW10 
COLUMBIA-GEWEVA STEEL DIVISION, SAN FRANCISCO * TENWESSEE COAL & /ROW DIVISION, FAIRFIELD, ALA., SOUTHERN D'STRIBUTORS 
OMITED STATES STEEL EXPORT COMPANY, HEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 
cally Pepa 
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‘Cut your costs with 


AIR COMPRESSORS 
4 AIR HOISTS 
AIR CYLINDERS 


A plentiful supply 


of air to speed production throughout your plant 
is assured with powerful, precision-built Curtis 
Air Compressors. 


® air-cooled, two stage— '% to 20 H.P. inclusive 


® water-cooled, single stage—720 to 50 H.P. 
inclusive 
Timken tapered main bearings permit easy 
external adjustment 
long-life pressure-lubricated connecting rod 
and piston pin bearings 


Tank-mounted compressors in sizes from 
through 15 H.P. inclusive (1 to 78 cu. ft.)—also 
available in base-mounted type. 


Simple and base-mounted compressors from 4 
through 50 H.P. inclusive (1 to 300 cu. ft.). 





LIFT, LOWER, 
PUSH or PULL 


easily, economically and safely with 
Curtis Air Hoists and Cylinders... 
capacities up to 10 tons. 


® lower initial cost 


@ lower maintenance costs 


@ smooth operation and 


BRACKETED AIR CYLINDERS... con be 
mounted horizontally or vertically for lifting, 
lowering, pushing or pulling. 


precision control 


self-closing, rotary disc 
self-grinding valves 


| PENDANT AIR HOISTS. . . idea! for 
| i any lifting or lowering operation. 


FOR COMPLETE INFORMATION ON THIS CURTIS COST-SAVING EQUIPMENT... WRITE TODAY! 
CURTIS PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 
1911 KIENLEN AVENUE - ST. LOUIS 20, MISSOURI one 


OTHER CURTIS PRODUCTS: Automotive Lifts and High Pressure Cor Washers; Commercial and Home Air Conditioning 
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Thermoid 
Conveyor Belting ) nermoid' 


Industrial 
cuts handling costs B rubber Products 
RS 


on rugged mining jobs GieeeE 


There’s a Thermoid Conveyor Belt designed to lower the 


handling costs on every mining job. Here are three examples: 


GD —For extremely abrasive materials such as coal, granite, 
trap rock, flint rock, quartz ore; Q— For slag, lime rock, 
crushed stone and other highly abrasive materials; QO-Fe 


moderate abrasives such as sand, loam, soda, gravel. 


Mr. Distributor: Thermoid “built-for-the-job”’ mechanical rubber 
products can help you increase your sales to all industries. You 
can always rely on Thermoid service and the complete coopera- 
tion of experienced Thermoid Sales Engineers with their intimate 


knowledge of industrial rubber problems. 


Conveyor & Elevator Belting - Transmission Belting 
FUP. & MeRiple V-Belts + Wrapped & Molded Hose. 





Here’s Norton’ answer... 


Norton believes that distributors’ men should leave a 
sales mecting with this reaction: “This mecting gave me 
some good ideas about how to help my customers with 


uu ell s pe ni?” 


” . : 
Gencralized pep-talks won t produce any such reac- 


their grinding jobs. // sure was lime 


tion. Nor will technical lectures 
Ruling these out, Norton | 


ped a system of or- 


ais deve | 
s that hold the 1n- 


ganizing and conducting 
thusiasm 


le giving them the ita ict vn on product 


terest of distributors ‘ 


appin tions und ! 


As a result, Norton distributors the country over report 
that these friendly, informative sessions are sure-fire sales 
boosters. 

Norton ts proud of this reaction because it has always 
looked on each distitbutors’ sales meeting as an opportu- 
nity to fulfill a major obligation — that of helping distribu- 
tors give top grinding wheel selection and application 
this always leads to greater 
sales. Norton Company, Worcester 6. 


service to their customers 
Massachusetts. 
Export: Norton Behr-Manning Overseas Incorporated, 
Worcester 6, Massachusetts 
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Streamlining sales strategy. . . highlights from a 
Norton distributors’ sales meeting 


a 
NORTON SALES 
MEETING 


—— 


Product Knowledge Comes First. A Norton distributor's salesmen get the essential facts on one particular type of wheel 
they’re made and used from a slide film. Actual products are demonstrated, whenever practi able. Avoiding generalities and 
techni 


alities, the Norton man in charge knows how to keep a sales meeting charged with interest. At the ¢ nd there'll be a question- 
and-answer period, with everyone encouraged to sound off. 


how 


eee... ; 


SOURCES 
PLANTS OF 


ARSENALS Gace MAKERS 

RS LOCOMOTIVE S#ors 
om et MACHINE Swors : 
anaees Parts MAKERS MACHINE eoedny 
BEARING MANUFACTURERS Road ayy oo PERS 
BasINneEsS Mmacnim’ BUILDERS eee ate 
— ee ; Tap MANUFAC TURERS 
ante He Vacve MAKERS 
EMGINE 


AND 
aur Kino Wo HAS 
AY CON Seon OF Tren OWN 





Where The Business Is. Among the t 
supplied by Nerton to 


formation 


st valuable sales aids 


istriputors 


salesmen 1s factual 


The Meeting In Black and White. Each man gets an illustrated take 
in home piece, a permanent, printed record of the slice film talk. It’s a typical 
s tor the part salar wheels example of Norton's thoroughness in providing distributors with sales 
just where tl pest tools that we rk Sales tools like Norton customer literature, extensive trade 
advertising, informative motion pictures and the distributors manual 
the basic reference book for products and applications 


n the types of customer 
bei s¢ sea 


g a us ( 
are. Thus the Nortor 


for his listeners 


saics pportunities 
representaltiy lat the sales picture 
helps them { personal selling 
campaigns more eflecuvely nting the market 


O R le O Qlaking better products. . . 


to make your products better 


w.1644 


and its BEHR-MANNING division 


RTON COMPANY: Abrosives « Grinding Wheels «+ G 


rinding Mochines « Refractories 
BEHR-MANNING DIVISION: Cooted Abrosives + Shorpening Stones * Pressure Sensitive Tepes 
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MMING UP 


ad 4 


1h) Bigger volume on Hand Tools 


It’s simple to rack up quantity orders when you push the 
Blackhawk line. That's because plants find Blackhawk 
Hand Tools stand up best under continuous assembly line 
use. Also, they have extra, work-speeding utility. 
Blackhawk is now the source for a COMPLETE LINE 


of hand tools — designed with industry in mind. 





Every department is a 
Porto-Power prospect 


Industrial distributors are doing big business 
selling a kit of ‘‘Porto-Power” equipment for 
every maintenance crew. But your “Porto- 
Power” business doesn't stop there! Tool en- 
gineers use these “Porto-Power” components 
for jig and fixture work, creating single 
orders totaling thousands of dollars for men 
like you. 

Every department is a gold mine for 
“Porto-Power” business. It’s ordered by 
methods men, safety engineers, iaboratory 
technicians, field service managers, contrac- 
tors and many other hot prospects. Only 
Blackhawk builds “ Porto-Power.” 
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profitable sales is 


Blackhawk a KEY line! 





The most complete line 
of Hydraulic Jacks 


ee — and they're full of talking points and extrz, 
Pipe Benders for all electricians | sivsniaces for industrial and constructor 
men. New low prices on popular models help 


Plant electricians and electrical contractors are making this make you the winner in any competition. 


the most popular line of pipe and conduit benders and a rich 
source of volume for distributors. That's because Blackhawk So 


benders are more portable, handier, faster and make the crew ~ : . 
Take a tip from 

“blue-chips” ! 

other ips ! 

Volume and profits cause many of 

ISTRIBUTORS boost their Blackhawk sales 35 to 60% by mak- the country’s largest and best known 

ing Blackhawk a KEY line in their plans. Newer outlets distributors to rate Blackhawk a 

show increases up to 200%. And with the profit structure on Major Key Line. All of these sales 

this line — that’s big money. Every customer you have is a opportunities are yours under a pol- 

prospect for something made by Blackhawk . . . and-you get icy consistent with the highest ideals 

effective promotion that helps you tell everyone in your terri- of the Industrial Supply fraternity 

E tory about these unique products. So — bank on one source 2 

E for all lines represented here and you'll conserve sales effort, Here’ - 

F cut handling costs and really stack up the profit. pee ke Jer sent li's 





a happy one. 








Catalog H-201 on 
Blackhawk 


HYDRAULIC EQUIPMENT « « - HAND TOOLS 


Products of Blackhawk Mfg. Co., Dept. M-1765, Milwaukee 46, Wis. 
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P&H HAND CHAIN HOISTS P&H JIB CRANES 











The most complete line in the industry 
is the most advanced line, too! 


... with features such as the new PcH rectifier brake 





A“ cmigp you handle the P&H Hoist 

franchise, you're selling not only the 
most complete line in the business — but 
a line of hoists that’s as up-to-date as com- 


petent engineering can make it. 


The new P&H rectifier brake is a sample 
of what that kind of engineering can do. 
Three basic engineering improvements 
give you a stronger sales story based on 
quick, easy adjustment and lower mainte- 


nance costs. 


For instance: There is no linkage in the 
new rectifier brake — less parts to suffer 


wear. Adjustment is made by simply turn- 


ing up a collar on a threaded hub. The 
armature stroke is a maximum of .035". 
The brake contact is made on the outer rim 
of the brake pot instead of the magnetic 
core. This eliminates peening and flared 


laminations. 


All in all — the new P&H rectifier brake 
makes a good line of hoists that much 
better. And it gives you a competitive sales 
point that can mean extra profits for you. 


Use the handy coupon below to get a 
P&H sales engineer in your office. He'll 
have the full story on the revolutionary 
new P&H rectifier brake. 


--- Tear oat Cowon anal mach lege / 


P&H Hoists 
HARNISCHFEGER CORPORATION 
4683 West Notional Avenue, Mil kee 46, Wi 





Gentlemen: Get a man on the job. We'd like to see him. 


'p HES 


HARNISCHFEGER 
CORPORATION 
4683 W. National Ave. * Milwaukee 46, Wis. 








Var 


“WE’VE SOLD WISS SNIPS 
SINCE 1901—BEST VALUE 
ON THE MARKET TODAY” 


Mr. J. P. Townley, vice president and general manager, 
Townley Metal and Hardware Co., Kansas ( ‘ity, Mo., gives 
one big reason why his firm likes to feature Wiss metal cutting 
snips. There are several reasons u hy they are the choice of 


professional workers everywhere—why they sell better, with 


fewer returns. Wiss snips are produced largely by the handwork 


of skilled workers. Each pair is 


rigidly tested and guaranteed perfect. Bolts are set precisely to reduce wear and to increase cut- 


ling power u ith the least ¢ ffort. 


WISS METAL MASTER SNIPS: Compound action design delivers amazing 
cutting power. These 10 snips cut with about one-half the effort required 
for standard 12'4” snips. One edge serrated to prevent slipping. M-1 (cuts 
left na ? (cuts right) are designed to cut the most intricate s« rolls and 


circles } is for shallow ares and straight cutting. M-5 Bulldog Heavy 
d cutting shallow arcs in 


Duty snips are tops for notching, nibbling a 


sheet metal as heavy as 16 gauge 


WISS INLAID SNIPS 

High carbon crucible steel weld- 
d to a hot drop-forged frame 
manded by pro essional iserTs 
rvwhere. Six Straight ¢ utting 
m 11%.” to 17”, inelud- 
ips for notching 
tion* Cutting 

and 1444” 


WISS SOLID STEEL SNIPS 


For those whose req uireme ntsare 
less spec ialized than the profes- 
sional user. Hot drop-forged of 
fine carbon steel, they meet or ex- 
ceed government specifications 
straight cutting sizes, 8” to 
k r Combination* Cut- 
10 13” and 16” 
me for nots } me 


, 


NEWARK 7, NEW JERSEY 


; ‘ _ 4 4 V Cutting Se » and Garden Shears 
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Wiss inlaid blades are made of high 
carbon crucible steel welded to a hot 
drop forged frame to prov ide the ex- 
tra service demanded by professional 
workers 


Wiss snips are hot drop forged of the 
finest steels available. 


Highly skilled craftsmen make final 
adjustme ntsto mssure that W iss Snips 
will cut perfectly for a long time 





whatever the job... 


PeRmacet lares 


a Golwwrenabohwen company 











entact Assembly 


.. eduction of capital tied up in inventory 
.. Saving in clerical personnel 


7 Fbarul 
Momington. ROOM 1665, 315 FOURTH AVENUE, NEW YORK 10. 
’ ~ «< 


INDUSTRIAL DISTRIBUTION © JUNE, 1955 





“Here’s why I sell 


. . 4 ce os > e 
Richard Ferguson, partner, s 


Industrial Supply Company— 
Disston Distributor in Clinton, 
South Carolina 


“Customers really come back for more once they discover the high 
quality of Disston files. And when you add to this the many sales aids 
Disston gives a distributor, it's just good sense to carry this outstanding line!" 


Look at these advantages: 


TOP-QUALITY TOOLS—Disston offers a complete line of American 

and Swiss pattern type files . . . made of tough, high-grade steel. 
Customers get better production because Disston's sharp teeth cut level, 
fast and smooth. Tracking is eliminated, finishing better. Special tooth 
design assures clean, open gullets—faster filing. This means 

customer satisfaction, repeat business. 


ACTIVE SALES ASSISTANCE—A corps of experienced sales engineers, 
specialists in the use of files, are on call to help customers solve 
all kinds of filing problems—increasing sales, customer good will. 


STRONG ADVERTISING SUPPORT—“DISSTON HAS THE EDGE” 
is the theme of a brand-new campaign of hard-hitting advertise- 
ments featuring Disston files and other metal cutting products. 
These ads are reaching buying influences in every industry, 
helping to boost file sales. 

HONEST DISTRIBUTION POLICY — Disston’s selective distribution 
policy assures distributors a fair deal. Disston provides 
distributors with files that are highly salable, at 

prices which allow attractive profits. 

PROMPT DELIVERY —Disston’s fast, dependable delivery 

service brings files to the distributor when he 

needs them. 

SINGLE SOURCE OF SUPPLY — Buying files, hack 

saws, band saws, circular saws and other metal- 

cutting tools from Disston helps to lower the 

distributor's break-even point, reduces fixed costs. 

One source of supply simplifies ordering, mailing 

and accounting . . . saves time in receiving and 

handling. And the distributor's salesmen 

save time for they have to deal with only one 

factory representative. 


ESTABLISHED 1640 


For more information about 
Disston files, and other 
profitable Disston tools, 


write to: 


REG. USPAT OFF Henry Disston & Sons, Inc. 


DISSTON HAS THE EDGE” - : =: 623 Tacony, Philadelphia 35, Pa. 
‘ { Other factories and branches 


Toronto, Ont.; Seattle, Wash.; Chicago, Ili 
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Bright and Tough. 
THEY'RE HMS stanparps 


When appearances are important, but paint is impractical — 
FACTS ABOUT When products are designed for tough environments — 


BRASS CAP SCREWS, When strength rates with good conductivity 


AND NUTS That's when you should recommend HMS 
standard cap screws in brass or stainless steel. 

© Resistant to Corr ‘ Brass ahd stainless steel cap screws are just a few of the 2371 

@ Bright Finish Dipped items that MMS keeps in stock for immediate shipment. Should your 

© Excellent NGuCHVEy stocks be low, we can ship you a new supply in 24 hours or less. 

When you pass that kind of service along to your customers you 

make firm friends and steady customers for HMS and the other 


FACTS ABOUT lines you Sell. 
STAINLESS CAP SCREWS if you don’t have the HMS catalog, write for your copy today. 


AND NUTS 
THE HARTFORD MACHINE SCREW COMPANY 
in: qantas P.O. BOX 1440 HARTFORD 2, CONNECTICUT 
@ High Corrosion Re . 
®@ Clean, Bright Finish 
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at Charlotte Municipal Airport 


wher: The City of Charlotte, N.C 
Architect; Walter Hook and Associa 
peneral Contr 


Plumbing Cont 


J. A. Jones 
Boskery 
pong Distribut Boker -Mitche 


of Charlotte, North Carolina 
f their $2.000.000 Municina 
Five vears ago the plans 
1 for this airport. Thr 
ynstruction began. In the 
two years, the air travel ar 
urlotte increased beyond 
and authorities knew 
upacity of the building 
originally planned were 
the new demands 
totalec ore than I 
the origin estimate. Now in f 
tion, Charlotte Municipal Airport 


and comfort to pa 


lotte, N.C 

mpany, Charlotte, N.C 
tte, N.C 

horlotte, N.C 


To provide top-flight service for fire 
mains, roof drains and gas, vent and water 
lines ) tons of top-quality Spanc CW 
Steel Pipe were installed in the three- 
story airport building. The contractors 
on this job knew they could depend on 

, 


ne quaity 


| and service of Spanc, because 

SPANG pipe is quality-controlled from the 
skelp to the finished pipe. 

Careful selection of top grade skelp oe 

ye control during forming and welding 

complete testing and inspecting 

you of top-quality pipe pipe 

y to bend, cut, thread and weld 

Spanc CW can give you faster 

ms and save you money on the 


t's why so many contractors and 
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builders 

Steel Pipe 
Why not let Sranc CW give you top 

flight service? See your nearest 


consistently specily SPANG CW 


SPANG 
distributor for your next order of pipe 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Soles Office: Two Gateway Center, Pittyburgh, 
Pa. District Soles Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philodeiphic, Pittsburgh, St. Lovis 


SPANG 


-— a 
rete 3 cw 











Fallacies a 
Nd Facts for 
Cemented Carbide Users 


A few blunt— 


but needed — oj 
nied, clarifications by the 


of Carboloy Cemented Carbides 
When you buy carb 








ides, you're really buying Production 
will do in your shop 


ability. You're buying what carbides 
removal. 


‘owever, we do f, u i 
People who Say they have been cold nonblaints “00 
If you are a Purchasi 
cern is getting the most for 
oe of Production ability. 
e.. Aw youre in the top management 
or production ability are: aca. 
= es unit costs and in. 


agent, your Primary con- 
your money — but “most” 


—in some instances 
, tre 
mendously. a ¥ 


pom . TBY ahead of the 


The facts you can determine for yourself 


in the field!) 


The fallacy of usi arbolo 
ng — ae 
brand of ne 


aAcley Deporiment of General Slectri 


SARBOLoY 


LEcTRc 


“In this edvertisement, we at Strong, Carlisle & Hammond Com- 

pany feel that the Carboloy organization speaks for all manufac-~ 

turers of quality products. The problems you discuss here are 

common to all such manufacturers, and your public facing-of- ' 

the-facts stand will have a broader result than you might expect.” This advertisement appeared in: Business 
; : Week, May 7; Factory Management & Main- 
E. E. STVAN, tenance, June; Iron Age, May 12; Purchasing 

Manager, Supply Department News, May: Steel. May 9. 
Strong, Carlisle & Hammond Company, Cleveland, Ohio : ? 
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J-M Navalon gives more value 
because it outwears other high- 
quality packings in cold liquid serv- 
ice. It contains more lubricant to 
start with and retains more lubri- 
cant in service ... resulting in less 
wear on equipment. Navalon has 
other unique features, too. Its 
strength actually increases when 
wet. And it resists rot, because it's 
made of ramie, nature’s strongest 


Mp. Distributor-why does 
this packing outwear others 
in cold liquid service ? 


tes >. aeteead 


) 


{ Beeguse J-M NAVALON 
“> eontaine and retains 
more lubricant / 








sohns-Manville Distributors 
sell more by giving customers 
more value in packing 


fibre ... resulting in better customer 
satisfaction, and more frequent 
reorders. 

That's why Navalon is widely 
used to seal against fresh or salt 
water, brine, cold oils... and many 
other cold liquids. It has an excel- 
lent record of service on pumps, 
elevators, accumulators, *eciprocat- 
ing rods and plungers, stern tubes 


and rudder posts of ships. Available 


in full range of sizes, in styles 190 
and 245 for industrial use, style 175 
for marine use. 

J-M National Advertising 
reaches packing users everywhere, 
refers them to the local J-M Packing 
Distributor. For more details and 
additional copies of this advertise- 
ment, write Johns-Manville, Box 
60, New York 16, N. Y. In Canada, 
199 Bay Street, Toronto 1, Ontario. 


Johns-Manville PACKINGS & GASKETS 
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THEY FILL THE BILL 


Whatever your bolting requirements, you can count on getting what you 
need when you order Bethlehem Bolts and other fasteners. They come 
in a full range of types and sizes. They are quality fasteners in every 
way, made to exacting specifications by men with years of bolt-making 
experience. You're sure to like Bethlehem Bolts. Try them and see! 


Bethlehem Bolts Are Good Bolts 
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ARBOR SCREWS INTO 
BODY OF SAW, SECURED 


BY TWO DRIVE PINS 
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SEND FOR LENOX HOLE SAW 
BULLETINS AND LITERATURE 
TODAY! 
IMMEDIATE DELIVERY OF 
LENOX HOLE SAWS 
FROM OUR LARGE 


L t eS SS = 


STOCK 


o 
* HOLE SAWS 


SPRINGFIELD 
MASSACHUSETTS 
ded 
SHSES 
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* GROUND FLAT STOCK 


TLLELELLEALLALLLLLLLL, 


- HACK SAW BLADES 


KA. 


\ 


icc TTL 
S Dicdedhcihedheieinalhathadhalnadbad 


' SSeS we 


ERR R MM MMM 


FREESE EEEEREEHERAAEEEEEEEREREEERERES 


© JUNE, 1955 


INDUSTRIAL DISTRIBUTION 


























an invaluable asset for 


JENKINS DISTRIBUTORS 


The value of a trade-mark has seldom been 
better expressed than in this Jenkins adver- 
tisement, “The faith men live by”. It has been 
repeated many times and has frequently won 
praise from readers throughout industry. 

The Jenkins Diamond and Signature 
trade-mark is an asset of highest value to 
Jenkins Distributors. For, at all times, buyers 
will appraise a product, not alone by its 
promised performance, but by their trust in 
the integrity of the manufacturer. Jenkins 
Bros., 100 Park Ave., New York 17. 


another reason why it pays fo sell 


JENKINS VALVES 
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4 GZ “tle wien Ute by 


- 


NOT A DAY GOES BY that we don’t put 
our trust in others, in countless little ways. 





We trust the policeman to keep the peace, 
the grocer to give us good meat and bread 
— and we trust, in measure, the honesty of 


everyone whose wares we buy, or to whom 


we sell our own. 


Sometimes in evidence of our good 
intent, we sign our name or make our 
mark — and this mark becomes a visible 
symbol of our earnestness to merit the trust 


of our fellow man. 


Such a mark does not attain its full sig- 
nificance as the ink is dry, but rather with 
the passage of years. As time goes by the 
original trust that engendered it ripens into 
faith in the signer’s integrity, and that faith 
itself becomes an institution. 

That is why Jenkins Bros. consider their 
trade mark — the Jenkins Bros. Diamond 
and Signature — among the most impor- 
tant virtues of a Jenkins Valve. This mark 
has become a symbol of justified faith placed 
in a body of honorable men making honest 


products, since 1864. 


A 


JENKINS VALVES 2 


LOOK FOR THE JENKINS OLAMOND * 
s 
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Recommend These 


Dick ORIGINAL 


Balata Belts...They’re 
STRONGER...LAST LONGER 








Designed and processed for high-efficiency 
service, “Dickbelts’” will satisfy your customers’ 
most rigorous power transmission, conveyor or 
bucket elevator belting needs. 

You can have complete confidence in the prod- 
uct when you sell “Dickbelts’”. Their rugged 
thirty-five ounce hard surface closely woven 
duck is thoroughly impregnated with the finest 
grade Balata gum to insure no-slip, sure-grip 
holds on pulleys. This quality construction also 
guarantees great tensile strength for added 
years of wear. “Dickbelts’” resist moisture and 
sharp changes in temperature. They will not 
stretch or shrink. 

“Dickbelts” will prove themselves to your cus- 
tomers as they have to users in all industries — 
Ve rsatile — economical — practical, They are 
available in all standard widths and plies and 
can also be fabricated to specification. 


Distributorship Information Gladly Sent On Request. 


R. & J. 


CHICAGO, ILL SAN FRANCISCO, CALIF 
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COMPANY, INC. 


LOS ANGELES, CALIF 


FOR RUGGED, RELIABLE POWER 
TRANSMISSION AND CONVEYING 
EQUIPMENT . . . GIVE YOUR CUS- 
TOMERS DEPENDABLE - 


Dick. prooucts 


A 


DICK ROPE QD. SHEAVES 


} 
= iy 
1°A . § 
, 


las, | 


BARRY STEEL SPLIT PULLEYS 


“= 


BARRY CONVEYOR PULLEYS 


Every ttem Engineered to Boos? 
Production Throwgh -Maximum 


Strength and Long-Term Ourabliity 


PASSAIC, N. J. 


SEATTLE, WASH 





TO USE STANDARD HALLOWELL BENCHES 
ACCESSORIES IN PLANT MODERNIZATION 


LIKE TO DOODLE? So do your custon n fact, it’s a national Put your ideas on paper. You'll sell a lot of HALLoweLt shop 
pastime. The new series of HALLOWELI n juIpment advertise- equipment and accessories, if yo lo Reprints of this series are 

put a penc n the | $ r customers available f iiling. Why not use them to build profitable sales 
the line will be treated in the s y. We think it’s We'll send 3 ny yi weed to cover your customers and 


ind your prospects and mers si get together prospects. Just give us your order today 


WHAT’S NEW WITH HALLOWELL 


News that helps you sell 


SPACE ENGINEERING PUTS A PENCIL IN YOUR CUSTOMERS’ 
HANDS TOO. This handy booklet gives a brief description of 
every piece of HALLOWELL shop equipment. And it shows how 
your customers can lay out a shop or a complete plant. Have 
you taken advantage of its selling power? If not, it’s time to use 
it now. Let your salesmen hand it to your customers personally 
For a supply, contact Sales Promotion Department, STANDARD 
Pressep Steet Co., Jenkintown 13, Pa 


HALLOWELL SHOP EQUIPMENT DIVISION 
JENKINTOWN IB PENNSYLVANIA 


INDUSTRIAL DISTRIBUTION © JUNE, 1955 43 





TO BUILD GREATER PROFITS, both for its distributors and cation of how capital really works for you. Here is an ex- 
tself, by constantly putting more capital to work is the ample: a new centerless grinder so accurate that on round- 
stone of SPS policy. This is important to you, because ness it can maintain tolerances of .000040" to .000080’, 
veans that you are selling the products of a company and on diameter .000020” to .000040". This new machine 


ind better products. At SPS can grind work with a minimum diameter of .20” and a 


hose constant aim is more ; 
pa 


you will find 10 machines for every 8 operators—an indi- maximum of 4”. Maximum length of infeed is 2 


WHAT’S NEW WITH UNBRAKO 


News that helps you sell 


.* 
>. 


THESE “MICRO” FASTENERS 

ARE LIFE SIZE! It took 

thousands of dollars in 

engineering research and 

new equipment to tool up 

to produce these miniature 

socket cap and set screws 

and self-locking nuts, but 

the expenditure was worth 

it. SPS now has UNBRAKO 

Micro Screws available in 

Nos 0. & y 3 3 and 4. 

Fiextoc Micro Locknuts NEW STANDARDS BOOKLET includes sections on 

are also available in the giant upset-forged UNsrako Cap Screws as 

same sizes. Micro screws well as UNBRAKO Micro Cap and Set Screws. 

have the same character- Standards, of course, are much more profitable 

istics which have made their than specials—for the end-user, for you, for 

big brothers the standard us as well. This latest edition is just fresh off 

of the industry. the press. For your supply (they're free), write 
Unbrako Socket Screw Division, STANDARD 
Pressed Street Co., Jenkintown 13, Pa. 
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SPS 
DISTRIBUTOR POLICY 


The following remarks are taken from a speech 
which President Thomas Hallowell made before 
the joint regional meeting of the American Supply 
& Machinery Manufacturers’ Association and the 
National Industrial Distributors Association held 
in Philadelphia on March 1. 
a . . 

We have a lot of good competitors, but we're 
still growing to beat the band. And one of the 
main reasons for this is our distributors, as fine a 
sales organization as you will find in the country. 


We're growing as we are because these distribu- 
tors are doing such a good job and because ap- 
parently they are thoroughly convinced, as we, 
that loyalty must be mutual. And they’re grow- 
ing too! 


We feel a very great sense of responsibility to 
any person in this country who thinks enough of 
our services and products to invest his savings in 
the form of his capital in stocking our goods. We 
feel we've got to go out and help this associate of 
ours to move our products, to sell them in larger 
and larger volume. 


If he doesn’t make a profit on our products, 
neither of us is going to get anywhere 


We firmly believe that our distributors must 
make a profit on our goods. 


Our distributors tell us many helpful things. 
They know us well enough to talk to us. That's 
the important thing. If they didn’t talk to us they 
couldn't tell us helpful things. 


The proof of policy lies in results. And one re- 
sult, surely achieved in large measure by the 
adaptation of our promotion in the distributors’ 
pattern, was a phenomenal increase in inquiries. 


We can’t do business without distributors. And 
on the American industrial scene these good peo- 
ple are becoming increasingly important. They 
are becoming more and more important as indus- 
try becomes more and more decentralized. Com- 
panies are opening more and more plants in vari- 
ous parts of the country. With such a trend well 
advanced, the services of distributors are increas- 
ingly vital. No manufacturer can hope to contact 
on his own the number of increasingly dispersed 
customers routinely covered by distributors 


Our distributors have always been important 
people to us. Others are beginning to realize how 
vital they are to the economy. They know their 
business. They do a real job. 


° ° . 
Copies of the complete speech are yours for the 
asking. Undoubtedly each of your salesmen would 
like one for his folder. Write Unbrako Socket 
Screw Division, STANDARD Pressep Sree. Co., 
Jenkintown 13, Pa. 


UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PENNSYLVANIA 


MEN-OF-THE-MONTH 


Robert A. Reese, who has been 
with SPS since 1948, the year 
he graduated from the Uni- 
versity of Pennsylvania, is now 
representing SPS in the New 
York territory, concentrating 
on the Rochester-Buffalo area. 
Bob was a fighter pilot during 
World War II and flew 109 
missions over Europe. After 
the war, he resumed his college 
studies at the Wharton School, 
where he majored in marketing. 
At SPS he was in Scheduling, 
Inside Sales, and, before his 
appointment to the New York 
territory, headed up Market 
Research and Sales Analysis. 


Since joining SPS in 1950, 
Frank E. Allman has had thor- 
ough training in the three most 
important phases of the SPS 
operation: shopwork in the 
Toolroom, office work in Cus- 
tomer Service, and Outside 
Sales, his present sphere. Frank 
is now selling from Atlanta, 
Ga., his territory running north 
to Virginia and south to 
Florida. Frank attended Drexel 
Institute, was an engineer with 
the Philadelphia Electric Co. 
He served for five years with 
the Army Medical Corps, 40 
months of which he spent in 
overseas duty. 


MINIATURIZATION. Small socket cap screws make possible smaller 
instrumenis. But Micro Socket Cap Screws have much more than 
microsize to recommend them. They are so strong that three UNBRAKO 
Micro Screws will do the job of five ordinary cap screws. Or, if you 
must use the same number of screws, you can safely use smaller 
Unsrakos. SPS makes a wide range of micro fasteners; see the picture 
and story on the left. 
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YOU BET YOU GET HELP 
SELLING R/M’s BIG 7 PACKING TYPES! 


As a distributor salesman of R/M’s line of an extremely convincing presentation to your 


Big 7 Packing Types, you are kept supplied customers and prospects. 
with the finest kind of sales helps. Take, Put a big push behind R/M’s Big 7 Pack- 
for example, tl 0k in the hand of the ing Types. Take advantage of the line that 
salesman above. In simple, interesting lan- enables plants to reduce inventories, lower 
guage, it spells out in detail the how, what, maintenance costs, cut downtime, simplify 
why and where stories of each of R/M's ordering Most plants can meet all their 
Big 7 Packing Types. With it you can make needs with just three or four types. 


R/M's BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 


R/M packings for 
maintenance purposes 


are sold onl 
RAYBESTOS-MANHATTAN, INC. [no porieeu 
PACKING DIVISION, MANHEIM, PA. | a /Ag distributors 


FACTORIES: Bridgeport. Conn.; Manheim, Pa.; No. Charleston, S.C.; Passaic, NJ.; Neenah, w 
Crawfordsville, tnd orough, Ontario, Canada 

RAYBESTOS-MANHATTAN, INC * Asbest Textiles « industrial Rubber, Engineered Plast 

and Sintere.. Metal Product . br v nd Diamond Wheels « Rubber Covered Equipment «+ Brake 

Linings . Brake Block . t ngs . Fan Belts . Radiator Hose . Bowling Balls 
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TYPE 1 Universal plestic packing for 
pumps and valves 


TYPE 2 High temperature vaive stem 
and expansion joint packing 


TYPE 3 A packing for high speed rotary 


air compre 


n handling corrosive 


cous materials 


TYPE 5 “Terion” for use with chemicals 


TYPE 6 Gasket meteriais for every 


service requirement 


TYPE 7 Molded pack ngs for hydraulic 


and pneumatic equipment 





!erformance- 


FIG. 2608—Bronze 
Full Flow Globe Valve 
for 200 Pounds W.P. 


FIG. 1561—150-Pound 
Steel Swing Check Valve. 


...- POWELL VALVES ...THE COMPLETE QUALITY LINE...POWELL VALVES. 


FIG. 375—Bronze Gate 
Valve for 200 Pounds W.S.P 


FIG. 1531 (Sectional)— 
150-Pound Steel Globe Valve. 


You can depend on outstanding performance 
from every valve made by The Wm. Powell 
Company, for Powell Valves have a proven 
record of long life and dependable service. 
And Powell Valves give you better value! 
They're precision made and incorporate many 


The Wm. Powell Company, Cincinnati 22, Ohio . 


quality features—features that can save you 
money and give you lasting flow control. 
Consult your Powell Valve distributor. If 
none is near you, we'll be pleased to tell you 
about our COMPLETE quality line, and help 
solve any flow control problem you may have. 


109” year 


PS. Thin a just: one of omy, ads obpesring. im taading. magayinas that: Lal you nell, POWELL VALVES! 
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‘Standardize’ on 


LIVE CENTERS 


Custom-Engineered Performance 
without ‘Specials 


When you recommend IDEAL Live Centers your selling 
job is far easier. The IDEAL Line includes four separate 
models and a complete range of tapers. You can supply 
exactly the live center your customer needs for just about 
any turning job — from the biggest to the smallest. 


For him this means easier ordering, easier stocking — no 
delay waiting for special engineering and manufacture. 


For you, the ability to give him the live center he needs, 
when he needs it, helps make you the chosen source. And 
that means steady sales and business. 


IDEAL backs you up with prompt delivery whenever you 
need it. A steady promotion program by mail and maga- 
zines helps bring live center business to you. And IDEAL 
Live Center performance keeps customers satisfied! In 
hundreds and hundreds of plants, they are first choice for 
quantity and quality of output. 


*IDEAL Live Centers are also available in 
Brown & Sharpe and Jarno tapers 


Sold Through Leading Distributors 


IDEAL INDUSTRIES, Inc. 
GUDEAL 1000 Park Avenue, Sycamore, Illinois 
In Canada: Irving Smith, Lid., Montreal 


male ond pipe points for 
centered and uncentered 
work. Nine sizes; Morse ta- 
pers 1 through 5, as well 
as straight.” Loads to 1500 
ibs. at 100 RPM. 


MULTI-DUTY 


For your BIG jobs! For close 
tolerance turning on work 
up te 22,000 ibs. at 50 
RPM. Eccentricity of less 
than .0002”. Morse tapers 
4, 5,6 and 7.* 


Accurate to plus or minus 
.0001". Unusually high 
lead capacity up to 5200 
ibs. at 50 RPM means bet- 
ter work on a wider range 
of jobs. Morse tapers 2, 3, 
4 ond 5.* 


at 


For heavy turning work on 

pipes and other large, hol- 

low cylinders. Sizes range 

NEW from 3” diam. to 7%” 

PIPE POINT diam. Load capacities up 

LIVE CENTER to 22,000 ibs. Morse ta- 
pers 3, 4, 5, 6 and 7.* 


The Complete Line of Live Centers 








How are your stocks of IDEAL 
Live Centers? 


Distributors who sell the most—and 
make the most—know that ample 
stocks bring more business. Be sure you 
have the IDEAL Live Centers your 
customers want. Check your stock 
now — and regularly! 
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The 90° angle on the claw end and a 
long 4° taper on the 32” chisel end of 
Warren Tool's ALL NEW 46-H.Q. Ripping 
Bar get better leverage in hard-to-reach 
places where other bars have trouble. This 
modern design takes the strain off the user 
and puts it where it belongs—on a rugged 
tool made to take a beating 

The clean, smooth forging defies com: 
parison. Careful buyers stock Warren-Teed 


tools with confidence, sell them with ease. 


WARPEN-TEED 


WARREN TOOL CORPORATION 


REASONS WHY BUYERS CHOOSE THE ALL NEW 
WARREN-TEED RIPPING BAR 


\ 
ay Son ee 
cc es 


46-H. GQ. RIPPING BAR Superior Forging (no rough 
edges)—end-to-end uniformity and balance—accurately 
ground, heat-treated edges—tough, enameled, eye-catching 
Balboa Blue 


Order the 46-H. Q. 
in this Popular Size: 
s” x 16°—DECIMAL PACKAGING ... 5 to an attractive. 


easy-to-stock Flanders Blue carton 


45-H.Q. 
WRECKING BAR 


LENGTH 12” ie” 24” 30” 36” 36” 
STOCK SIZE ! “VW %,” y," y,” ¥y,” ¥,” 


Write for New Catalog 
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In all types of building and industrial applications... 
NATIONAL PIPE IS CHOSEN CONSISTENTLY 
by Architects and Contractors because — 


It’s uniform throughout—National Pipe is 
uniform in metallic structure, ductility, 
strength, corrosion resistance, surface finish 
and diameter 


It coils and bends well—National Pipe has 
that extra strength and ductility so neces- 
sary to meet the demands for smoota, uni- 
form coils and bends 


it’s strong—Close metallurgical control of 
chemical and physical properties gives 
National Steel Pipe “built-in” strength. 


It's thoroughly tested—Each and every stage 
of production is carefully checked by the 
finest instruments the most experienced 
men 


It’s constantly improved—For over 60 yeors, 
Netional Steel Pipe has constantly been 
improved to meet the most difficult require- 
ments 


It threads and cuts easily—Absence of slag 
inclusions, laminations and blisters assures 
smooth, strong threads clean cuts. 


it makes sound joints—Uniformity and ac- 
curacy in manufacturing have made un- 
equalled pipe jointing records for National 
Pipe . . . whether welded or threaded. 





It’s rigidly controlled—From the raw mate- 
rial to the finished product, one orgonizo- 
tion has rigid control over the manufactur- 
ing steps that produce National Steel Pipe. 


It's gained nationwide acceptance—A cross 
section of industrial or building capplica- 
tions will show co predominant use of 
Nationa! Pipe largest selling pipe in 
the world. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL Sfeel! PIPE 


SEE THE UNITED STATES STEEL HOU® I's o full-how TV program presented every other week by United Stoves Steel. Consult your local sewspaper for time and station. 
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THE NEW FINISHED NUT ; 
IS A COMBINATION OF THE LIGHT ~<gJ 
AND REGULAR SEMI-FINISHED NUTS 
WITH THE EXCEPTION OF THE 7/ie’ SIZE, 
WHICH WAS WIDENED. THE NEW NUT 
DIMENSIONS ARE THE SAME AS THE 

PREVIOUS LIGHT NUTS THROUGH THE 

5/a"SiZE. FOR 9/4"AND LARGER THE Je 
DIMENSIONS ARE THE SAME AS = 
THE OLD REGULAR NUT. 


WHERE FINE 
; AND COARSE 
THREADS ARE USED INA 
GIVEN ASSEMBLY, THE NEW 
DIMENSIONS MEAN THAT 
THE SAME WRENCH OPENING 
MAY BE USED FOR EITHER 
FINE OR COARSE THREADS 


OF THE SAME DO/JAMETER. 














FOR PROMPT DELIVERY AND HELPFUL SERVICE - STOCK TWE COMPLETE LAMSON L/WE 

- ‘, 

—w—y /— 3-P-— — »-—/ —/—y — The LAMSON & I - 
B-iS-¥-7->*-| ae es eee 


CLEVELAND AND KENT, OHIO © BIRMINGHAM ©» CHICAGO 














THIS ADVERTISEMENT IS NO.3 IN A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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BAY STATE ABRASIVE PRODUCTS CO., 
Westhoro, Mass., U.S. A. 


Branch Offices and Warehouses Bristol, Conn.; 
Chicago, Iil.; Cleveland, Ohio; Detroit, Mich.; 
Pittsburgh, Pa. 





In Canada: Bay State Abrasive Products Co. (Canada) 
Ltd., Brantford, Ont. 
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. or, “How to Keep Customers and get New Ones”, as Distributor abrasive 
engineer Jack Somers did in this case with BAY STATE factory training 


and support. 


Here’s how this problem was solved 

Gear blanks, timing gear cases, transmission housings and other products... 
some of steel (both hardened and soft), some of aluminum, and others of cast iron 
...all had to be faced on rotating-table surface grinders. Obviously, savings could be 
made if the same set of segments could satisfactorily grind and finish all three metals. 





Mr. Somers, using his specialized technical knowledge, proved it could be done 
. with the BAY STATE 8A-301G8-V2 specification, 

Results: Cutting Action: EXCELLENT, on all three metals. 

Segment Life: MORE THAN DOUBLE that of competitive specifications. 

An extra value was the low cost of the“8A” abrasive, BAY STATE’S| economy 


abrasive mixture which gives premium cutting characteristics at non-premium price. 





Knowledge is Selling-Power! 


BAY STATE’s Distributor Training Program gives its distributors 
extra advantages in the abrasive product field. Their up-to-the-minute 
knowledge of grinding wheels and grinding is a plus value which 
is appreciated by their customers . . . and results in increased sales! 


Investigate for yourself the BAY STATE distributor program. It is 


well worth your while. 


MAIL COUPON TODAY | een 


Please tell me more about the 
BAY STATE Distributor Program 


: NAME 
COMPANY 


| ADDRESS 


CITY STATE 4 
we A a Se Ge 
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Here’s 

what happens 
when you 
take 

on 











Sure, you handle Incandescent 

and Fluorescent Lamps. Everybody does. 

But, when you add CHAMPION Lamps 

you’re out of the rut, — ready to garner lamp volume 


and profits you've never had before. 


Dents teat The CHAMPION line gives your men a fresh approach 
the Champion mer- — something new to talk about. Yet CHAMPIONS 


chandising program 
and why it means more 


lamp volume and profit and dependability that goes back to 1900. 


are easy to sell. They have a reputation for quality 


Profitable, steady, repeat orders are yours for 
keeps once you sell "em CHAMPIONS. 


VI 


CHAMPION LAMP WORKS 


AMF 
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lay that pistol down, Bub 


All is not lost. Your peace of mind can still be restored. True, you've 

had a tough time. It isn’t easy to maintain a lineup that offers quality 
bronze valves in both low and standard pressures . . . valves that are 
accepted without question by your industrial customers. 

You've probably had to go to two or more manufacturers, and there's a lot 
of confusion over prices, inventory, figure numbers. 

Here's good news. You can buy all your bronze valves from one 
manufacturer, for both low and standard pressure applications. There's 
an O-B valve for practically every industrial application requiring a 
quality bronze valve. 

So lay that pistol down and pick up the telephone. Tell your 

Ohio Brass representative to get over to your office, fast. The life he saves 


may be yours. 


CHECK NOUSTRIAL SERVICE 
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THIS ADVERTISEMENT — 
with the message 
addressed to fastener 
buyers — will appear in: 


IRON AGE — June 
100th Anniversary issue 


PURCHASING — June 


Cost Reduction issue 
and later issues of 
AMERICAN MACHINIST 


MACHINE DESIGN 
PRODUCT ENGINEERING 


STEEL 


MACHINERY 
ELECTRICAL MANUFACTURING Znombete 
MODERN PLASTICS 








... for screws thot START RIGHT . 
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IDEA of the CENTURY 


and markets grow bigger daily 


for P-K DISTRIBUTORS 


In the past hundred years, the one revolutionary idea in 
threaded fasteners was pioneered by Parker-Kalon . . . hardened 
Self-tapping Screws. 

They offered simplicity, speed, and security for fastenings to 
metals, plastics, laminates — savings impossible with conventional 
methods. They inspired the modern assembly techniques essential 
to mass production. Their contribution to cost reduction mounts by 
millions every year 

For almost any assembly, there’s a big potential saving with 
Self-tapping Screws. But the promise can fade in production if screw 
failure snarls up the line. 

That’s why quality standards for P-K Self-tapping Screws 
were set so high to begin with, and are still harder to match today. 

Only Parker-Kalon Distributors can offer P-K quality, the 
indispensable extra, when they sell Self-tapping Screw advantages. 
First sales mean repeat sales — over and over again. It pays them 
to push P-K, because the fastener line is a volume line when you're 
lined up with the leader. Parker-Kalon Division, General American 
Transportation Corporation, 200 Varick St., New York 14, 


Certain territories are open for interested Distributors. 


s 
Foy originated by P-K .. . and Web0 today... 
Ps the leading choice for fastening economy 


Yip Y py By 
|. DRIVE RIGHT. . . SEAT RIGHT. . . STAY TIGHT. . . P= means OK 
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“‘How Norton makes the sparks fly!”’ 


To us, Air Express is like a full warehouse in every com- 
munity ; we can deliver anywhere in the U.S. in a few hours. 
Yet, we actually save money when we use Air Express 


When a plant's grinding operations break down, their pro- 


luction lines May erind to a hale. too. W d have to make the 


sparks fiv'’ says Doug Dawson 
instead of other air carriers. A typical 25-lb. shipment from 


I he abr sive that can mect pe ifi 
Worcester to Chicago, for example, costs $8.85. That's $3.55 


gets the order 
We win chose races time after ¢ 
j 


plant in Worcester, Mass 
How With on the ball eng t ind Aur press pounds a day by Aur Express, as we do 


& Air Express: on 


GeTs THERE FIRST via US. Scheduled Airlines 


heaper than any other direct air servi 


Those savings add up when you ship as much as 1,000 


CALL AIF EXPRESS no RAMWAY EXPRESS AGENCY 
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Alp your customers mate 
INSTRUMENT TUBING INSTALLATIONS 
FASTER AND MORE ECONOMICALLY. 


IMPERIAL 477-7777 © TUBE FITTINGS 
Reduce Installation Time 36 to 77% 


for 
Metal 
Tubing 


To make a joint you simply push tube into 
HI-DUTY FITTING and tighten nut. This enables 
you to save up to 77% in installation time. Nut and 
sleeve are one piece. Sleeve shears off and becomes 
attached to tubing in assembly, assuring perfect 
sleeve alignment. For tubing 1/8” to 1” O.D. 
Ask for Bulletin No, 3002-A, 


- Zl, TUBE FITTINGS 

Simplify Installation . . . 

Make Possible Tremendous 
Labor Saving 


IMPERIAL PLC, 
and Polyethylene Tubing 


Ease of assembly and installation make 
Poly-Flo Fitting and plastic tubing ideal 
for instrumentation, panel boards, labora- 
tory equipment, etc. Fittings need only be 
finger tightened. Tubing is flexible and 
bends readily by hand. Fittings and tubing 
furnished in 1/4”, 5/16” and 3/8” O.D. 
sizes. Ask for Bulletin No. 3025. 


for 
Plastic 
Tubing 





ry Pa 


i4aeae 


IMPERIAL FLUID CONTROL VALVES 


PACKLESS DIAPHRAGM 
VALVES 


NEEDLE VALVES HI-DUTY VALVES 


(| TOGGLE VALVES 
Straight and Angle Types y 


Plug Type. 2, 3 and 4- 


For positive control of 
way styles, 


pressure and vacuum. 
Solid Teflon diaphragm. 


Quick operating; shows 
at a glance whether 
open or closed, 


Designed for maximum 
dependability; easy op- 
eration. 


IMPERIAL TUBING TOOLS 


HI-DUTY 
TUBE CUTTER 





BLUE DOT 
TUBE BENDERS 


ROL-AIR 
/ FLARING TOOLS 


for 


Work 


Free wheeling ball bearing 
action. Roller type with flare 
cut-off groove. Retractable 
reamer. No. 274-F for 1/8” to 
1” O.D. hard or soft tubing. 


Ask for Instrument Tubing Bulletin 


IMPERIAL 


Flares and then automatically 
burnishes flares. Makes stronger 
flares, assures tighter joints. 
No. 507-F for 37° flares. Flares 
3/16", 1/4”, $/16”, 3/8”, 1/2”, 
and 5/8” O.D. tubing. 

No. 500-F for 45° flares. 


Bend hard or soft tubing. Form 
neat accurate bends to short 
radius. Calibrated. No. 364-FH. 
Individual benders for each size 
of whbing 3/16” to 3/4” O.D. 
Also many other tools, 


THE IMPERIAL BRASS MANUFACTURING CO. 
511 South Racine, Chicago 7, Hil, 


In Conede: 334 Louder Ave., Toronto, Ontario 


Pioneers in Tube Fittings and Tube Working Tools 
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@ SILVER STEEL = 


ATK 


PEF 


NUM 


e 
* ¥ 


@ IVER STEEL 0% s 


ATKINS 


SilverSteel » BLADES 


ARE THE FINEST MADE 


...4nd somebody 
always asks why! 


Our metallurgists have found the right alloy . . . our engineers 
have designed the right cutting edge—the result is the Atkins 
Silver Steel Blade . . . designed to give you 


consistent low-cost operation 
maximum production 
minimum down time 

reduced do-overs 

... and more cuts per blade 


Show your customer the complete Atkins line of Silver Steel 
hand and power hacksaw blades—to meet every metal-cutting 
requirement. Ask your customer to test the Atkins Silver Steel 
Blade—on his toughesi job. 


TUNGSTEN=—HIGH SPEED<= Silver Steel blades 


for cutting hard, extra tough steels and highly abrasive 
materials. 


MOLYBDENUM~< SOLID = Silver Steel blades for 


general purpose cutting of all metals. 


MOLYBDENUM=—WELDED EDGE-= Silver Stee! 
blades that are shatterproof for top production and 
extra life in general purpose cutting. 


THE ATKINS LINE ALSO INCLUDES: 


® metal cutting band saws ® carbide tip saws 
® circular metal saws ® precision ground flat stock 


® segmental metal saws © files 
® shear blades 


There is action at 


ATKINS 


SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 








SPEED courtens 


(HIGH VOLUME — LOW PRESSURE DROP) d CONNECTORS 


“HI-LO” for highest air 
volume, lowest pressure drop 


Better efficiency, lower operating 
costs for all air-operated devices. 


Easy to use—snap on and off. 

Swivel action saves wear on hose. 

Wide selection of sizes for great- 
er range of uses. 

Leak-proof seal. 


Interchangeable with many other 
brands of couplers and connectors. 


Write for bulletin No. 5518T. 


THE ARO EQUIPMENT CORPORATION 
Bryan and Cleveland, Ohio 


Aro Equipment of Colifornia, Los Angeles, 
Calif., Aro Equipment of Canada, Ltd., 
Toronto 15, Ontario. 


Offices in All Principal Cities 


"SPEED COUPLERS 


Alse AIR TOOLS ... AIR HOISTS ... LUBRICATING EQUIP- 
MENT . . . AIRCRAFT PRODUCTS . . . GREASE FITTINGS 


INDUSTRIAL DISTRIBUTION © JUNE, 1955 












STANDARD TOOL 





@ The Standard Too! Man, Serving Industry 
Since 1881, can show you how to improve 
finish, increase tool life and cut production 
costs. He has broad experience on many types 
of metal cutting. Find out how his tooling 
knowledge can help cut your costs. The 
Standard Tool Man is at your service without 


obligation. 


Call him! 


~ 


Complete line... stocked by the 
Standard Tool Distributor in your area 






3950 CHESTER AVENUE CLEVELAND 14, OHIO 


SrANDARD TOOL (“O. ' 


FACTORY BRANCHES IN: NEW YORK © OETROIT «© CHICAGO *« DALLAS © SAN FRANCISCD 


THE STANDARD LINE: [Twist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special and Carbide -Tipped Toolt 
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WHICH TYPE IS BEST? 


Since different fire hazards require different types of fire protection engineering service to help you serve 
fire extinguishers, PYRENE—C-O-TWO manufac- your customers better. To be specific, you become 
tures all types ...the finest and most complete an actual part of the foremost, nation-wide field 
line on the market today organization selling fire fighting equipment. 

When handling the well-rounded PYRENE— Remember ... handling the top quality, fully 
C-O-TWO line, you're in a position to give unbiased approved PYRENE—C-O-TWO line is now more 
advice on what is best for the particular fire hazard profitable than ever before. Get complete facts 
concerned. Also, there’s the backing of an expert and see for yourself. 


- PYRENE-=- C-O-TWO 
ne NEWARK 1 + NEW JERSEY 
Soles and Service in the Principal Cities of United Stotes and Canada 


COMPLETE FIRE PROTECTION 
portable fire extinguishers . . . built-in fire detecting and fire extinguishing systems 


CARBON DIOKIDE DRY CHEMICAL * VAPORIZING LIQUID + SODA-ACID + WATER + CHEMICAL FOAM + AIR FOAM 
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In 1955 and for years to come... 


The @ De Watt Fronehiso will help 
you Aet the pace inv selling power tooln| 


Here’s why the AMF De Walt® 
Franchise will help you to raise 
your power tool sales to a new high: 


e AMF DeWalt market is unlimited 
e Consumer acceptance is <stablished 
e Turnover factor is very good 

e Gross profit is high 

e Big ticket sales in dollars 


e Selective distribution protects 
your franchise 


e Expert field help produces sales 

e Inventory depreciation is nil 

e Handling and storage factor is excellent 
e Competitive position is unbeatable 


« Prestige is high among users 





e Plus Business in tools and accessories 


e Built-in De Walt quality practically 
eliminates service 


e Sales Policy protects your profits 
e De Walt merchandising pre-sells for you 


Are you selling AMF De Walt today? 


If not—now is the time to act! There are still some ni y 
Select Franchises available. Write (De Walt Inc., Dept. ) i || \\ Me 
ID-55-6, Lancaster, Pa.) or phone (LAncaster 3-3931) POWER TOOLS 


for full details. 


EXTRA ! FREE! AMF DE WALT, bert tp-ss-6 LANCASTER, PA. 


Send for new idea book [ Please send me full details on an AMF De Walt Dealership 
on industry. Outlines dozens C) Please send me your ideo book for indusiry 
of ways to cut costs 


on cutting jobs. ——— 
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SERVE YOUR CUSTOMERS 
TO THEIR GREATEST 


Geuekel 


IT PAYS TO SELL 


MILWAUKEE 


INDUSTRIAL 


BRUSHES 


% The Milwaukee organization is geared throughout to 
the production of highest quality industrial brushes. Also 
service to our distributors is complete in all respects—we 
cooperate all the way thru. This puts you in position to 
give your customers the very finest in industrial brush 











service. 


Quality of products too is an important factor in your 
year ‘round sales of industrial brushes. When you sell 
Milwaukee products you sell dependability of perform- 
ance and uniformity whether a few or many are ordered 
at one time. This goes for repeat orders also. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R-54 
IT FEATURES 
THE COMPLETE LINE 
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MAINTENANCE-FREE OPERATION 


“CM-Alloy” FLEXIBLE LINK CHAIN 


DISTRIBUTORS: 
Look what Ledestar does for you / 





j LIGHT WEIGHT 


% ton model weighs Fill a big variety of orders from a flexible stock of hoists 

only 51 pounds. Interchangeable suspensions separately pockaged 
and simplified voltage conversion moke this possible 
All Lodestar suspensions (swivel or rigid hooks and lugs, 
SELF-ADJUSTING HEAVY DUTY BRAKE ond adopters) are interchangeable on all models and 
ns they ore pockoged separately. All 3 phase models 
ore factory wired for 220 and 440 volts. This advance 
planning enables you to supply any combination <' 
hoist, suspension and current your customer orders 


FULLY ENCLOSED COMPONENTS 
Suspensions are installed and voltages converted, if nec 





OVERLOAD PROTECTION 








essory, in minutes without special skills or knowledge 


SEALED-IN LIFETIME LUBRICATION 


ADJUSTABLE SAFETY LIMITS Lock what Lodestar does for your customers / 
. 


LOWEST HEADROOM 4. Operates without costly maintenance or interruptions in 


work schedules... 2. Brings your customer all the advantages 


PUSH BUTTON s : of push button control ond “CM-Alloy” flexible link chain 
< in @ small rugged electric hoist 3. Hos a self-adjusting 
CONTROL heavy duty brake, overload protection, sealed-in lifetime 
lubrication, fully enclosed components, adjustable safety 

— 














limits, lowest headroom and many other features. 


, CHISHGLM-MOCORE HOIST DIVISION 
CAPACITIES from % to 1 ton. Columbus McKinnon Chein Corporation 


Single and 3 phase. Tonewonda, New York 
$149 50 nd REGIONAL OFFICES: NEW YORK @ CHICAGO e« CLEVELAND 
. ane up in Coneda: McKinnen Columbus Chain Lid., $t. Cothorines, Ont 


lodestor” 


WRITE FOR COMPLETE DETAILS HOISTS AND CHAIN 
ABOUT THE NEW AND UNUSUAL LODESTAR 
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MILFORD 


Folps lou 


SELL 
MORE 


EARN 
MORE 





——~s 
YY 
~" 


win Guoranteod Sale Policy Adelion:... 
PLUS PRODUCT SUPERIORITY 


Back of every MILFORD Distributor is an iron-clad Sales Policy insuring that his effort and investment in time, inven- 
tory and sales expense will be protected. When you sell MILFORD you know where you stand at all times, because 


MILFORD puts it down in black and white and sticks by its policy provisions . . . rigidly. 

MILFORD supplies consumers . . . exclusively through its distributors . . . with a line of Hack Saw and Band Saw 
blades that will “top” any brand. 

When you distribute MILFORD you get “both ends and the middle” . . . Policy, Protection, Product 
Superiority and Sales! 


THE HENRY G. THOMPSON & SON COMPANY 


Saw Blade Specialists for over 75 Years 
NEW HAVEN 6&6, CONNECTICUT 





MILFORD 
Profile Blades amd Band Saw Blades * Hand and Power Hack Saw Blades 
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SYVER Sow 


They never miss 


J&L’S PRODUCER-DISTRIBUTOR TEAM 
Quality Steel Pipe—Fast, Dependable Service 


OVER 400 LEADING End your pipe problems with one 
DISTRIBUTORS CARRY J&L PIPE stroke—a call to your J&L distributor 
: for top quality J&L Standard Steel Pipe! 

—LET THEM SERVE YOU You'll get superior pipe. J&L stand- 
ard pipe is quality controlled every step 
of the way from the ore mine through 
the finishing mills. 

That’s why you can count on J&l 
pipe for trouble-free installations no 
matter how tough the application. 

And you get superior service. Your 
J&L distributor is ready at all times to 
offer you: 

1. Complete stocks near at hand. 

2. The right pipe for every job. 

3. Technical service by steel pipe 
specialists. 

Call him today! 


STEEL CORPORATION — Pittsburgh 
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60 years a leader! For more than 60 years, KAM “Featherweight” 
85% Magnesia has been widely accepted and used for insulating 
heated rfaces where temperatures rise to 600° F tandard sections 
ver the piping in the trat sbove. Flanges are covered with 
thick “Featherweight which are wired on 


acket 


Keeps steam losses down-—brings profits up for you! 


KeM INSULATION 


Whenever K&M _ Insulations are used, heat gets where it’s 
wanted—when it’s wanted. Within their particular ranges, these 
high- and low-pressure insulations are all highly efficient. And 
the complete line meets every heat insulation need. These insu- 
lations are always readily available; K&M's modern manufac- 
turing facilities assure plentiful supplies. 


K4&aM “Featherweight” 85% Magnesia Insulation is one of 
the outstanding products in this line. It’s effective on any job 
where temperatures rise to 600°F. It won't burn; withstands 
vibration and frequent temperature changes. It’s not subject to 
deterioration, so time will not decrease its efficiency. You can 
sell it in either sectional or block form. Once you sell it to a 
prospect, you know he'll be satisfied, and that means repeat 
orders for you. 


Opportunity’s here! It will pay you to handle the KAM line 
of insulations. It’s solidly advertised, well-known to industry, 
and enables you to meet all requirements. Write us today for 
further information. 














K&M LOW-PRESSURE iNSULATIONS 


K&M Air Cell Pipe, Sheet and Block Insulation 

K&M Fine Corrugated Air Cell Pipe, Sheet and Block Insulation 

K&M Special Fine Corrugated Air Cell Pipe, Sheet and Block Insulation 
K&M Simplex “Super Shrunk” Pipe Insulation 

K&M Bestfelt Lamino Sponge Pipe and Block Insulation 

K&M Duplex Pipe Insulation 

K&M Nu-Wrap Non-Sweat Sectional Pipe Insulation 

K&M Ambierex No. 2 Insulating Cement 

K&M No. 152 Asbestos Finishing Cement 


KaM HIGH-PRESSURE INSULATIONS 


K&M “Featherweight” 85% Magnesia Pipe and Block Insulation 
K&M Hy-Temp Pipe and Block Insulation 

K&M “Featherweight” 85% Magnesia Cement 

K&M Hy-Temp Cement 

K&M KaytherM Block Insulation 











KEASBEY & MATTISON 


COMPANY + AMBLER © PENNSYLVANIA 
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GRINDING WHEELS 





Ls Ayhog wow of Phe 


MOUNTED POINTS s 


ABRASIVE SEGMENTS 








POLISHING GRAIN 


| SIMONDS | 


ABRASIVE CO 


al your sewice wilh lea sewice 


! New mass production equipment to give you prompt 









What’s your idea of service? Here’s ours 
Co-ordinated stock lists and consumer net prices enabling you to quote on the spot. 


delivery 
and market suggestions. Classroom 


Regularly mailed bulletins giving you selling information 


sessions for your salesmen. Technical assistance from our field engineering service . . . plus the 


steady pre-selling drive of advertising and direct mail to your prospects. Put this service to work 


for you with Simonds Grinding Wheels and abrasive products 





SIMONDS ABRASIVE COMPANY - PHILADELPHIA 37, PA. 


Branch Warehouses: Boston, Detroit, Chicago, Portland, San Francisco * Distributors in Principal Cities _— a+ 
Division of Simonds Sew and Steel Co., Fitchburg, Mass. * Other Simonds Companies: Simonds Steel Mills, Lockport, N. Y., SS ee 
Simonds Conede Saw Co., lid., Montreal, Quebec, Lion Grinding Wheels Div., Brockville, Ont. and 






stevic 
xNOW HOW 






Simonds Canode Abrasive Co., Uid., Arvide, Quebec 


“WE NEEDED A ‘NAME’ BRAND 


Les Maurer, Sales Manager, Bates Sales Co., listens as Norm 
Lever, Dayton Regional Sales Manager, explains function of “Red 
Box" Sales analyzer in pin-pointing Dayton V-Belt prospects 


Close working relationship between Dayton Rubber and Bates 
s shown by Dayton’s Walt Metzger, right, checking V-Bele stock 
with Joe Sleboda, center, Bates Counter Sales. John G. Frederiksen, 
and H. Robert Olson, Bates Sales engineers, are on the left 


Ww 





Bates Sales Co., St. Louis, Mo 
ing for large stocks of the comy; 
line. All-weather inside loading 


shipment of all power transmission 


INDUSTRIAL DISTRIBUTION © JUNE, 1955 








CAPABLE OF FAST ACCURATE 
SUPPLY IN VOLUME...” 


“that’s why we switched to the Dayton V-Belt line,” says Leslie J. (Les) Maurer, 
Sales Manager, Bates Sales Co., St. Louis, Mo. 


“The St. Louis industrial market is one of the most diversi- 
fied in the country. The potential for power transmission 
supplies such as V-Belts is tremendous and we're out to 
increase our foothold in the market. 

“Manpower-wise we are well equipped — every man is 
a sales engineer of long experience. But to take the strides 
we have in mind we needed a ‘name’ brand that could back 
us all the way ... a well accepted brand that could be sold 


in volume. 


Factory assistance includes every aspect of supply and sales. 


Dayton’s Walt Metzger, left, helps Joe Sleboda, Bates Sales Co., 
double check matched set of Dayton V-Belts before customer 
shipment. Matchometer shown was designed and built specially 


for the Dayton Rubber Co. 


GOLDEN JUBILEE 


“That's why we switched to the Dayron V-Belt line. It's 
well accepted, complete and, of course, the Dayton Cog-Belt 
is the best in the business. Equally important in influencing 
us to make the change, however, was the Dayton franchise 
itself, which gives our men the assurance the market wiil 
never suffer from over-distribution. Finally, I guess, we were 
swung over because we knew Dayton could give us fast, 
accurate delivery as we developed our potential. So far every- 


thing has worked out as planned!” 


Factory-Distributor Contact calls are one of the many advan- 
tages of the Dayton Franchise. F. E. McAdams, center, Maintenance 
Superintendent, Valier & Spies Milling Co., Les Maurer, right, and 
Walt Metzger, Dayton, check 8 groove, E-section Cog-Belt drive 
recently installed by Bates Sales Co. to end drive vibration 


Dayton Rubber Co., Industrial Division, Dept. 775, Dayton 1, Ohio 


World's Largest Manufacturer of V-Belts 
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Says Fred Berlo, 


President of Hinds & Coon Compony of Boston 
Moasochusetts. “When our solesmen see o messy 
oil-room, inodequote hond-guns on big, multi 
ple bearing jobs, they explain Alemite Plan ‘'B 


ond cosh in! 





ALEMITE PLAN'S 


bucket pumps and transfer pumps 


One of five Alemite Basic Plans to 
simplify and speed your sales — 
Sell by the plan for profit! 


When you see a man trying to service a series of 
hungry multiple bearings with an inadequate hand 
gun that requires constant refilling, when you see 
old-fashioned hand loading and sloppy oil rooms 
mark it down. There's a spot for a sale! 

Plan “B” 
sides. It’s a custom plan to fit any plant. You simply 
choose the right transfer pump and bucket pumps. 
Tell your customers about the time and money they 
the down-time they avoid with this barrel-to- 


cures all these troubles and more be- 


save 
bearing profit maker 

Explain that lubricant stays “refinery fresh”— that 
they save money on maintenance, labor and lubri- 
cant. Explain—and you won't have to make a sale 


they ll bu y! 


ALEMITE 


Ask Anyone in Industry 


A flexible plan —pick the 
equipment to fit the plant! 





Transfer Pump 
No. 7199-4 fits . 
Ne. 7199-4 Utility 

- High Pressure Bucket Pump, 
Bucket Pump, 7152-A 
No. 6712-D — 


Power models 
olso eveileble Pump. 
Neo. 7137-A 


sell by the plan and multiply profits 


Free « « « Use this coupon to get your free 
copy of the Alemite “5 Plans for Better Plant 
lubrication.” It helps you SELL! 

ALEMITE, Dept. H-65, 1850 Diversey Porkwoy, 
Chicago 14, Hlinois 

Nome 

Compeony 

Address 

City 
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Talk of the Trade 


Machine & Supply, 


salesmen who think 


INVENTOR: Jim Lindsay (Abras 
Newark) has the solution for 
customers are giving them the run-around All Jim 
has to do is borrow a device his Gordon, design¢ 
ind built in his school engineer Gordon, 
fifteen vears old, built a compli ed lie detector 

It was on exhibit at the recent Scien f Newark 
College of Engineering and attract 
paper comment Gordon hopes to go to M.I.T. when 


he finishes at Newark Academ 


juite a Dit of news 


é 


>’ 
iy A 
Kc Bray 


m, Calif., 
Angeles 


Vernon 


uu have an 


ELECTED: If v 
ust drop them in Al Lohn’s (Du 
} . 


lap Al recently was electex 
Chamber of Commerce ( 


CONVENTION SIDELIGHTS: Sure wa secing 
OUR Senator, Bill Purtell, again Sy Sevmour (Colum 
bian Vise) took a lot of kidding from distributors as a 
result of our remark (made for th« Arch Morris 
ibout Sy’s early days at conventior Most surprised 
man at the distributor meeting while Lee Canfield was 
talking 
Buffalo 
window display at Ed’s new building Fd ha 
een the shot, it having been ide while he w m 
thon At least one table at the ( m Association 
breakfast talked of something the supply busi 
ness; Paul Stine (Harry P. Ls ind Lloyd Mize 
Industrial Supply Corp., Richmor both raise cattle 


; 


Lee flashed on tl en a pictur of a 
In't even 


ibout advertising was Ed Healy Harth ite He ily 


VaCa 
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so thev had a lot to bull about After an absence from 
convention for the last couple of years, Ted Kenny (S. B 
Hubbard, Jacksonville) was back making the rounds 

Bud Wirthlin (Wirthlin-Mann, Cincinnati) told us the 
spring flood that hit Cincinnati this year didn’t touch the 
company’s old location—and that’s the first flood in the 
history of Cincinnati that didn't do it Guess it pays to 


move—sometimes 


JOINER DELUXE: When it comes to joining organiza 
tions, Bill Schuler (Fisher Tool, New York) admits h« 
usually Johnny-on-the-spot Recently, though, h« 
turned down an invitation—an invitation to join an inter 
national group . Bill received a letter from London 
from the Austrian Alpine Club, U.K Branch, informing 
him that his badge and membership card were ready for 
Al] Bill had to do was send a passport 
tvpe photo—plus £20 6s (about $57) for dues For 
$57, Bill figures he can confine his climbing to Central 
Park hill and his vodeling to the shower 


the >> season 


STORY TIME: Have you heard the one about the 
woman who ordered a maternity dress from a mail order 
house? After several weeks the firm received a letter 
from the same woman: “Please cancel my order, my de 


livery was much faster than your 


JUST IN CASE: Maybe you've wondered why no men 
tion of the Giants or golf so far . Well, at this writing, 
there’s darn little to say about the Giants and that gox« 


double for my golf gam 


R. W. B. 


77 





picture of a 
shrewd distributor 
tripling his 
gauge glass profits! 


Y our left hand and your right index 


finger are about all .t takes to start 
tripling your profits on gauge glass. 
(If you don't have a dial telephone, 
forget about the right index finger.) 

Pick up your phone, call a cus- 
tomer who uses gauge glasses, and 
offer the helpful suggestion that he 
have a “reserve force” of spare 
gauge glasses in his storeroom. Why? 


Here is your 25-second sales story: 


Use this pitch 

Spore No. | is for regular replace- 
ment, during routine maintenance. 
Having it right nearby prevents pos- 
sible delays. (Also saves you trom 
hurrying over to his plant with a 
single gauge glass!) 

Spare No. 2 is, in football terms, his 








night and where is he? You don't 
want to be interrupted in the middle 
of a nifty dream, just to supply him 
with a new glass. So, sell him on the 
idea of keeping that “spare spare” 
handy as protection against sudden 
emergencies. 

“Sit 'n’ Sell” 

This is good, relaxed, service selling. 
Sit on your premises and, with a 
simple phone call, do your customer 
a real favor. Meanwhile, triple your 
gauge glass profits. 

Make a few profitable calls today, 
and let this selling idea prove it- 
self. And be sure to have the best 
gauge glasses on hand—CorNnIno®, 
Pyrex®, and MacsetH®. Then you 


APPLICATION 





Norma! conditions 
(Up to 109 p.s.i.) 











Extra visibility 





Viewing inside furnace, 
reactors, pressure 
vessels, etc. 





Lubrication inspection 





Visible discharge 
Gevices 





CORNING GLASS WORKS 


Know you're giving the best protec- 
tion possible 
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CORNING, NEW YORK 


“depth.” Break a gauge glass at mid- 





B CUSHMAN chucks 


ow Chuck ~abil 


CHUCK-ABILITY: The ability to SPEED your work 
... ELIMINATE fatigue . . . IMPROVE your products 
... and REDUCE your costs . . .through design 
and selection of the right work-holding devices. 


Typical Cushman Air Operated Chucks and Cylinders for repeti- 
tive machining operations permitting increased production at 


lower costs. 


the key to machining efficiency 


Today's repetitive manufacturing demands efficient and 
economical operation of high speed machine tools. Cushman 
Air Operated Chucks and Cylinders give you Chuck-ability 
with satisfactory performance under the punishment of constant 
day-in and day-out service . . . no loss of chuck or cylinder 
efficiency over a long service life . . . no air leakage problems 

. and the feature of quick loading and unloading of work- 
pieces at the touch of foot or hand. 


Chuck-ability is available to you in Cushman’s complete 
line of manually and air operated precision chucks, designed 
and manufactured to meet today’s high metal working quotas 
at lower production costs. 


Write today for catalogs fully describing Cushman Chucks. 
Or, should you have a particular work-holding problem, Cush- 
man can give you Chuck-ability in a special chuck, designed 
and engineered to your requirements. 


THE CUSHMAN CHUCK COMPANY °@ Hartford 2, Connecticut 


aworld standard for precision 


CUSHMAN CUSHMAN CHUCKS . . . A Product of American 
CHUCKMAN Quolity, labor and Materials 


SEE YOUR INDUSTRIAL DISTRIBUTOR 


CHUCKS 
oe fe ee oe oe oe 
The Cushman 


and Accessory Equipment 


Air Operated Chucks, Cylinders 
‘Ohsl ion | Me lsl- Meat tot Med! bf me) ho | 


Power Wrench Cushman Manually Operated 





NEW DEVELOPMENT 
BY REPUBLIC RUBBER 
ALLOWS CONCENTRATED 
ACIDS TO BE SAFELY CAR- 
RIED IN RUBBER HOSE 


Youngstown, Ohio—It is now pos- 
sible to safely conduct concentrated 
acid solutions in rubber hose, the 
Republic Rubber Division of Lee 
Rubber & Tire Corporation an- 
nounced recently. 


Exhaustive field and laboratory 
tests show that Republic Acid Hose, 
with a tube containing Hypalon, 
will conduct concentrated acid solu- 
tions without deteriorating the hose. 


Listed below are chemicals which 
can be safely handled by Republic 
Acid Hose with a Hypalon Tube: 


Liquid Anhydrous Ammonia at 
oom Temperature. 


Chlorine Dioxide—2 to 14% 
at 150° F. 


Chrome Plating Solution at both 
R T* and 158° F. 


Chromic Acid 50% at R T,* 
158° F. and 200° F. 


Chromic Acid Concentrated at R T.* 


Hydrofluoric Acid 48% at R T* 
and 158° fF. 


Nitric Acid 10%. 
Nitric Acid 70% at R T* to 122° F. 


Nitric Acid Fuming Serviceable 
for 4 hours to 3 days. 


Phosphoric Acid 85% at R T* to 
200° F. 


Potassium Hydroxide 
(Concentrated) at R T.* 


Sodium Dichromate 20% at R T.* 


Sodium Hydroxide 50% at R T* 
and 158° F. 


Sulfuric Acid 10% at R T.* 
Sulfuric Acid 40% at 150° F. 


Sulfuric Acid 50% at R T* 
to 200° F. 


Sulfuric Acid 60% at 158° F. 
Sulfuric Acid 70% at 158° F. 
Sulfuric Acid 80% at 158° F. 
Sulturic Acid 95.5% at R T.* 


*Room Temperature 


Republic is able to furnish Acid 
Hose with a Hypalon Tube in both 
Suction and Discharge Hose in a 
wide variety of sizes for use where 
a superior grade of Acid Hose is 
advisable from a safety, as well 
as economic, standpoint. 


It was also stated at Republic 
Rubber that their engineers are 
working on problems involving 
other types of acids, and that they 
are willing to work on any special 
application that would help the 
industrial user. 











DANGER! SULFURIC ACID 


This tank truck, working at a leading southern phosphate com- 
pany, is discharging 98% SULFURIC ACID through a hose manufac- 
tured by Republic Rubber — 


REPUBLIC ACID HOSE 


Here is the astounding truth — 


The length of Republic ACID HOSE (with a Hypalon Tube) pictured 
above has conducted 98% Sulfuric Acid at rate of 3 tank cars a week 
FOR THE LAST FOUR MONTHS! The hose, after four months’ serv- 
ice, was still in good condition but was replaced for safety’s sake. 


Previously, this southern company had used regular-acid hose for 
only one week, or only 3 tank car loads, before replacement became 
necessary. The use of Republic Acid Hose with the Hypalon Tube 
lowered the cost of this operation by a substantial amount, 


If you transfer acid via rubber hose, ask your local 
Republic Distributor to help you select the right 
Republic Acid Hose for your job. His name may be 
found in the Yellow Pages of your phone book, or 


wriule: 


SINCE 1901 


REPUBLIC RUBBER DIVISION 


LEE RUGBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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‘Industrial Distribution— 





How Are Your Public Relations? 


—O* rHis PAGE last month I pointed out some 
lessons to be learned from the reading and 
rereading of the history of our industry as reported 
in the April special section, “Growth of an Indus- 
try: The History of a Century of Change in the 
Distribution of Industrial Supplies and Equip 
ment”. At that time I cited the growth and 
change which had taken place in the economy 
and suggested that distributors take a look at 
their own operations to see whether they were 
keeping up—keeping up in sales coverage, keeping 
up with the changed technological requirements 
of customers for new products and new tec hniques. 

Today I want to talk about another matter 
which was suggested by my reading of the history 
of our industry. How successful have distributors 
been in (1) selling themselves and their services 
to their customers, (2) selling their value to 
suppliers, (3) selling themselves and the essenti- 
ality of their functions to public officials, and (4) 
selling the public on what an industrial distributor 
is and what he does—vour friends, neighbors, and 


non-business acquaintances 


The 1926 Picture 


Chis line of questioning is suggested as | rereard 
the results of the research of R. M. Gattshall (then 
idvertising manager of Republic Rubber) as his 
findings were reported in Mill Supplies in 1926 
und 1927. This was the spark which started the 
ictivity that led to the Joint Industry Committee 

an ill-fated venture that had hardly gotten off 
the ground before the depression hit. Research by 
Mr. Gattshall showed that 
Among 500 industrial consumers: 

258 said that the industrial distributor “gives 
us real reasons why we should buy from 
him” 

222 said the distributor does not give good 
reasons. 

Among 100 newspaper editors (in cities such as 


New York, Chicago, Cleveland, etc.) : 
65 said they believed there was a swing away 
from distributors. 
said they thought the distributor was gain 
ing ground. 
10 refused to commit themselves. 
Among 500 industrial consumers: 
185 said “we do not consider the distributor 
necessary”. 
310 said they considered the distributor neces 
sary (but not economically). 
Among 500 industrial consumers: 
265 said they bought industrial products direct 
from manufacturers. 
214 said they did not buy direct 


How About Today 


How many of these findings could prevail 
today? What has been done in the past 30 years 
to improve the understanding and appreciation 
of the industrial distributor? For the past 10 
years INpusrriaL. Disrrmution has pointed out 
the need for better public relations for our 
industry 

It was good, therefore, to learn at the recent 
Triple Industrial Supply Convention that the 
National and Southern Associations are joining 
forces in a public relations program. All who 
have gotten in back of the move to make our 
industry known to one and ali are to be com 
mended. 

If the program is to succeed, you—and I do mean 
you individually—must lend your support. It'll 
be a loan that'll pay big dividends. Ours is an 
industry that is deserving of basking in the sun 
Are you going to help put it there? 


Rett Gets 
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WwW rat Keep JOUrT eve 


TOMORROW'S MAIL 


because were gonna DEAL YO! 


CROWDER’S “POKER” CONTEST 


and remember 


You Positively V 
CROWDER DEAL 


crowork 


066 408 Wren 5 
ome ee 


FIRST AND SECOND MAILINGS includ ard-shaped ond mailing also included the 


k } , t riz h riginated by Crowder’s advertis 


Sales Were in the Cards 


re COMES A TIME in every advertising manager's 
life when the dead-pan, hard-sell type of direct 
mail campaign falls short of advertising’s chief objec 
tive—to win friends for the firm 

Recently, Fred Taverna of H. N. Crowder, Jr. Co., 
Allentown, Pa., started up a postofhce poker game 
among the firm’s customers, injected some mild sales 
talk, and found he'd dealt the firm in on some 
friendly business 

Originated by a Reading, Pa., advertising agency, 
the poker party consisted of several mailings to each 
of Crowder’s 1,500 customers, in the urse of which 
hive miniature playing cards were dealt out at random 
When they'd completed their poker hand, 
were asked to mail them back to Mr. Taverna to trv for 


1 selection of prizes. Deuces were wild and so, it 


customers 


turned out, were many customers over the novel direct 
mail idea 

Although actual sales results of the campaign aren t 
immediately traceable, Mr. Taverna says the poker 
game (estimated cost: $3,000 made the people 
important to us like us a little better.” It also won 
publishe Mr. Taverna the “best of industry” award in the 
N. Crowder Direct Mail Advertising Association's 1954 contest 
sean ads See photo at left 


BEST OF INDUSTRY” award from Direct Mai 
sing Associat ! ; | ‘ 


magazine s 
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Okay, Fred ‘Tm Seeing You! 


with a ’ -_ 
Tl in velee af pews haod 


Let me know if! win one of the 10 BIG PRIZES 


If not. i know | wil reogive the 
EVERYBODY'S PRIZE 


SF grew Corwen Contre oF greet natin, Amato 
— OOo 


ee 08 ee 
PHONE Mite 8 oe 


Sl eel 
tet tarom ant 
moe Em ee 


trom 
0 wee 
mom oe 





rHIRD MAILING bri 


‘ 
i 





Thanks for playing along 
YOUR ‘Everybody ¢ Prise’ 


WILL BE MAILED TO YOU SOON! 
— - 


‘~, 
Well Fellow. thig one does it! 
DEUCES WILD 
Mail in your S-card poker hand 
to me PAST! 


a 


a 
acort wae 


* 





KIGHTH and ng un winners 


mate hing 
ant 


FIFTH & LAST CARD 


Grand prize wa 
; ; 


tated 
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esearch Projects 
ay Off For... 


¢ Distributor 
¢ Supplier 
« Customer 


By George L. Bottari 


Assistant Editor 


SURVEYS are an important part of the sales 
Despard Co., Utica 


, 
pecialists in abrasives and perishable tools 


| 


talni emplo ea by | | 


e learned,” savs Owner A. | Despard “that 
ibility to service plants properly depends, in a 
measure, on first-hand knowledge of our cus 
production problems 
lo know exactly what confronts the customer, you 
must spend some time in his plant. Yet, most pur 
lepartments discourage supply salesmen from 
tting into the plant—and nightly so. Plant survey 
my opunon should not be considered d sales 
igument for convincing the prospect to buy from you 
\ surve' rvice that can be sold where other 
methoc getting the business have failed. ‘The 
right te ustomer’s plant must first be earned 
According to Despard’s experience, after you have 
proved your ability to service the customer—by main 
taining adequate inventories, calling regularly, and 
shipping promptly—then you are entitled to pomt out 
the advantages of having a plant survey 
Salesman Norman F. Nahring say The average 
purchasing agent might buy some 1,500 items. Any 
time vou can show him that you can make his job 
easier on an item that requires a great deal of time, 
you will get his attention 
Mr. Nahring points out that a plant survey will, on 
the average, take from one to four days in the cus 
tomer’s plant. This usually means his supplier's field 
engineer measuring and reading machine nameplates, 


SURVEY MORE, advises Salesman Norman F. Nahring, 
and you will sell more because you gain practical product 
knowledge and get to know important plant personnel 
Above, Mr. Nahring follows through by bringing abrasive 
and grinding wheel survey specification book up-to-date for 
Ralph Lehman, plant superintendent, Brunner Manufa 


turing Company 


md himself as recorder. During that time every 
machine using abrasives and grinding wheels is 
recorded. ‘Then the data is separated, priced, compiled, 
and made available in one specification book. Each 
department in the customer's plant receives a copy 
ipplying to its machines, the purchasing department 
receives a complete plant survey. The specification 
book also includes the pricing schedule and with 
present net prices and quantity differentiais, this 
enables the customer to effect savings by ordering in 
the most economical quantities 

With the specification book, the buyer can order 
abrasive and grinding wheel replacements for every 
machine in his plant by merely specifying the serial 
number designated for each item 

Prior to filling an order, Despard’s inside personnel 
check the serial number on the customer's order 
wainst their specification book. In addition to the 
pecification book, Despard’s records go back as far 
is 1922 

According to Mr. Despard, plant surveys seem to 
have the most value in the small or medium-size 


plant. Usually the large plant prefers ordering each 


item with complete description, thus losing the advan- 


tage of ordering by serial number 

Some large plants, based on Mr. Despard’s findings, 
have a good control system of their own, and there 
fore do not require a distributor survey. But, by and 
large, most abrasive users benefit in many ways from 
plant surveys 

While plant surveys provide an opportunity for the 
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Do surveys work 3-ways for you? 
Here's the 1-2-3 of how they should —> 










distributor 





salesman, and the supplier engineer, to 






gain access to the customer's machining and stock 


rooms, this privilege should be accepted with a full 






awareness of the responsibilities entailed. One of the 






internal problems that must be circumvented is the 






discussion of a machine’s abrasive requirements with 






the machine operator 
\s Mr. Nahring points out, “Anyone who has sold 
ibrasives for some time realizes that very often the 














DISTRIBUTOR BENEFITS, as cited by A. I Despard, 






abrasives, o1 grinding wheels, needed on one machine owner, F. F. Despard Co., include: reduction of errors in 
will differ from that of a similar machine at its side, filling orders, more realistic stocks, more business, better 
’ for ! out o ] : ” 

despite the similarity of work involved. While this ~ me inside and outside personnel. “But remember 
ounsels Mr. Despard, “the right to survey a ct mers plant 






may be attributed to the machine operator himself, must first be earned by giving service 





you must always work through the shop foreman or 






plant superintendent. He knows, better than the 






operator, what results the company demands of each 





job; he also knows the differences in operator's 
ability on each machine. It is his job to approve, and 


evaluate, what is recommended and used 









Customers’ Time Is Saved 






Mr. Despard, who estimates that 30% of his 


accounts have been completely surveyed to date 









cites another customer advantage lhe P. A. doesn't 
have to send out an inquiry every time he gets a 
requisition for abrasive and grinding wheel items. His 
specification book contains prices, regardless of 









quantity required. Because of this, it is ou responsibi 





SUPPLIER BENEFITS, according to Frank W 







lity to keep the customer's survey current. We change Norton Cempany abrasive engineer, (left, surveying cylindr 
both the customer's copy and our copy whenever a al grinder) are, in addition to more business, a greater in 
sjoht r ty ; j hes } 
} igi into rent oductiot 0 tions ' " 
specification is changed, or when discounts are revised ght in nt prod i ndition ind a adet 
held knowledge that enables hi ompany to gear their | 
by our supplier duction and new products to industry's need 






Frank W. Nowell, Norton Company abrasive engi 
neer, has this to say about plant surve Ihe 
experience gained by our field engineers enables them 





to suggest where a new product can best be promoted 


And, as manufacturers, the more we know about the 







actual use of our products, the better able we are to 
develop products that will be geared to modern needs.” 
Our customers appreciate plant surveys,” says Mr 


Despard. “One superintendent just phoned me, and 
get your copy of the 








said, ‘Before we get starte< 
survey book.’ Once I did, we conversed intelligently 
ibout his requirements, and I got a good order with 
} minimum of effort—and no chance of error. Further 


more, plant surveys that get our salesmen into the 









customer's plant, stimulate the salesmen to observe 





what the customer is using, stimulate them to think 











CUSTOMER BENEFITS are appreciated by Frnest H 
of ways and means to IMprove OUT SCTVIC for their Schiller, vice-president—purchasing, Brunner Manufacturing 
customers particular need Anv idea that simul ( hown above with Mr. Nahring. “Plant surve: ad 

“ , {. = . ‘ ones th the « 
taneously benefits us, our supplier, and or customers, Mr. Schiller, “save us time and money. With the vast 
, ri number of items purchased today, anything that simplifies 

certainly deserves all we can give it our job, and affects savings toc rtainly most welcom 








INDUSTRIAL DISTRIBUTION © JUNE, 1955 





j ‘Z. \ 


DISCUSSION of prod performan s el ASKING QUESTIONS and learning particulars of set-ups 
stor dr n a vertical feed convevor with Bill Gibson such as this chain drive for a screw nveyor in the Early 
perintendent, at Early & ! : ill Woodruf & Daniel plant enhances Mr. W oodruff's service opportuni- 


ractica woduct knowledg tie and builds up hi Ipp ition k 
} - I rt 


Know your products but .. . 


Don't Forget Your Salesmanship 


Industrial supplies and equipment may be complex but Tampa, Fila., 


salesman overcomes lack of technical training by stressing salesmanship 


OBTAINING AN ORDER, Mr. Woodruff (right) gets ful DELIVERY COMPLETED, Mr. Sumner and Mr. Wood- 


particulars about what Ralph Sumner, plant manager, Grais ruff check over each item on the order to see that every 
_ 


Processing Corp., wants in the way of a convevor at t ill nght for the installation jol t Gram Processing 


f this feed line orp "s plant 
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| eee Is NO pouBT, according to Bill Woodruff, 
salesman for the Bert Lowe Supply Co., Tampa, 
Fla., that some engineering training is a big help in 
selling industrial supplies and equipment. However, 
he wouldn't go so far as to say that such instruction 
was absolutely necessary. Now, Mr. Woodruff has had 
no engineering training and has been selling industrial 
supplies and equipment for only two years. But, he 
is no stranger to selling, having had six years’ experience 
in selling canned milk and tires 

Products in the industrial supply and equipment 
field, Mr. Woodruff said, are not as simple as consumer 
goods. The variety of types, models and sizes, as well 
as of products, tend to intimidate a beginner in the 
held. At least, they seemed quite a problem to him 
when he took on the job of trying to sell them, and 
it was then that he got the idea that some engineering 
or even mechanical experience would have been a 


big help 


No Time to Fear the Technical 


But this was no time to be cowed by the complexity 
of the product mix (from paint to conveyors and 
drives). After all, it was selling he was hired to do, 
and you merely sold things to people who had a use 
for them. Naturally, not all the products were foreign 
to him paints, hand tools, some powe! driven tools, 
etc. are universally known to home owners), and this 
would give him a starting point 

From his previous experience, he realized the value 
of knowing the products he was supposed to sell, 
knowing how they were applied, knowing the market 
and “selling” himself and his company as a reliable 
source of supply. Thus, with a minimum of technical 
know-how about products and applications but by 
quickly familiarizing himself with the market and 
“selling” himself and his cormpany, Mr. Woodruff 
did get started. 

By the same token, he did not 
underestimate the importance of technical know-how 
in the matter of selling the right product for the right 
job. A drill is not a “just a drill” to a man who has a 


particular job to do and knows drill performance. In 


ind still doesn’t) 


order to be of greater service to such customers, one 
has to assimilate more than product recognition and 
that “more” was about applications. And, Mr. Wood 
ruff knew a better understanding of applications not 
only enhances service, but it does far more; it enables 
him to uncover sales opportunities 

Thus, to him, the job of acquiring a better under 
standing of applications is a never-ending one. Product 
meetings conducted by factory men come high on his 
list of educational media. Next come manufacturers’ 
catalogs, descriptive literature and product manuals 

Mr. Woodruff thinks that the idea of “selling” 
yourself has a part in his product education because, 


once he has the confidence of customers’ technical 
men such as plant superintendents, plant engineers, 
foremen, he can learn an appreciable amount about his 
products. Here he sees them perform a particular 
function and has all the nuances and fine points 
explained to him. 

Another source that Mr. Woodruff has found profit- 
able is the technical know-how of his colleagues on the 
sales staff. He reports a problem he has encountered 
during a call on a customer or prospect and puts it up 
to his more technically proficient colleagues. Invariably 
someone comes up with a good enswer. 

Gradually, Mr. Woodruff has assimilated enough 
knowledge about products and applications as they 
affect his customers’ operations to go it alone on many 
a job that, when he started, would have been forbid- 
ding. And even now, when confronted with a problem 
at a customer's plant which he does not feel qualified 
to handle, his experience has taught him how to report 
the problem properly and to the proper sources. 


Let the Customer Talk 


“Fortunately,” Mr. Woodruff remarked, “you have 
a lot of men (customers) who know what they want 
and why they want something. If you let them talk, 
they can tell you a lot more than you ca: tell them. 
My job is to make it easy for them to get what they 
want and to keep them informed of what products 
they might use that are available.” In short, ask for 
and get the order. That is fundamental selling, helped 
by some understanding of products and applications 

Although he'd like to be able to solve technical 
problems at random, Mr. Woodrutt sees product know! 
edge and application know-how primarily as means to 
better service to customers. Service, in his estimation, 
goes beyond merely solving problems. It also means 
regular calls to keep up with requirements; getting 
the correct and reliable information on products, price, 
delivery; following up after products are sold 

Regular calls, Mr. Woodruff explained, keep you up 
to-date with the customer’s thinking and requirements 
It was on several regular calls that he learned of cus 
tomers planning improvements and eventually ob 
tained specifications. With the help of Bert Lowe, 
president, and Bill Gaskins, he returned with suggested 


products, literature, prices and delivery dates and 


succeeded in getting orders for complete conveyor set 
ups, drives and all, screw conveyor, chain, motors, 
sprockets, reducers, etc. 

After the orders were in, Mr. Wodruff checked 
customers’ plans with status of orders to make sure 
that the products required for the improvements would 
be at the customers’ plants when required. To men 
who know what they want, this kind of service, accord 
ing to Mr. Woodruff, is what they're most interested 


in 
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How to Sell 
Without “Selling” 


Baltimore salesman finds textbook 


injunctions don’t always hold in : 
. CONTACT NO. 1 for salesman ( Trumbo of Balti 
. P ° ‘ Carey Machinery Co. at Crow rk & Seal Co.'s 
dealing with industrial customers Machinery Division is Manager of Purchasing F. J. McHugh 
Frequently Mr. McHugh relays sp« problems to Mr 

l'rumbo, knowing he'll do his best to get olution 


A rER MANY YEARS ExPERIENCE, Charles C. Trumbo l'rumbo’s blue-ribbon accounts in Baltimore. Here he 


outside salesman with Baltimore's Carey Machinen often sells without “selling,” at times virtually becom 
Co. has found that conscious “selling” isn’t the sol ing a member of the company's organization in the 
key to industrial sales. Many of the textbook exhorta ourse of maintaining contacts throughout the plant. 
tions, in his opinion, fall short of describing fully the With many salesmen, says Mr. Trumbo, this selling 


mified salesman-customer relationship without “selling” is frequently lumped under the 


Every salesman.” savs Mr. Trumbo, “should know oose term, “service.” Here is another example of the 


} 


ts. be able to talk and demonstrate convin textbook concept, of the urge to categorize a selling 


enthusiasm for his work, know hi phase that’s compounded of so many small, important 


problems, and so on. But he shouldn't clements 


mistake of hemmuing himself in with strict At Crown Cork & Seal’s Machinery Division, design 
many intangibles involved ngineers were working on a new bottle-filling machine 
iation with the Machiner for carbonated beverages Thev needed a small ball 


} 


ork &W Seal é } I ror a special-type i} ind expel ted with 


Product Knowledge Isn't Everything 


od grasp of products he han is best for them. They want to trv 
st take other factors int Above, with CC&S’s tool crib s per 
mp) Customer he Irumbo studies a grinding whee 
ld what grinding wheel being tested on a milling center 


INDUSTRIAL DISTRIBUTION © JUNE, 1955 





DESIGN FOR SELLING 


Ir nt | 


i nas different 
ne of the 


fill their 


proper Ww 


need 


Salesman on the Ball 


lrumbo was involve 


start, furnishing the engineer 


thought might manufa 


lly one of the engineers struck on thi 


} 


n nation of balls, 


whe 


two 
Thus 


the other 
+} 


r join from impairu 


he additional weight 


ture I esired 


halt one 


ouldn’t 
» quite 


h nght from 
mes of firms 
ball 
inswecl 
cemented 
1¢ ball dropped into 
ide prevented 


eal. Although 


Putting 


rk and 
\ simpk 
enabled 


} 


ibove 
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LOOKING OVER onc 
products i huge be 
OEM items (valv fasteners, power transmuissi¢ 
Mr. Trumlx ridbutes im part te 
robiems 


of Crown Cork 


, 
verage fill 


& Seal’s finished 


ing machine. Sale of many 
n parts, et 
time he has spent helping 


firm solve ical | 


Mr. Trumbo had nothing to do directly with the 
actual solution of the problem he had spent time on 
the 


firm’s engineering staff 


project as though he'd been a member of the 

On another occasion, the engineering department 
g g dey 

was searching for a three-way plug valve for a new 


isked Mr 
I'rumbo if he knew who would manufacture 


beverage-filling machine, and casually 


sue h an 


} 


item. After many years in the valve business both as 
a supply salesman and as a factory representative, Mr 
I'rumbo gave them the name of a Cleveland firm. H« 
derived no business by contributing this information, 
vet he created the goodwill so essential to the intan 


gible salesman-customer relationship 


Edge on a Sale 


left) consults on problem with Morton Vance of mainte 
With W. W. Bovee (right) of main 


tenance, he watch utte submitted to test. He 


found that maintaining contacts in the plant pays off in sales 


nance department 


} no 
cme 
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Main Points 


The gross national product forecast for 1960 is made for possible need to step up the 


is $414 billion (all figures are at 1954 prices nation’s active or passive defenses against 


attack. needs of a 
economy; garrison 


These are the 
those of 


This involves a growth of 29% over the atomic 


decade 1950-1960, though only 18% on a 
per capita basis, because of population growth 


peacetime 
economy would be greater. 
This is a “middle-of-the-road” 
quite close to that made by our own Depart 


projection, 
If the nation’s production did increase at the 


rate established in 1947-53, then resources 
would be available to cover all of the projected 
deficiencies, as well as to provide for some 


ment 


Higher production will lead to higher income 
further expansion in defense expenditures 


The Study does not say this is impossible 
It could be done with less unemployment, 


and spending But despite the nation 


great overall wealth and high standard o 


whe r¢ 
Ever bigger productivity gains, or smaller cuts in 


iving, crc «6WWIi Stl remain areas 
living, tl ll still 


important needs are not being met 


with the higher level of expenditures projected 
for 1960, it that in that 
total expenditures will fall short by $34 billion 
short of the 


min 


is estimated veal 


of what is really needed—i« 
mount needed each year, to achieve 
health, education, cloth 
ing, housing, and public services. The big 
gest deficiency is in public programs ($15.6 
billion $11.6 in 


personal consumption, and $6.8 billion in 


mum standards of 


with defi 1CTICICS also of 


the workweek 


Aside from the how much 


national 


question ot 


output will increase, our whole 


economy is being subjected to profound 
qualitative changes arising from technological 
These have the potentiality 
of enormously improving the conditions of 
life for our people in the foreseeable future 
We can shorten the work day and cut the 


workweek; but more important, the day's 


mnovations 


private investment 





In estimating these deficiencies, no allowance 


work 


promises to be less 
varied and more interesting. 


fatiguing, more 








America’s Needs and Resources—A New Survey 


A! 

| s Needs and Resources 
A New Survey,” by J. Frederick 
Dewhurst and his associates at the 
Twentieth Century Fund, provides 
the most detailed picture anyone has 
vet drawn of what the American 
economy will look like in 1960. The 
study’s greatest value lies in the 
estimates of future needs for specific 
types of goods. Projections of such 
overall figures as gross national 
product are little different from 
those of other forecasters 

But the detailed estimates of 
needs for consumer goods, capital 
goods and public works in the 


90 


By the Economics Department 
McGraw-Hill Publishing Company 


economy of 1960 are new and im 
portant 

Needs, when they are backed up 
by purchasing power, are the key to 
markets. This study 
the greatest needs will be over the 
next five years, and how many of 
these needs are likely to become 
actual purchases. The estimates 
merit carefu) attention, since the 
Fund's earlier study (America’s 
Needs and Resources—1947)_ cor- 
rectly foretold the postwar boom. 


shows where 


Postwar Expansion 


The Fund's look into the future 


INDUSTRIAL DISTRIBUTION © JUNE, 1955 


begins with an analysis of the 
economy's long-term trends. The 
survey of the period since World 
War II highlights two main devel- 
opments: 

(1.) Population increased rapidly 
—more rapidly than anyone would 
have foreseen from past experience. 
(2.) Production increased even 
more. 

The Study examines in detail the 
remarkable change in population 
trends. Since 1940, we have added 
about 10 million new families and 
a total of 30 million persons. 
Recently population has been grow- 





three 
the increase. This 
comes to 1.5% Only to the 
extent that production continues to 
exceed this rate can the nation’s liv 
ing standards keep improving 

This is where productivity and 
Output per 


ing by 2.7 million a year, 


times prewar 


a year. 


technology come in. 
man-hour (the best available indica 
tion of overall productivity) grew 
at the cumulative rate of 3.5% from 
1947 to 1952, compared to 2.1% 
during the 1920s. However, in the 
Fund’s opinion “The fabulous in- 
crease in output per man-hour over 
the past century and the marked 
lead which the U.S. holds over the 
rest of the world have not been 
achieved by working harder or more 
skillfully. The causes have been the 
steady expansion of our productive 
plant, and our technological pro 
gress in devising superior techniques 
and processes and more and better 
machinery to multiply human effort 
through the use of vast amounts of 
inanimate energy.” 


New Equipment & Productivity 


Thus, in the Fund’s view it is the 
amount of plant and equipment per 
worker that is the strategic factor in 
productivity. In order to replace 
existing plant and equipment as it 
provide jobs for 
the 


present growth in the labor force), 


wears out, to 
800,000 new workers a year 
and to permit even a 1% annual 
increase in the amount of capital 
per worker, $31.2 billion of 
investment in productive facilities 


new 


a year is estimated to be required 
Rapid progress in productivity will 
require even more Investment in 
producers’ durable equipment plus 
commercial and industrial construc 
tion has averaged $31.9 billion over 
the last four years. ) 

There is a chapter on technology, 
viewed as our primary resource. Four 
recent developments have set the 
stage for a of human 
achievements 

1. Antibiotics, probably the most 
fundamental innovation in medicine 
since antisepsis and inoculation 

2. Chemical synthesis, which 


new Cla 


creates new materials surpassing 
those available in nature. Such 
creations as plastics and synthetic 
textiles appear to have unlimited 
growth potentials. 

3. Nucleonics, which may soon 
provide the world with an incalcul 
ably large additional supply of 
energy and this energy will be readily 
transportable. 

4. Electronics, already the basis of 
the new and flourishing television 

and to be the basis of a 
revolution in factory 
In its application to automatic con 
trol of production, electronics could 
well be as revolutionary in lighten 
ing human drudgery and raising liv- 
ing standards as was, in its day, the 
invention of the steam engine. 


soon 


produc tion. 


Outlook for 1960 


On the basis of this great produc 
tive potential, the study presents a 
picture of what the economy will 
look like in 1960. 

The projections are on the con 
servative side. Although a 1960 
GNP of as high as $490 billion is 
considered possible in the event of 
a much larger armament program, 
no more than $414 billion is thought 
to be realistic as a forecast. This is 
squarely in line with an estimate 
published by the McGraw-Hill 
Department of Economics in 1954, 
but considerably lower than several 
other well known estimates. 

\ straight projection from 1954 
to 1960 of the rate of increase estab- 
lished in 1947-1953 would yield the 
much higher figure of $464 billion. 
The Fund's projections work out 
to increases in income of only about 
$3.50 per person per year from 1954 
to 1960, which doesn’t provide too 
exciting a prospect for improvement 
in living standards—although it is 
issociated with a 4% reduction in 
the work-week and thus with a slight 
gain in leisure. 

The 1960 estimate is not intended 
to indicate the maximum produc 
tion we could achieve. It is an 
estimate that allows for some slack 
in the economy. The study assumes 
3.5 million unemployed, compared 
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+ 


million for 
(including 


with an average of 2.3 
the years 1947 to 1953 
the 1949-50 recession). 

It assumes that the average work- 
week will be only 374 hours which 
is less than assumed by most other 
forecasters, and which probably pre 
certain amount of in- 
voluntary short-time employment 
associated with a 5% rate of unem- 
ployment. 

It also assumes an average in- 
crease in productivity—as measured 
man hour in the 

of only 2.3% a 


supposes a 


by income per 
private economy 
year (uncompounded) from 1954 
1960, in contrast to a rate just twice 
as high from 1947 to 1954. This is 
despite a formidable $150 billion of 
investment in industrial and com- 
mercial plant and equipment in the 
last five years—the full effects of 
which on productivity can by no 
means have yet been felt. 
The authors of this study 
made their projections conservative 
because they feel that the economy 
will not henceforth be operating 
under the forced draft of war pre 
parations or inflationary fiscal 
policies. They expect the nation to 
progress in a more relaxed manner 
Much of the productive efficiency 
more leisure, 


have 


gain will provide 
rather than more goods. 


“Needs” vs. Availabilities 


An extremely valuable contribu 
tion of the study is the estimates of 
minimum “needs” in various sectors 
of the economy, and how far we are 
falling short of meeting them 

Any concept of “need” 
must be somewhat indefinite. It 
does, nevertheless, provide a helpful 
basis for broad judgment on where 
the chief deficiencies are: 
¢ Personal consumption will fall 
$11.6 billion short of what would be 
required for minimum health and 
standards for the whole 
(As previously, we are 


such 


decency 
population. 
here expressing all estimates in 
terms of 1954 prices. Moreover, all 
estimates of deficiencies refer to 
annual rates, except where noted.) 
Continued on page 212) 





‘ 
Salesman’s 


Ability 
To Wear Well 


It's very important says 


—- 
Owen Daly, lowa Machin- 
ery & Supply Co.—when ' J uy 
me 


he calls on the same per- ig” 
sonnel day in and day out, ie 
year in and year out. 


Here’s an approach freshener . . . 


When Salesman Owen Daly sets his sights for screw volume, 
he spices up each call by handing the customer something 
different. First call, it might be a sample package 


By Robert Slater 
Associate Editor, Chicago 


YEARS, Owen Daly has been covering cit he receives by mail or phone also give him a good talk- 
r lowa Machinery & Supply Co., Des Moines ing point most of the time 
high man in the territory. In his opinion I don’t deny,” says Mr. Daly, “that your product 
ibility to ' ’ if C7 : knowledge must be a working knowledge, or that 
you have to extend service by taking the expediting 
work out of the customer's hands, or that vou have 
to take on your shoulders distasteful work, like 
traightening out credit or delivery problems—I don't 
leny that’s an import int part of selling 
But the run-of-the-mill selling, the routine calls, 
have to be freshened up. You have to present things 
in a different light—grasp and hold you prospect's 
ymething ittention 
tem small enough to carry 
t's possible to dig up Something Solid 
something | ‘ mpan ilog that might fit 
with the operatio ve | 1 customers after five After you become good friends with a buyer, it’s 
irs who've seen something im our catalog that thev v« not too tough. But a gimmick to keep you and your 


handled. But whatever it is, it’s mmportant to ompany fresh in his memory, or a product item that 


I 
} 


omething to the customer that'll hold his atten he can hold, is still important. Catalog sheets are 
something fresh and imteresting too easy to throw in file ‘13’—I like something solid.’ 


Mr. Daly points out that the door opener is auto Mr. Daly stresses the fact that manufacturers are 


0 


matically taken care of if the purpose of his call is to a big help to the distributor salesman in this respect, 
pass on requested tool information, or to submit a because they're generous with selling aids. And with 


quotation. And the estimated 5 is orders which metallurgy changing so rapidly these days with drills, 
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for repeated calls .. . pushing same item 


time to ask for order. Scratch pads are 
something for buyer to handle, while Mr. 
Daly summarizes and gets name on dotted line, 


. next time around, he works in technical data, prepared for 
him by the supplier's engineers, describing different torques, forg 
ing details, reasons for screws’ superior strength. Next visit, it’s . . . 


utting tools and gnnding wheels changing to keep Mr. Daly tells of one account he hit several time 


p with them, there’s usually a new development in the firm was manufacturing a device which automat 
that field for Mr. Daly to hinge his approach on ically teed golf balls on a driving range. He wanted 


But sometimes the implest items—nuts, bolts to supply the screws that were to be an integral part 


washers for instance—are the hardest to sell,” he savs of a key piece. He showed up each time wit 


Price-wise there's no angle—they all sell for the same attention getter—a graph, a package of sampk 
so they're tough pocket saver—all plugging his line. He ended up with 
an initial order of 3,000 socket set screws, followed 


Something Graphic shortly after by a similar one, and the promis¢ ot 
subsequent orders. 


l'ake screws—socket head fasteners, for example Putting it simply, this is my selling rule,” says 
We made a change recently and took on an exclusive Mr. Daly, “keep your approach fresh enough so that 


line [his supplier has a little different approach- the customer'll never be bored by vour face. How 


they put out engineering data showing the different ever, there’s one warning I'd like to illustrate 
torques, te hnical information on the forging of their 


products, and why they have superior strength. Something Missing 


Chey provide engineering graphs, and they give us 


umple packages of one each of the different screws “The first year I was selling, I called on one man 


they make, as well as pocket rs and memo pads for twelve months, and never got an order—i finally 


All these are a help—when listribute them, they asked him why ‘You never asked me,’ he said 


mind the buyer of my compat name, its products I'urned out, he was so interested in my approach that 


| what I'm there for—the orde1 he let me in whenever I knocked on his door 
Something like a screw is hard to dramatize—these and I had concentrated so hard on holding his interest 
harts and sample help vy §] ip a visit—get I neglected the salesman’s key function—I forgot to ask 


mething into the buyer for the order.” 
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NURSING BABY PLA 


NTS ha 
me I i t 


f life * ind b } 


By James P. Sprague 
Vice President and Sales Manager 
L. L. Emsworth & Son, Inc 
Hartford, Conn. 


m THE PAST 20 YEARS my address 
F has been Simsbury, Connecticut 
I worked in Hartford 

I find | lived in 


until | 


Simsbury 
never the 


iated their pro 


never 
ired knew 


pe opk 


ippre 
blems 

This must be 
peopl who buy 
the suburbs. There 
who ha little 
from mplaints, as I had 
of nm 
when, at la I had time 


It is a tres 


the case with man 
or build homes in 


must be 


many 
interest iS1ce 
50, zon 
r interests 
ror it 


, 


ing bec iil re ma 


‘ ndous subd 


ire dwindu ) population 
high percentage 
the 


iround deve op 


ire mcrcasing it 


rates Frictior between new 
il d the old ‘ 


where : 


nter 
ments small town within 


1) town springs into existence in a 


few months 
The old 

man doesnt 

man from the people who has no 


xe to grind, who is honest and 


And 
But a 


order changeth 


like hang¢ 


34 


wut on a real show 


xercise I 


Retired 


to render 


1 worth-while job on 


erely wants SeTVICE, 
in perform 
ny one of the zoning boards or 
town planning commissions. In fact 
there are many other local boards 
ind offices that 


real constructive thinking and action 


are a challenge to 


How Little People Know 


My emphasis on zoning is due 
to my connection with that particu 
r work 
ttle people know about their town, 
the 
cal acti 


govern the people 


It is appalling to find how 
vern the politi 
parties that 
The nub of the 
caucus 


processes that g 


mes or the 


the 
ompetitive 


ommiussions is 
the non 


dates, such as zoning board members, 


party 
where candi 
ire nominated 
In business 


Who 
t has be 


my tavonte question 
what?”: in local 


Who does 


was, 


LIsSes 
activities ome, 
what? 


For example, the zoning board 
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if vou look for it 
¢ r at 


Gardening gives me 


to pay 1 gym 


“Now That I've Retired 


specifies the floor area of new houses, 
but the building commission speci 
hes the construction details 

There is a thrill in 
quainted with the workings of the 
that the 
It has always been exciting 


getting ac 


wheels 
if not 
to get behind 


machinery turns 
particularly elevating 
the scenes. I did it as a boy in the 
theater and was astounded to find 
that the waving sea was a painted 
cloth waved by a man at each side 
of the stage; the grassy bank where 
the heroine threw herself down to 
weep was padded with pillows to 
protect the 50-year-old blonde who 
played the part with such abandon 
You younger people probably had 
the same disillusionment when you 


Well, small 


town politics will give you the same 


first visited a broadcast 


disillusionment but, just as vou have 
iate the 
nd television in 


learned to enjov and Ippre 


theater and radio 


spite of what you know, so too you 


learn that there are thousands of 








ZONING BOARD ACTIVITIES give me the opportunity provided me. Zoning today is a tremendous, important jol 


ack tl munity f tl nefits it has Serving in thi pacity has many 


Have Time for Both Work and Fun’ 


—_> 


RIDING MY HOBBY, photog: 
ter to the days when 
iT teer I sneaked a Br 


mera into the Bronx Zo 


back 


man-hours put in by sincere, hard 
workin y 


Ky 


families of fun and time to do work 


people who rob them 


for which they get not a thin dime 
and suffer from misunderstanding 
by the thoughtless and malicious 

If you want to pay back to the 
ommunity some of the benefits it 
has furnished vou, then I suggest 
ou offer your services in a field 
where what you know can best be 
used. So much for zoning 


An Enlightening Hobby 


I started work when I was 13 and 
it the same age, I sneaked a Brown 
ymera concealed in a cracker box 

to the Bronx Zoo 

Cameras were prohibite« 

NEXT PAGE, PLEASE 


ompensations 











How To Prepare for Retirement 


Tien ARE SOME PREPARATIONS that need to be 


made ahead of the day you retire 

Get your capital investments—cameras, home 
workshop, tape recorder, garden equipment, type 
writer, and particularly, a reference library (not 
in elaborate encyclopedia—have one if you want 
it). a selection of the best available books con 
nected with your particular interests 

Start early. get your library, your photographi 
ind other equipment, binoculars, tape recorder 
ind all the 
in practical use, before R-Day 

I find it helps to write 
vour thoughts on paper so thev can be analyzed 


capital investment items bought, and 


write—write; to set 


ind evaluated to make it possible to express your 
self so others can understand you 
Select, and work on, projects that have real 


objectives. For example, helping Boy Scouts with 

some of their Merit Badge work. Scout Leaders 

will appreciate intelligent work 

talks churches 

organizations on subjects you have mastered 
\ little dirt to play in is important 

not only the vegetables and flowers, but the bees, 


Give in schools, and civic 


There are 
insects and birds put on a real show if you look 
for it. The ant lion will keep you occupied for 
in hour watching his cone-shaped trap, the way 
he throws dirt up to make his victim slide down 
the side to where he can grasp him in his lobster 
like claws 

'ravel as much as possible before you retire 
illuminates many 


It certainly a printed word if 


you can supply a picture of the territory mentioned 


is a background for the action described 





Z nd for years my pl le 


which turned out helper at 


that did not have 


ne Wall 
the 


+ tr 


the deer group was 


ontrast, were proudes 
1 am still 


nly national news 


rm 
inimal-con 
tions, 
ver received was for tically had to 


cocker spaniels 
contrast of banking 


oft twin 


olored good 


ind 


uinst a shadow background 


i] 


draw 


the pul | 


] 


get them to talk about something 
other than banks, banking conven 


wccounting, 


riticism to get ther off the subject 
The banks were pay 
ing their tuition in the hope of get 


ting better public relations 


rom banks. Tn ol 


business in the world. Big and j 


1) I 
peaking 


icted as ; 


was t need 1 


portant as business 
ill my thought 
Once ! was asked to talk on 


il] 


; 
iass 


soni 


thing we knew ibout. I imn 


t We 


blood in 


prac 
and then found there were none tl 
knew all about. I then tri 
tassel the curt: 
could not handle that 


| kne W 


our 
I really 


the on window 


ind 


They idea came to me my 


m 
ot 


1< 


ic 


diately thought of items in business 


iat 
ed 


in 


\ bnght 


own 





My greatest he Ip in picture taking 

me from a course in public speak 
ing Wrapped up in business 
dragged into the cow 
bought 


Wi 
ustomer who 
ouldn't sav Dragged 
most the literal word, fo 
ind tried every means to 


Parker 


night and insis 


k.merson met 
ing 


with him 


Nothing But Business 


What happened was an exposure 
of the fact that i knew nothing 
about which to talk but BUSINESS 
I had become so wrapped up in 
told 


get paid to be pleasant 


business that | mv wife one 


night, “I 
ill day, please let me be a little ugly 
for a change It’s pleasant to con 
trast this attitude with the present 
[his matter of concentration on 


business was not peculiar to mvself 
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could talk about 
ity snow problems and golfing, but 


kept a thread of banking 


finally got so they 
they still 
voven rough their thoughts 


People and Things 


Well, what did public speaking 
do to my photography? I was com 
pelled to notice people and things, 
notice them in new relationships to 
myself and my thinking 

Looking at telephone poles as 
to work, I tried to describe 
them. Listening to people, I tried 
to catch the emphasis and collo 

I wrote down 


| 


rode 


quialisms in their talk 
my thoughts so I could see, criticize, 
ind realize, what I actually thought 
I never, of course, talks 
out and learned them by heart. That 
was taboo, and rightly so. But, in 
looking at people and things, I real 
something beside 


wrote my 


ized there was 
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didn't. My 
1 family n 
I finally 
Bible 

humbling experience. Neither James 
Peleg and 
realization that 


But | middle 


name was Peleg, 


name 
ime, but 
found it 
It was a 


whence came it? 


mentioned in the 


outstanding, 


I did not even 


nor WeTe 
the 
know mv own name well enough to 
talk about it led to a reformation in 
ion 


my attitude toward communk 


And that leads me to my 


Sunday School Class 


Communication is one of the dif 
For 


other 


ficult problems with grown-ups 
example, I had difficulty the 
day explaining to a man working on 
the place the kind of bean poles | 
wanted 
Speaking of « 
the 


find 


ommunication lead 
subject of Sunday 


that nm 


ing into 


School, I no 


thing 





How Often Do You Get an Idea? 


Here's a batch of good ideas you can use 


and they're yours for the taking wus 
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When you see an article in |. D., naturally you want to know... 


“What's In It For Me?” 


a article in INpusrriAL DtstriuTion is written to interest you. Obviously, some 
articles will be of greater interest to you than others. To help you pick out without 
delay those articles on subjects of current interest to you, your editors, starting with 
this issue, will write “editorial notes” on articles. 

hese “editorial notes” will spell out the idea behind every article. They'll point 
out to you how vou can adapt an idea regardless of . . . 

Whether it comes from a firm larger or smaller than yours 

Whether it comes from your area or the most distant point from you in the U.S 

Whether you agree or disagree with the idea 

Whether you consider your own operation superior to the one described 

So, if you're looking for ideas, you'll find them in I.D.’s pages every month. ‘Take 


this issue, for example, do you know 


How to Mix Fun and Business 


If you've had any doubts about whether advertising ager can put your heads together after reading the 


article on pages 82 and 83 and we'll bet you'll come 


and promotion can deviate successfully from the strict 
And, after all, 


ly business line, the experiences of H. N. Crowder Co 
will dispel such ideas. You and your advertising man 


up with a business-getting program 


getting business is the important thing 
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Research Is a Potent Tool —For You 

Research, as a word, usually brings to mind either 
a white-coated technician working with a test tube 
in a laboratory or a host of charts and graphs. ‘These 
are fine but — there’s also a type of research you can 
employ to keep sales on the rise (see pages 84 and 85). 
After you've studied the technique, try “researching” 
the needs of a small customer and, if it pays off, do it 


with more and more customers 


Your Attitude — It’s the Big ? in Sales 


Young salesmen — young in spirit, young in years, 


or young in experience — sometimes arc intimidated 
by the prospect of familiarizing themselves with the 
complexity and variety of products and their uses. If 
you fall into this young class—and, don’t we all, or 
we wouldn't be selling — you'll profit by digesting and 
analyzing a Tampa salesman’s experiences as detailed 


on pages 86 and 87. 


Rules Were Made To — Build Sales 

When do you take the copybook maxims and toss 
them out the window? After you've read a Baltimore 
salesman’s thoughts on the subject (pages 88-89), we'll 
bet you could have a wing ding of a bull session on 
the subject; introduce it at your next sales meeting and 


see what happens. 


When You Wear Well; Well, You Sell Well 

Every salesman makes routine calls, calls when he 
can’t seem to find a new angle to talk up. Next time 
you suspect your buyers are secretly yawning, think 
back to the details of a Des Moines salesman’s story 
pages 92 and 93); better yet, start building a fresh 
approach for yourself right now by reading this sales 


man’s thoughts 


Retirement? it Gets Closer Every Day 

We all may have different ideas about retirement 
but all of our differences boil down to one question: 
What are we going to do with ourselves when we do 
retire? Maybe you think that’s something that can 
wait to be answered until you're about to hit 65 
Brother, you’re wrong. Now’s the time to start work 
ing on retirement plans —and when Jim Sprague says 
that (pages 94 to 96), he’s talking about you, and that 
goes even if you're only 20 years old. What are you 
supposed to do? Number one, start reading the true 


ind exhilarating experience of a retired man 


Friendliness vs. High Pressure 
Despite any stray thought to the contrary, buyers 
are only human and, being so, they react in the same 


fashion you and I do to certain situations. This, ac 
cording to an ex-buyer now salesman (see pages 100 
101), is the secret to selling. And who in a selling 
organization can’t put a selling secret to work? Read 
over this salesman’s advice and then just check your 
self on his list of do’s and don'ts; maybe you're using 
high pressure when you should try being friendly. 


How About It? 


You'd be surprised what an analysis of a week's, two 
weeks’ or a month’s calls would reveal to you about 
your customers. Take what Gus Armeniox did (pages 
102-103) and prove a point or point out a weakness 
Depending on the amount of data you report — cus- 
tomer, individual, purpose of call, business, etc. — you 
can pry out some quantitative and, in some cases, 
some qualitative facts about your performance. An 
analysis might even tell you whether you are expend 
ing too much effort on one particular product at the 
expense of others, seeing enough key people, too many 
or too few complaints, etc. Your sales manager analyzes 
your calls reports, why don’t you? 


Mistakes You Can Make —or Avoid 

"Tis a wise man, they say, who can profit by his 
mistakes. If that’s true, the fellow who profits by some 
one else’s errors certainly must be even wiser. You, of 
course, know what you want when you plan an open 
house, but are you sure of the results you'll get? Don’t 
take chances when you can have a check list just by 
turning to pages 104-105. 


You, Too, Can Be individualistic 

Did you ever wonder about those promotion pieces 
that appeared to be designed just for the firm using 
them? Well, it’s true, promotion pieces can cost you 
a bucket of dough. But, they don’t necessarily have to 
be in the luxury price class merely because they're 
individualistic. If you want to have tailor-made pro 
motion and still not tap the mint, flip to pages 106-107 
for the formula. 


Fancy Equipment and Effectiveness 

No one, obviously, wants to plunk his hard earned 
money down for fancy equipment. Basically, however, 
it’s unimportant whether equipment is fancy and even 
whether it’s expensive. The important question to ask 
is: Is the equipment effective? You, a sales manager, 
an office manager, or an accountant can get real mile 
age out of the article on pages 108-109 by putting your 
order routine, your invoicing system, and your sales 
analysis system under a critical microscope. The ineffi 
ciencies you uncover won't take a “common language” 
installation to correct 
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Friendliness counts more than... | | rapid fire product talk because. . . 


After All, The Buyer is Only Human 


_ oe pect recipr Former buyer, now salesman, 
Vv an i ip . . , . . ° ’ ‘ 
| n eyes he is an Y gives you his do's and don’ts 


Assistant Editor 
ost. He'll bargain for p1 n other 


hipments 


lon + 
ao 


la few tir 
prom sed ITT pe 
is SsuSpIK wus of 


See It From His Side 


hould make an that he can t 


ge 
nderstand the in any amount 
\A \ purchasing He’s also leery of 
primary duties ind the men who peddle them 
material, 2. te stinctively, he knows low prices and 
, and 3 set =6poor quality or inferior service are 
upt to go together, no matter how 
volubly he complains about prices 
he is paying 
Of course 
inswer for the 
rthe order jnvoices mav und 
: 


' ;' 
i Salesman ince by superio! I n a price 


} . ‘ 
fore lunch, he <eems out of line must have an 


and probably explanation read\ oes the more 


e it regardless of Contin pa E4 
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Mr. Mazze'ss Do's and Don'ts for Dealing with the Buyer: 


1. Do show a friendly attitude. 


“The purchasing agent is human; he wants to feel 
i business association with the salesman. He does 
not like to be treated as an inferior, and he doesn’t 
like the salesman to bow and scrape to him, either. 
I myself preferred the salesmen who treated me as an 
equal, as one of the boys; these, I felt, were apt to be 


the most sincere and honest ones 


2. Do respect the buyer's job. 


He's paid to exercise certain responsibilities, and 
if he didn’t there would be no need for him. In 
many firms he has sole purchasing authority. Always, 
he’s responsible to a superior and must answer for 
quantity, quality, and prices paid As far as he’s 
concerned, the salesman who tries to circumvent him 


is being either rude or stupid 


1. Don't overplay the product. 


“Remember, the buyer is chained to his desk all 
day, with no respite from the stream of business 
except for the pleasure of seeing different friendl 
faces among his callers. He welcomes a salesman who 
has a few words to say about something other than 
the product, at least one who brings the conversation 
to the point gracefully, rather than abruptly 


Salesmen’s detailed technical knowled 


ge 1S import 
int to production people, but not necessarily to pu 
hasing agents. The buyer often has the requisition 
already on his desk; he only has to fill it from one of 
several competing firms, and he'll pick the salesman 
he trusts and likes. As a buyer, I know I felt that 
straight product talk carried with it a suggestion of 


high pressure.” 


2. Dont bypass the purchasing agent. 


As a purchasing agent I felt that any attempt to 
bypass my office was the very worst offense a sales 
man could commit. I have had them come to me 
from our shop, orders in hand, saying that Production 
needed certain items, and asking for confirmation. | 
have had salesmen actually ship material into the 
plant before I knew about it, and have had to refuse 
confirmation, not out of 5] but because orders 
failed to meet specifications 

But all of this would have been avoided if sales 
men had seen me first, or at least had previous permis 


19 direct to the shop. I needed. their technical 


s10n to 


help—and so did our shop 


3. Do time your calls. 


“The purchasing agent has to schedule himself, 
considering the large amount of time lost in interrup 
tions, unexpected callers, etc., so he respects the sales 
man who also adheres to some sort of schedule 
When I know I could expect a certain salesman on a 
certain day, I would often hold up a requisition until 
he got there. This saved me the uncertainty of 
wondering who would show up, and how I'd get the 
order filled. And it let me plan my time.” 


4. Do get the message across. 


“You are not wasting the purchasing agent's time 
providing him fully with the information he needs 
He wants to learn—not necessarily the technical 
details—but he must have essential data on quality, 


quantity, and price.” 


3. Don't waste the buyers time. 


“Any busy man resents the loss of unnecessary time 
from his work. Outside of idle chitchat carried too 
far, nothing is more annoying to buyers than failure 
to respect their schedules or daily habits. Arriving 
in a buyer’s office just as he’s picking up for lunch or a 
meeting or knocking off for the day shows ignoranc« 
or discourtesy or both on the salesman’s part. ‘The 
purchasing agent may not say so at the time, but 
when he misses a lunch date or gets caught in a trafh 
jam on his way home, he'll think of the person who 
delayed him. That’s not a good way for a salesman 
to be remembered. 

“IT used to warn salesmen at least a day ahead when 
| had other appointments; yet one or two would 


always barge in just the same.’ 


4. Dont push too hard. 


“As a salesman, I know it’s good to bring hom« 
orders. But chances are, the most successful salesman 
has the majority of his orders phoned in by cus 
tomers and seldom closes one on a call. Requisition 
pop up at any time on a buyer's desk, and must b 
filled and cleared off as soon as possible. The sal 
man who has done an adequate job of selling himself 
and his firm will be remembered and that salesman 
will probably get the order, although he isn’t ther 
to close it 

“But pushing hard to carry away the order on the 
spot smacks of high pressure and can easily scare the 


purchasing agent out of buying anything.” 
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BASICALI Y (sus Armenwx 1 rut 


ually talks about what the 


tomer doe 





i 


You have to talk about something definite. . . 


When Calling On Customers—Talk Products 


NOTING everything potentially saleable in 


the memory when planning futur alls 


ustomer’s oper- 


There are any number of variations of the theme if you know 


your products and customers, North Carolina salesman finds 


PURPOSE OF MAKING A CALI 


HI 
Te a customer or prospect, Gus 
Armeniox, salesman for The Henry 
Walke Co., Charlotte, N. C., will 
tell you, can varv according to the 
It may be an answer 


kev’ 


Services et 


circumstances 


to some objections, meet a 


individual, sell your 
But, when you get right down to it, 
you are out to sell products. Hence 
in a week’s calls, Mr. Armeniox in 
variably settles for talking about 
products and applications with prac 
tically every customer and prospect 
he sees 
Mr 
something definite to talk about on 
each call, a maxim with every effec 


He selects the sub 


Armeniox believes in having 


tive salesman 
ject the evening before, when mak 
ing up the next day's schedule. By 
going over his previous call reports, 
he is reminded of the circumstances 


102 


By Jack Wertis, 


Senior Associate Editor 


of prior calls and decides. It may 
intageous to talk about 
attend to 
important subject, such as institu 


be more adv 
products or some other 
tional selling where a prospect rather 
than a customer is concerned 


But Mr 
on knowledge of products and appli 


Armeniox’s concentration 


cations and on what and how his 
customers are doing things, predis 
poses him in favor of talking about 
wherever and 
His interest in 


products directly 
whenever he can 
those two precepts of selling indus 
trial supplies and equipment makes 
him acutely aware of the product 
potential of each customer he calls 


on. It facilitates the job of decid 
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ing on what product to talk when 
calling on a particular customer. 
Experience bears Mr. Armeniox 
out. Taking a schedule of a typical 
week’s calls, he found that he made 
31 calls in four days, Monday to 
Fridavy’s calls 
because he 


Thursday, inclusive 
were not analyzed 
reserves Fridays for “cleaning up”. 
This includes following up inquiries, 
trouble-shooting, answering requests 
for return or immediate calls, writ- 
ing to manufacturers, et« 

The list of calls analyzed showed 
machine shops, textile mills, sheet- 
metal working plants, foundry, tool 
and shop, refinery, bakery, 
chemical plant, concrete plant, 
motor line, contractor, lumber mill. 
Not all were steady customers; a few 
were prospects. And some opera- 
tions he would have to brush up on. 
these Mr. Armeniox 


die 


For calls, 

















demonstration 


PRODUCT for 


rng customer s potent il Te 


selected 23 different types of 
products to discuss. These included 
portable electric tools, impact tools, 
paint, coolants, end mills, rubber 
goods, multiple head drill press, 
hand tools, threaded 
abrasive cloths and paper, grinding 


wheels, casters, portable spot-welder, 


produ ts. 


cemented carbides, packing, hoist 
ing equipment, conveyor equipment, 
lubricating blowers, 
silent chain drive, motors, speed 
One 
call was primarily to sell a key man 
on Mr 
stocks, 
technical assistance. 

Although there was some concen 
tration on portable electric tools, 


equipment, 
reducers and knives and saws 


with its 
offer of 


Armeniox’s firm 


availability and 


they having been the main subject 
on 10 calls out of the 31, it was 
easily explained by the fact that 
Mr. Armeniox had been out one 


elected carefully 

















after SCHEDULING 


ia of it 


manufacturer's 
Otherwise the list of subjects dis 
was a highly satisfactory 
The list, incidentally, 
is an impressive reason for a sales 


day with a man 
ussed 


assortment. 


man concentrating on products and 
applications. 


Two Factors Decided 


Each product was selected by Mr 
Armeniox after consideration of two 
One was whether the cus 
large, 
The other 
Armeniox’s estimate 


tactors 


tomer or prospect was 4 
medium or small user 
factor was Mr 
of what share he was obtaining of 
the potential business in the product 
he selected to talk about—good, fair 
rT poor 

For Mr. Armeniox’s 


selection of Monday's calls, which 


example 
he made with a manufacturer's man, 
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next 
previous call reports makes for more effective calls 


day’s calls and topics with help of 


basis of 


the 
tomers’ and prospects’ portable elec 


were chosen on cus 
tric tool potential. He selected four 
metalworking plants, a textile mill, 
a refinery and a bakery. Two were 
good customers, three were fair and 
two were poor. Or, rather, he did 
well with two, fair with three and 
poorly with two. But all 
potentially good customers for port 
and 


were 


able electric tools, none was 
“sewn up” by any individual sup 
plier. 

Be that as it may, the approach 
to each of these accounts was indica 
tive of Mr. Armeniox’s selling view 
point. With the good and fair 
accounts, he and the manufacturer's 
man concentrated on pointing out 
the advantages of the new models, 
new features which would help the 
However, 


customer's operations 


Continued on page 224 





THREE-DAY SHOW t Muskegon Hardware ¢ upply turnout wa Representation of executives was good; 


( As a group, the xhibiting manufacturer mpany was disappointed at turnout of “men on the 


than that A ] rowd wa xpectec t nch 


Going to sponsor an industrial show? Muskegon 
Hardware & Supply Co. offers you a chance to... 


.. . Benefit By Their Mistakes 


Constructive Suggestions 


. Prepare your direct mail in time for two or three advance 
mailings. 


. Prepare formal invitations which give proper indication of 
show’s scope—and mail them first class. 


. Plan show for middle of the week so that weekend activities 
don’t compete for attendance. 


. Pick a season when people aren’t preoccupied with outdoor 
hobbies—hunting, gardening, swimming. 


. Aim a proper amount of publicity at the lower levels—execu- 
tives are important, but the men who use your tools are im- 


portant too. 


INDUSTRIAL DISTRIBUTION © JUNE, 1955 





USKEGON Harpware & SuPPLY 
Co., Muskegon, Mich., isn't 
weeping over the the 
three-day industrial show which it 


results of 


sponsored last June. In fact, feeling 
is that the results were pretty im 
pressive. 

“Every machinery on 
display was sold off the floor, except 
one 25-h.p. compressor,” says Alan 
Workman, 
sibility for the show’s arrangements 
“And it amazing 
of our customers said, ‘I didn’t know 
you stocked this or that item 

He pointed out that cooperation 


prece of 


who shared respon 


was how many 


from the 52 manufacturer-exhibitors 
was whole-hearted, that the 
guests included top flight executives 
from the Muskegon 
Hardware’s customer companies 


and 
majority of 


“The good will angle’s not to be 
sneezed at either,” says Mr. Work 
man that even 
one who attended was impressed by 
the of the We re 


satisfied that we're planning another 


“I’m convinced 


_ ope show 


However—we did mak« 


that we won 


next vear 
some mistakes t 
repe it.’ 

We 
rowd Savs 


Meier 


planning team 


weren't satished with the 
\ ic¢ 
the other half of the 

“We spent a lot of 


ind 


President Ra 


mond 


money on the show, 


“I DISPLAYED too many iten 
savs H. P. Van Andel, Manning, Max 
well & Moore, In eet the best 
r , tre m } " : 


pe lazing 


like a new product 


time—naturally we wanted to reach 
as many customers and prospective 
customers as possible. 

“It’s true we had the cream of 
the crop as far as the executives 
were concerned. But we would 
have liked to have seen some of the 
men on the bench. We didn't 
realize how difficult it is to over 
come the reluctance of this per 
sonnel to come to such a show on 
their own time. Some advance pub 
licity aimed at these people would 
have taken care of that. 

We didn’t plug the show soon 
We should have started 
our preparations earlier.” 

Mr. Workman brought up an 
“The type of invita 
It was 


enough 


other angle. 
tion we used was a mistake. 
in the form of an 84-by-11 folded 
mailing piece, sent third class,” he 
savs. “I think a lot of them ended 
up unopened in the wastebasket 
Now we know that it’s best to pre 
pare a formal-type invitation, and 
mail it first class. Not only is it more 
probable that it'll be read, but it 
will emphasize the event’s import 


ice 


Invitation the Backbone 


ve decided that the invita 
the backbone of the 
next time we'll treat it that 
don’t how 
much expense effort, 
pecially on the part of the manu 


whol 
People realize 
time, and 
facturers, is put into a show of this 
kind. Invitations should reflect it 
Mr. Workman was also disap 
pointed by the low total attendance 
during the 
blames chiefly on faulty timing 
Wi the 
Thursday, Friday and Saturday 


three days, which he 
show for 


late 


scheduled 


in June,” he says. “Thursday night 
ittendance was pretty poor—but it 
rained heavily that night, which is 
the most probable reason for the 
poor showing. Friday night was our 
best night. Saturday total 


flop—in spite of the fact that we 


was a 


ran a notice in the paper inviting 
the general public that day 
June in Muskegon is a beauti 
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ful month—it’s a time when garden 
ers are aching to get to work on their 
gardens and lawns, and when every- 
one else in town takes advantage 
of the weekend to head for the 
beaches. That killed our Saturday 
attendance. Next time we'll hold 
the the middle of the 
week. 

“In the future, if we feel we have 
to hold the show in the spring, 
we'll make it March. Generally 
speaking, people have too many 
pleasant things to do in the spring 
and summer—fall’s the better time.” 

“In my opinion,” says H. P. Van 
Andel, Manning, Maxwell & Moore, 
Inc., one of the exhibitors, “it was 


show in 


a superior show, and I know my 
was pleased with the 
But if I had it to do over 
show as many 
I think it con 
Seems to me 


company 
results 
again, I wouldn't 
items in my booth 
fuses the visitors 
you get best results from specializing 
in one item, or by featuring a new 
product ' 

All in all, both Mr. Meier 
Mr. Workman found that 


dustrial show paid off in good will 


and 


the in 


publicity for their firm’s lines, bet 
ter relations with their suppliers 
But their 
is going to do all that—anc 


and added sales next 
show 


more 


Alan 


Our tuming 


REHASH between Organizer 
Workman and Ray Meier 


casoni 


vas bad—wrong wrong week 
ut costs on 


fumbled 


vas a mistake to 


ty wa 





ee 


WITH SCISSORS AND PASTI 
t of Frank | I 


PO! 


Make Your Own Promotion Pieces 


is first step m 
pasting I 


men 


New York distributor saves a good slice of his printing bills 


by using photocopy for direct mail and product literature 


SALES LITERATURE ft 


iM sti 


literature hanged 
before ts mane 
Stuhrmann 

printing 

room wi 


phot OT 
or part of 
Ihe distributor's own 


pieces ind product sheets desigi 
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inn tx 

nted matter 
handwniting and virtually am 
lse in black and W hil 


, . _— 
specd 1s imited 4 to £> Copies 


white 
aveTage 


in hour are produced 


INDUSTRIAL DISTRIBUTION © JUNE, 1955 


this is 
small to medium 
| ia TLCT 


partment 


runs, tl 
OMPLies 
ind 


piece 


ost of outside con 
1 c 


will not reprodt 


drawback 


photographs lack 
Stuhrmann point 
picture reproduct 


for their purpose 


Money Saved 


(utside prin 


press or offset 
ject, Mr. Stuhrma 


, 


i iaTEC share or the 


the proce 


mmercial offsetter 


material for 
listribution 
¢ otocops ce 
proots the 
sent to a 


saves the 


th if photo op' 
halftone Ss 
Mi 


most 


iTpnecss, 
But 


idequate 


letter 
in expe»nsive pro 
points out. But 
ost 1s for 


whether 


com 








pilation, and he believes the firm 


saves from $25 to $30 on each print 


t 









ing bill by doing its own compilation 






; 


even though the rest of the work is 






done outside 












Useful for Internal Work 






lhe photocopy departm« nt is 


useful for imternal work such a 






production of price sheets and 






memos or duplication of valuable 






letters, order copies or customer 











. iff T no! ring blu . > on 7 c> 
specifications and engineering | ENTIRE PHOTOCOPY SETUP (tanks, lizhts, drier and printer) cost about $200 
prints It may cost 50 cents to retv] Here, a paste-up is inserted in printer, printed side down. Below it is sensitized 
a bill of lading, Mr. Stuhrman: per, et ion side down. About 20-25 sheets an hour can be processed 





points out, compared to 5 






cents for materials and time to dup] 






it¢ t by photocopy with 





possibility of a transcribing error 






his is a simple, home-made set 






up,” Mr. Stuhrmann explains It 






has its limitations, and more moder 






ind expensive equipment would 






1 faster, more complete job. But 






we think it’s an economical wa 






produce literature for our ow! 






; ) 
ind ft revise direct mal pic c 







Puts Punch in Direct Mail 













Mi idds 


Stuhrmann 












his wn ideas on direct mail 

appraises suppliers’ contribut THIRD STEP, paper negative is immersed in tank for development. Process will 
with candor Direct mail must |! t ted itter, pictures, Giagrams, hand ting t Photograph am ix 
1 definite pun h T t 

stra tht to the ustome}! Wa 







Too much of what we get 





vritten at bes 














ritn es the point th ust 
terested in. He doesn't 
4 " read in detail how a tool is made, but 
what it is and what it will d 
Dh mmpany schedules at 
iling a month to part 
: . 
f a list of 10,000 name 
“It 1 big project with 
that why we revise everyth 
before it goes out. To justify tl 






expense. we insist that each mailing 






yiece do its job for our firm, not 






the manufacturer.’ 
Nothing is more handy tha 














f ind paste to change a pr duct ART WORK with soft pencil obliterates lines caused by edges of pasteup When 
folder into a hard-hitting piece that . ade, it will look like one piece, almost as good as letterpr if skillfully 

| th listribut . — lied. Print then sent to mmercial offsetter aving compilation costs and 
refiects the distnbutors viewpoll rrect deta If onlw a few . sre needed 100) they can be run 





Mr. Stuhrmann believes 
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This Distributor’s 


Cleveland firm has a system 


that handles data invoic- 


ing through sales analysis 





EARINGS, INc., CLEVELAND, has let a “common 
B language” have a voice in its office operations. The 
result is more speed between the moment of billing 
customers and setting up a sales analysis recapitulation. 

“Common language” is the name the office equip 
INVOICING jis performed on two “Flexograph” electri ment industry used to describe a new mechanical meth 

pewriters from written orders which have been edited od of transferring data from one processing machine 

forehand. Five-part fanfold form is used to the next. At present, data is transferred manually 
in most offices. In other words, it is the machine 
operator or clerk who is the “common language” or 
medium through which data progresses from one 
stage to the next. 

Thus, invoicing, extending, and al! the other sep 
arate tasks that follow the receipt of an order are each 
handled by separate workers each adding his or her 
specialized contribution to the total operation. When 
additional refinements—such as sales analysis—are 
introduced, the total operation becomes more involved. 

By installing the mechanical “common language” 
method, Bearings, Inc. has cut down on this multi 
plicity of manual tasks. At the same time, the 
flexibility so inherent in manual methods has, to a 
great extent, been preserved. 

Operating 28 branches through Ohio and Pennsy]l 
vania, the company mechanized its invoicing system 
when it discovered there was too great a time-lag 
between order-receiving and customer-billing. “After 
all,” states Bearings’ credit manager, L. P. Salaga, “we 
figured it was good business to speed up our billing 
so that we could get our money that much faster.” 

\fter looking into various office systems and equip 
ment, the firm settled on the present set-up not only 
because it accelerated billing, but because it vielded 
sales analysis data so quickly. 


It’s Done With Tape 


lhe clerical operation starts ordinarily enough with 
” ‘TAPE is punched simultaneously wit 
FIVE-CHANNEL" TAPE is punched simultancously with the written order taken by a telephone salesman, sub- 


formation appearing on e. This is same kind of tape 
ploved in Teletype communicatior mitted by an outside salesman, or received through 
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Office Talks 
Common Language 


By Don McGill 


Associate Editor 


















the mail. After editing, the order is typed on five-part 
fanfold form by a girl operating a “Flexograph”’ electric 
typewriter 


[his 


begins talking 


the point where the “common language 


As the invoice is typed out, a tape is simultaneous! 


punched alongside the machine. The five “channels” 


of holes punched in the tape carry most of the inform 
ation being typed on the five-part form—name of 


customer, quantity and name of items ordered, unit 


prices and extensions (calculated manually before 
typing ), routing, etc 


rhe punched tape is then fed into a card-punching 


machine and, in a matter of seconds, cards are ready 
to be placed in a writing machine which automatically 


reproduces the information on large fanfold sheets for 


record filing. At the same time, this machine draws 
off a recapitulation for sales analysis purposes—total 
ling the sales of similar items to each customer. It 


} 


ilso issues another set of cards which can be set aside 


ind used for sales analysis for each salesman 





Valuable in Branch Operations 


\ particularly valuable aspect of this entire set-up 
from Bearings’ viewpoint is that it has simplified and 
the 
in addition to 


accelerated both billing and analysis for firm’s 


28 branches. Five of these branches 
Cleveland ) bill their own customers using Flexograph 
typewriters. They then send their punched tapes to 
Cleveland, where a sales analysis can be run off and 
distributed not only to the billing branches, but to the 
other branches as well. 

With 12,000 to 15,000 billings a month through 
Cleveland alone, Bearings, Inc., has found its “common 
method invaluable in invoicing customers 
But to draw the additional dividend of fast 


of disruption and a 


language 
promptly 
sales analysis with a minimum 
maximum of speed has given the firm a competitive 


edge in its selling 
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CARD-PUNCHING is automatic from tape fed into card 
Cards are then fed into automati 
machine that recaps data for file purposes 





punching unit writing 


































CARDS ARE FILED for use in making sales analyses ac- 


ording to any pattern desired—by salesmen, territory, prod 
ict lines 
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SALES QUIZ: Test your knowledge of... 


Products and Markets 








1. FIBRE ROPE 


to sell fibre rope. 


You don’t have to perform the Indian rope trick 
Instead of spinning a yarn about 


why sales are off, try hauling in some orders for this 
item. 


Here are some questions designed to give you a 


little know-how. 
A. Robbie, the rope salesman, was mystified when he 


heard a prospect talk about “whipping a rope.” 
Any idea what the customer was talking about? 


. “Never overload a rope,” cautions Robbie, the 


rope salesman. “Use strength charts, with safety 
factors of six for manila and five for sisal rope.” 
Is Robbie right, or will a little more rope hang 
him? 


. Dirt weakens and ruptures fibres, therefore it 


is advisable to recommend washing and drying 
dirty ropes thoroughly before storing. The best 
way to dry rope is to bake it in a temperature-con- 
trolled oven. True False [ 





2. SPEED REDUCERS 


Speed reducers are used with many types of ma- 


chinery and equipment ranging from agitators to 
wire drawing machines. 


A 


Can you nome at least six industries that repre- 
sent major markets for speed reducers? 
What is the formula for the efficiency of helical 
and herringbone reducers that agrees with the 
published values of most manufacturers? 


. All reducers generate heat due to power loss in 


friction, and this heat may cause a temperature 
rise in the unit—usually from 60 deg. to 80 deg. 
in a well-engineered unit. 

What precautions should be taken, particularly on 


lubrication? 





3. SCREWDRIVERS 


Though everyone is familiar with a screwdriver, it 


is well to remember that there is no all-purpose 


screwdriver. 


A screwdriver must fit the job. 


A. Can you name, and describe the uses for, three 


types of screwdrivers? 

The blade of a screwdriver is usually called the 
Which shape blade is generally furnished 

for regular or light-duty work? For heavy-duty 

work? 


. Electricians’ screwdrivers usually have narrow | 


| bits; the blade is usuclly round 
blade lengths most commonly used 
in. to in. 


wide 
square | |; 
range from 
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4. IMPACT TOOLS 


Alert industrial supply salesmen 
will note the use of impact tools in 
modern plonts. 

In this type of tool, rotary motion 
is converted into impact motion by 
means of an impact mechanism. The 
driving mechanism can be either an 
electric motor or an air motor. 

A. Impact tools practically elimi- 
nate torque reaction to the op- 
erator and prevent the motor 
from burning out. True 
False [_; 

. With their various accessories, im- 
pact tools find a number of uses 
on today’s production lines. Can 
you name five common uses? 





6. TWIST DRILLS 


Danny, the drill salesman, realizes that a great 
deal of damage can be done to drills through care- 
less handling, and therefore recommends the use of 
partitioned trays, or wooden stands or blocks, with 
holes for the drills. 

Danny also prides himself on tracking down the 
causes of common drill troubles. 

A. Can you match the following drill troubles (a to d) 
with their causes (e to h)? 

. cutting edges chip e oversize jib bushing 

. margin chips f. flutes clogged with chips 

or improper drill type 

. checks or cracks in g. too much feed or lip 
cutting edges clearance too great 

. drill breaks when  h. overheated or too quickiy 


5. CIRCULAR SAWS drilling brass or wood cooled while sharpening 


In the good old summer time it’s sure nice to sit or drilling 
under a shady tree and “saw wood.” . Everything else being equal, Danny claims short 


It’s nice, but it won't take the dip out of your drills will produce more holes per sharpening 

sales curve, so let’s consider selling circular saws. than long drills. 

. Rip saws have teeth straight-across to provide Do you agree? Why? 
chisel-like cutting. Why? 

. Cut-off saw teeth are bevelled. Why? 

. Metal cutting circular saw blades are similar in 
appearance to those used for cutting wood. Can 
you name three differences? 

. What are the four general types of metal-cutting 
circular sows? 





FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





A. 


Fibre Rope 
“Whipping a rope” means binding a rope end 
with fine yarn to prevent unravelling. 


. Robbie’s on the right track, but he’s got his 


safety factors fouled up. Should be five for 
manila, six for sisal. 

. False. Never use forced drying. Best way is to 
drape rope loosely over pegs placed high enough 


to keep it clear of the ground. 





Speed Reducers 


Here are some of the major industries that are 
markets for speed reducers: brewing and distilling, 
food, machine tool, steel, oil, papermill, rubber, 
and textile industries 

Efficiency equals (99—Number of stages). The 
result may be an efficiency that is slightly high in 
some cases. Some authorities allow a 2% loss 
per stage 

Since oil breaks down very rapidly when used 
over 180 to 200 deg. F., surrounding air tempera- 
ture cannot be over 100 deg. F. if standard re 
ducers are used. For higher ambient tempera 
tures, special attention should be given to 
selection of the reducer and the lubricant for it 


4. Impact Tools 


A. 
B. 


True. 

With their accessories, impact tools are used for 
nut running, screw driving, tapping, drilling and 
reaming, cutting and other similar jobs. 








Screwdrivers 


1. Regular screwdriver with square shank has a 
flat type tip for slotted screws. Tip should be 
proper width and thickness to fit screw to be 
driven. 2. Philips screwdriver, with tip shaped 
like a cross, is made to fit special screws which 
have two slots which motch cross of the screw 
driver. They are available in four different sizes. 
3. Clutch head screwdriver has tip shaped to fit the 
recess of clutchhead screws in a similar manner 
to the Philips screwdriver. 
Shank. Round shank is generally furnished for 
regular work; square shank for heavy-duty. 
. The correct fill-ins are: narrow, round, 2-in to 


. Three differences between metal 


. Circular Saws 


. Rip saws have teeth straight-across because they 


are used for cutting with the grain of the wood. 


. Cut-off, or cross-cut, saws must sever the fibres 


of wood across the grain. 

cutting and 
wood cutting circular saws are: |. teeth are 
shorter, 2. teeth have less rake and less relief, 
3. teeth are more rigidly supported to withstand 
greater pressure. 


. Four general types of metol-cutting circular saws 


are: cold saws, abrasive saws, friction saws, and 
tube saws. 








Twist Drills 


. Here's the way the troubles and causes should 


match up: a. and g.; b. and e.; c and h.; d. and f. 


. Danny's right. A shorter drill is more rigid, there- 


fore it is less subject to chatter, bending and 
windup. 
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Sell 


CHESTER 
UE ES 


for every 
handling 
job... 


ZEPHYR 
Spur-geared 
Lightweight 





HEAVY DUTY 
Spur-geared 
Adaptable 





ELECTRIC 


Push-button or pend- 
ent rope controls 





SPECIALS 
Overhead trolleys 


Available in all 
popular sizes... 
with up to 25 tons 
of lifting power. 


This odvertisement cppears in 
Factory and Mill & Factory 


CHESTER HOISTS 


get work done fast 
WOW A COMPLETE LINE 


NEW ... ZEPHYR Lightweight, spur-geared 
... Built for safe, one-man handling by riggers, mill- 
wrights. Sizes from '» to 2 tons. Fully encased, all- 
steel, sealed construction defies extremes of outdoor 
exposure and dusty atmospheres. Compact design 
requires minimum headroom, permits close-quarter 
operation. Spur-gearing makes the Zephyr fast and 
easy to operate even with capacity loads. 


ELECTRIC... For fast, accurate, powered hoisting. 
Heavy duty or lightweight in 11 different sizes 
from '4 to 2-ton capaci- 

ties with up to 30-f. p.m. 

hoist speeds. Entire gear 

train is under continuous, 

sealed, splash lubcication. 

Permanently sealed ball- 

bearing motor. Spring 

clutch load-brake stops 

smoothly, suspends load 

without slippage even 

when power is shut off. 

Instant action motor brake 

stops hook immediately 

without jolt, prevents drift- 

ing. Push-button or pend- 

ent rope controls. 


HEAVY-DUTY HAND CHAIN. ..spur-geared 
... There's a size that’s dependable for your need. 
Hoist up to 25 tons fast with minimum effort. 
Timken bearings provide easy, smooth operation. 
Positive-acting retaining brake suspends load at 
any height. Low-friction swivel hook prevents 
chain twisting. Chain guide on load sheave pre- 
vents chain fouling. 








Army types, extended handwheel and low head- 
room trolley hoists are availabie. Also, Chester 
produces a complete selection of low-priced differ- 
ential hoists in sizes up to 1 })-ton capacity. 





Ask your distributor for complete facts on the new, lightweight 
Chester Zephyr Hoists, or on the electric or other hand hoists in 
the complece Chester line. Write for specification literature on the 
type of hoist that interests you. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 





Se A Ae | 
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March 1955 March 1955 First 3 Mos. 1955 


U.S. TOTALS Compared with Compared with Compared with 
February 1955 March 1954 First 3 Mos. 1954 











WldddA__zzz_ 
+4.% +2% 














Supply Sales Trend 


Final Figures For March 1955 





March 1955 March 1955 First 3 Mos. 1955 
Compared with Compared with Compared with 
February 1955 March 1954 First 3 Mos. 1954 








NEW ENGLAND 


Connecticut 


~ a +30% | +13% | + 3% 


New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 


New York +18% | - 6% -10% 


Pennsylvania 


SAST NORTH CENTRAL 
Illinois 
a +14% | +10% 


Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 


we +16% | -14% 


Missouri 
Nebraska 
North Dakota 
South Dakota 
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“Top Combination” for Greater Profits 





A TRADE SHOW EXHIBITS 


Oster participates in many trade shows 
throughout the country. Here's where 
your Customers see Oster Products in 
action. Here’s another way OSTER sends 
more sales to you! 











MANUFACTURING CO. 
in Office and Factory: 
2064 anbeed St., Cleveland 3, Ohio 


New York Factory Branch Sales and ao 
25-36 Jackson Ave., Long Island City 1, N. Y. 


F 
BUILDERS O 
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SALES TRENDS (Cont'd.) 





Mareh 1955 
Compared with 
February 1955 


Mareh 1955 
Compared with 


March 1954 


First 3 Mos. 1955 
Compared with 
First 3 Mos. 1954 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


EAST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


Tennessee 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 





+ 14% 


+2 8% 


+ C% 


- 3% 


+2 0% 





+11% 


+19% 


+ 2% 


-12% 


+16% 





+12% 
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SELL STRAINERS ? 


SELLYARWAYS 


B® sell pipeline strainers to your customers? If so, you’ve plenty 
of profitable reasons for selling YARWAyY Fine Screen Strainers. 
Some of the reasons are these: 


e Available in iron or steel with rust-resistant finish, also 
bronze, stainless steel and aluminum. 
Dutch weave Monel woven wire screens have high 
mechanical strength, extra fine straining service. Also 
perforated bronze, mone! or stainless steel. 
Easy to remove screen caps with straight threads to assure 
proper alignment of screen. 
10 standard sizes from ';"’ to 3’’. Larger sizes to order. 
Also flanged and socket-weld connections. 


Made by the makers of well-known Yarway Impulse 


Steam Traps— backed by vigorous advertising and promotion. 


Write today for information on YARwAy selective 
distributorships. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadeiphia 18, Pa. 


SCREEN EASILY REMOVED 


Unscrew cap and screen 
comes out with it. 

When replacing, put 
screen in cap, then screw 
cap into y. Straight 
threads assure correct 
alignment, no screen 
distortion. Cap is 

tapped for pipe plug 

or blow-off line. 


FINE SCREEN STRAINERS 


INDUSTRIAL DISTRIBUTION © JUNE, 1955 





The Outlook For Business 





By The Economics Department, McGraw-Hill Publishing Company 
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1 whole, 
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Business, as ilready | liminary plans 


spend just 3% less in 1956 than 


But Here’s Good News 
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can't fore 
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If 
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that make spending plans 
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Morse HY-VO Drives 
meet customers’ heavy- 
duty service demands! 


A HY-VO Drive, 8” wide, transmits 660 hp to Emsco Slush Pump 


CHECK THESE HY-VO BENEFITS: 
Dependable, economical Morse HY-VO is ideally suited to 


Longer service life meet heavy-duty service demands of customers. The high 
velocity characteristics of HY-VO make it an efficient, com 


pact drive which can be used either as original equipment 





Easy to assemble, install, 


and service ~ 39 
or in conversions. This field-proved power transmission drive 


Speeds up to 8500 fpm is sold through Morse distributors. For further information 
| on HY-VO Drives, plus the complete line of Morse Precision 


Transmits up to 5000 hp Built Mechanical Power Transmission Equipment, write 
today to: 
: : MORSE CHAIN COMPANY, 
Less vibration, less heat | INDUSTRIAL SALES DIVISION, 
| ITHACA, NEW YORK. 


MORSE,’ FR cuams. courrines. 


Saves weight and space 








AND CLUTCHES 
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Manufacturers’ 


New... 


Training Programs « Displays « 





The Kit from Boice-Crane 


ram Co lolede om has 
1 out a new kit containing 


sales aids to industrial dis 
tributors. The simulated leather port 
folio contains 15 items to help dis 
tributors 


Master M 


firm's new 
tilting ar 


( rare 


ther 

tured by 

into the f 
pr nted explanati 
can put ca h of the 
to work 
folder 


mnouncing the 


itcms 
The 


decal 


contains a window 
distributor as 
dealer, d 


in authorized Boice-Crane 


winter card, a large comparison chart 


wall For dis 


sam 


for pinning on the 
tributors 
Boice-Crane ad 
stuffers 


using metered mail, a 
shown 


of the 


ind i 


slug is 


ple 
Envelope preprints 


firm's national advertising, 


brochure on the new arbor saw ar 


ilso included. There’s a photographic 
blow-up for wall us 

For distributors interested 
newspaper advertising, the 


tains three ad mats and 


120 


And in distributor wishes 
to get newspaper publicity, a prepared 
press release and photo is included 
A sample letter has been 


drawn up to assist the distributor in 


Case a 


dealer's 


beaming a direct mail campaign. Pack 


wwe inserts and a “broadside” com 


the 
distributor 


nlete issortment 


The 


to coincide 


Campaign 1s timed 
with Boice-Crane’s na 


tional advertising program 


Carboloy Increases 
Prices on Carbides 


Carboloy Dept., General Electric 
Detroit, has incre 
carbide 
blanks. Price changes will 
carbide tools and blanks 
newly-established gr up 

These include grades 44A, 
55A, 55B, and 779 under Group 
| pT ides 78. TSB. 905. 190 un 
der Group Il, and 350, 370, 831, 999 
7B, and 907 
currently in 


sTOUp ] 


ised prices 5 to 


0 on its metalcutting 


t ind 


ls 
ipply to the 
under three 
ings 
S83 
ind 


under Group III. Prices 
effect on grades falling 
will continue with 


standard 


under ( 


out change, including ind 


special blanks, standard tools, masonn 
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Group 1] 


indard an 


bits, standard d 
Prices on gt 
will go up to | 
special blanks Standard tools 
this group, however, will 
5% In Group III 
special blank prices on series 300 
grades will go up II with 
on standard tools in this series in 
creasing only 5 Other grades in 
Group III will increase 5 to 2 
depending on the grad 


under 
increase only 
standard and 


pric cs 


Babcock & Wilcox Program 
Designed to Aid Salesmen 


The Babcock & Wilcox’s Tubular 
Products Div., Beaver Falls, Pa., has 
provided distributors with a compre 
hensive sales training program designed 
to better equip distributor salesmen in 
helping to solve their customers’ spe 
cific stainless tubing problems In 
stituted a year ago, the program has 
according to the met its 
objectives satisfactorily 

In addition to a portfolio 
distributor management and present 
ing samples of sales promotion and 
advertising available from B&W, a 
feature of the program was bi-weekly 
mailings of informative bulletins to 
distributor salesmen themselves. The 
three general cate 
tubing technolog 


company, 


sent to 


bulletins covered 
gories: stainless 
economics, and ap] 
Salesmen were also fi 
brochur ut g tl ntire pro 
llow to Make More Mone 
Selling Sta | ng and Pipe 
Be I 


ications 


mished with 


i 


ram 


terest en 


B&W ha 


technica 





Packages « Films ¢ Literature 





Hewitt-Robins’ Film Kit from Skil Demonstrates Drill 
Features Rubber Products 


Hewitt-Robins, Inc., Stamford 
Conn., has produced an 15-minute 
35-mm. slide film showing the ind: 
trial rubber products manufactured 
by the firm—conveyor and transmis 
sion belting, molkded rubber goods 
md over 1,000 types of hose The 
narrated film touches, also, 
ompany’s history and key personnel 


SKIL CORP.. Chicago, has developed a new sales kit to help distributor salesmen 
d nstrate its Model 75 drill. Devised by Skil’s branch manager Bob Morse, thx 
kit holds a working model for actual demonstrations and components of a second 
drill to show its working parts. Ea h kit has a dupli ate chart card inside cover for 
replacement purposes. Above, Skil’s vice president in charge of sales, Paul Watts 


d sales manager, Robert Melius, study kit 





cons 00 no. 20) featuring its new line of 
PER 


Lufkin Brings Out . . ; “Precision” spindles for grinding, bor 
Three New Catalogs PRECISION SPINDLES ing, drilling, milling, routing, and 


The | ufkin Rule Co igina other kinds of work he ids : he cata 

hy) has brought out three ev Pe, 2 leg includes details on machine tool 

“ts atfachments, including slides, feeds 
1 general catalog ' ' » 


are “ traverse, and tables. ‘They also pre 
d ip 
sent a group of illustrations of custom 
= bhilt spindles for all types of indus 
ivi trl 7 Vil 
try ‘ 
s pocket-size, with 160 page 


ited with sectional drawing app! 


; . - — 
tion photos, charts, and referen 3 
’ 


[he tape and rule catalog (n , Brightboy Catalog Rounds Up 
104), also 160 pages in length, cor tte STANDARD seca wo Data on Grinding Wheels 


ers the firm’s complete line and 
livided into sections devoted to steel Brightboy Industrial Div., Weldon 


ipes engimecrs tapes, oil-cagineg Robert Rubber ¢ Des Newark N ] 

~ ete | . Standard Electric Catalog - ‘ = a * 7s te: 58 

he general catalog 0. 14) con . : illustrating and describing its entire 
a Features New Spindle Line . ¢ 


the two foregoing catalo line of rods, blocks, discs and sheel 
side-stitched volume with a paper Standard Electrical ‘Tool ¢ for de-burring, finishing, and polish 


vcr innati, has published 1 new g Contimued on page 16 
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How Bostwick-Braun Built Almost 











s bocked up by complete wore- 





Dominant floor display of Delta line 
house stock of Delta Power Tools and accessories ot Bostwick-Broyn, 


Mr. BR. M. Shonnon, Vice President, The Bostwick 


Broun Company, who directed merchandising effort 


thot resilted in ovtstanding Delta volume during 


first yeor 


Bostwick-Bravn maintains facilities for complete ond prompt 
ts large building of the corner of Summit 


cyvsfomer service 


end Monroe Streets in Toledo, Ohio 








$100,000 DELTA VOLUME 


in first year! 


When growing market potential in a given area justifies greater sales 
coverage, Delta adds carefully selected new distribution. One recently 
appointed Industrial Distributor was The Bostwick-Braun Company, 
Toledo, Ohio. This is how Bostwick-Braun built a volume of almost 
$100,000 on Rockwell-built Delta Power Tools in one short year: 


1. AMPLE STOCK AND 
DOMINANT DISPLAY : 


“We let you write your own ticket 
as to what items we should carry in 
stock,’’ said R. M. Shannon, 
Bostwick-Braun Vice President. 
“We tied no strings to anyone, nor 
did we put a limit on the amount of 
our investment. This, however, has 
proved one of the best assets in building 
our business as we had adequate stock 
on hand to take care of the orders that 
we received.” 

In addition to carrying a complete 
and adequate stock, Bostwick-Braun 
also maintains a dominant display 
of the Delta line on its sales floor. 
“A man interested in a drill press, 
for instance, may often buy a belt 
finishing machine—if it’s there for 
him to see and for the salesman to 
demonstrate.” 


2. THOROUGH SALES 
TRAINING : 


“After getting a stock in our 
warehouse,” says Mr. Shannon, “‘we 
immediately set up with our Delta 
District Manager three separate 
sales meetings. Through these meet- 
ings, and with the cooperation of the 


entire Delta organization, we con- 
vinced our Sales Department that 
they really had something to sell. 
And you may rest assured that we 
are going to have additional training 
meetings on a continuing basis.” 


3. AGGRESSIVE SALES 
FOLLOW-THROUGH : 


“At first,’ Mr. Shannon reports, 
“about 35% of our outside sales 
organization sold about 75% of the 
volume. But through continuous ed- 
ucation and stimulation, the entire 
sales force is now thinking and 
aggressively pushing the Delta line. 
And they're all making money on it.” 


THE RESULT: During its first full 
year with Delta, Bostwick-Braun 
did almost $100,000 in Delta Power 
Tools, even though “for the first 
nine months of the year a great 
many of the larger companies made 
no capital investment. It proves to 
us that if a salesman will talk Delta 
and make calls, he is bound to get 
results. 

“We feel sure that our second year 
will be at least a $100,000 year on 
the Delta Industrial line!” 


Bostwick-Braun’s experience with Delta bears out what other Delta 
Dealers have proved through the years: When Delta Quality and acceptance 
are backed by dealer service of equally high quality, the result is bound to 
be ever larger and more profitable sales. Delta Power Tool Division, 
Rockwell Manufacturing Co.,634-F N. Lexington Ave., Pittsburgh 8, Pa. 


DELTA QUALITY POWER TOOLS 
Another Product by Rockwell 


DELTA QUALITY MAKES THE DIFFERENCE 
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Three Firms Report Good ist Quarter Business 


Three LIST? ror hrm two n th West ¢ oast and on n the Northeast 
have chalked up increased sak f ings for the period ending April 1. 

> Ducommun Metals & Supply Co Angcles, had the highest first 
College Scholarships warter sales earnings and empioyme: the aan T° soe 




















Republic Supply to Give 


lhe Republic Supply ( ry Presid nt Charles E. Ducommun 

for | . } old stockholders at the annual meet 

hip awards in memot ng recently. Sales for the first thre« 

W Gate Mel fee oe nonths of 1955 totaled $9.235.5] Ducommun reported Branches in 
. 1 with $7.669.616 for th Phoenix, Ariz., and San Diego, Calif., 


mMpared 


r via has establishe« . . 
multiple plant operation, President 


nt nd 


gcnictra 
en with the vear. Net income | Were placed in operation, and a ware- 


cholarships, which is $3 0 fo carter. ¢ house was purchased in Berkeley for 
vith the fal ired 5.597 in the first quarts the ompany s new Northern Califor 
; nia Division, slated to open about 

N.Y. President Fred July | rhe firm now employs 725 

Ducommun said improved 
techniques for the manage 


: tox nd 
bookings for the ne 
ment team are being produced to 


f Svracuse Supply Ci 


vear were about the 
1954. but pr vide for decentralized operations 

ae He cited the firm’s profit sharing and 

mp 0 

retirement trusts, which now total 

more than $2.40 00, as aids in re 

taining experienced t members 
All Ducommun di rs and ofh 


were re-clected the annual 


in} 


ent ct 
Angel 
7,309 from 
$51,725 for | 
nded March | ™eeting 
increase of 
Seaway Business Expected 


President Scott of Syracuse Suppl; 
told stockholders the company had 
sek ge completed ilterati ms at its Massena, 
N. Y., branch and sharp gains in busi 

ness were expected from St. Lawrence 
Sscaway activity i firm also reno 


New Order Index Hits Two-Year High vated its Schenectady, N. Y., branch 


1954 made 


ish iandle indus 


md machine tools in 


ind New England 
ted at the mecting 
tt, Carlton Bates 
Albert B. Mermill 
| Walter H. Scott 


} 


NEW ORDE? INDEX | , ; ; Excess Profits’ Demise Helped 
INDUSTRIAL SUPPLIES 
AND MACHINERY The Garrett management said 
be nn > profit before taxes for the nine months 
el e “Pe04 ending March 31 was about one-tenth 


eodevese : oa 
atebetese =e : . 
Pa **ece* i | of one percent wer than the previous 


| trem June 'S! te July “5? 


Pod 
E period, but that provision for taxes 


had decreased by $401,202, due 





FEDERAL BESERVE IOUSTEAL 
PRODUCTION INDEX 

47 (88F bogs ~ 

} 


largely to the elimination of the ex 





cess prohts tax 


| 
; 
AMERICAN SUPPLY & MACHY. MFRS. ASSN The Carrett d cone sosentie on 
il 





nounced sale of additional common 
stock to provide new capital funds of 
about $7.00 00 for the consolidated 
companies, which include several man 
ufacturing operations in the aircraft 
held in addition the supply com 


1952 1953 54 





pan 
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Three outside salesmen voice opinions on. . . 


Do Women Make Good Supply Salesmen? 


Clayton C. Kaiser, Factory Supply Co Edward FE. Murphy, Cutter, Wood & H. C. Williamson, Knight & Wall 
Muskegon, Mich., says 


Sanderson Co., Cambridge, says . . . Co., Tampa, says 


not think women would mak« es and no. Yes, provided she knew 
salesmen in our field. When it 


trial salesmen for certain nes t 


c 


tude, women would : products, and how they were applied 
plugging taps, files, grinding But, selling industrial supp! isn't 
they d be handling ] 


’ ucy 
é ind the vast range of industrial simply a matter of « illing 
pplies, a woman would be lost rs 
edge required It would be a tough job. Much of | sold, 
¢ seeti } 


ing is done out in th lant be 
uitside but could h , iT most 


on custom 
Following through on products 


getting an idea of what could 


“= 
sokd, the good salesman 


plants wouldn't allow 1 lot of “rough-and-tumbk 


yman back in the shop nen on important jobs 
x/mit you do run into Tempers aren't always <« 
en buyers of industrial sup; vhen things g 


go wrong. A man 
hey're exceptional. Maybe ff with an advantage, having 


x cptional women wi ild ti y+, that sort of stuff. | 
1 woman ft ympete in this sales field, but 
1 n , } 


nformatio 


hink women might have som 


ow mK \ enstbilities 


Canadian Conference Led by ID Editor Henry Disston & Sons 


leg New President 
Monts, P. Q., Canad Elects ‘ I si 


la 
tham, Simpson Limited, Mont Johy D Thompson ha been 
management consultants, sponsor lecte president of Henry Disston 
two-week program, Canadian & S Inv 
nterpart of the numerous execu Disston, Jr., 
training programs which have of the board 
ing up in the United States over S. Horace Disston, 


past several years Purpose of the hairman, ha 


succeeding Jacob S$ 
newly clected chairman 


former board 
retired from the chair 
ung program is threefold: to im manship after 55 vears with the 


mm executive's performance in pany but wil mtinue as a director 


com 


ent position, to give him addi 1 the future 

new skills in making him a Mr. Thompson had been executive 
technician or manager, and to vice-president for the past two years 
him for greater responsibility After graduating from Yale University 


The participants in the program n 1925, he spent 13 years in the 
’ 


oncentrate in any one of six tee] division of The Stanley Works 


sic areas of study. Dr. Crowder is | and in 1940 became works manager 


. responsible for those who elect sales of John A. Roebling’s Sons Co He 
Walter F. Crowder 
elected vice-president in charge 


nagement as their area of con 
Walter F. Crowder t ition In addition to the of operations at Roebling in 1946 
INpusTRIAL DistRisut! ’ turer t elected ivr inten ud jacob S. Disston, Jr., grandson of 
nd group discussion lead t ich member of the conferen ré the founder of the 
Tenth Annual Management ( 1 to take a wide range « Disst 


ence recently at Lau 


company, joined 
He was elected presi 


management ftraiming nf 
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Allen Mfg. Holds Training Program 


manufacturer recently held a training course for distributor repre- 


v England and Canada 


Simonds Abrasive Holds Training 
cocoa | 


I'welve distributor representatives 
recently attended a three-day course 
given by The Allen Mfg. Co. in Hart- 
ford, Conn 

Attending were Charles E. Cahill, 
Jr., C. E. Cahill & Son, Stamford, 
Conn.; Melville Campbell, Carlisle 
Hardware Co., Springfield, Mass.; 
Frank Cragg and Harold Smart, Galt 
Machine Screw Co., Toronto; Austin 
4 Toole, William K. Toole Co., 
Pawtucket, R. I.; Laurence A. Vars, 
Cars Industrial Supply, Mystic, Conn.; 
Kenneth Harding and Richard J. Car 
roll, John R. Parry Inc., Boston; 
Charles W. Wells, Ideal Machinery 
& Supply Co., Plainville, Conn.; 
Robert V. Hoey and Kenneth Swan- 
ston, Waite Hardware Co., Worcester, 
Mass. and Douglas G. Johnson, The 
F. Hallock Co., Derby, Conn 


Course 


Simonds Abrasive Co. recently held 
a three-day Sales Training Course for 
17 distributor representatives at its 
Philadelphia headquarters 

Attending were: Horace Barbee, The 
Smith Bros. Hardware Co., Columbus, 
Ohio; Harold Van Auken, Harold Van 
Auken Mills Supplies, Elmira, N. Y.; 
Bill Carver, Mad River Supply Co., 
Springfeld, Ohio; Howard Brown, 


| Herr & Co., Lancaster, Pa.; William 
| Wichman, Merritt Tool & Supply 
| Co., Bay Citv, Mich. Lawrence |] 


t three days with Philadelphia firm 


Distributors Attend Deming Pump School 


Lehnemann, Jo \. Battle & Co., 
Manhasset, | I N. Y.; Robert 
Hewitt and C. N. Johnson, Heim’s 
Machinists’ Supply, Rockford, II; 
George Nemevyer, Edward Hubbell, 
ind Manuel Swails, Central Rubber 
& Supply Co., Indianapolis; Bert 


| Hertzog, Quillman Hardware & Sup 
| ply Co., Norristown, Pa.; Francis J. 


| McCarthy, Alden Supply Co., Phila 
| delphia; Dick Jolley, Jolley Industrial 





Supply Co., Franklin, Pa.; R. S. Hen 


rv, General Industries Co., Chatta 
nooga, Tenn.; Robert J. Ensworth, 
Cutting Tools & Supplies, Inc., Pon- 
tiac, Mich.; and Frank Welch, Electra 
Supply Co., Poughkeepsie, N. Y. 

W. L. Kenagv, Simonds Abrasive 
vice-president, and Ted Rowlands 
acted as host for the delegation 


Rockwell Opens Plant 


Some of the 41 distributor representatives who attended the Deming Co.’s 39th 
School of Practical Hydrau t vat vorkmen prepare an nd-suction 


trifuga n the testin 
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Rockwell Mfg. Co. opened its new 
81,500 sq tt. water meter plant in 
open-house ceremonies in Union- 
town, Pa., recently. The plant em- 


| plovs 250 persons. It produces all 
| the company’s domestic water meters, 


sizes # to 14 in. outlet diameter 





Firth Sterling Distributors Attend Classes 


len distributor representatives, in 
cluding one woman, attended a re 
cent session of the Firth Sterling Dis 
tributor Training School in Pitts 
burgh 
Marge Gruoner, who sells for Scho 
ber Tool Co.. Detroit. was the first 
woman to enroll in the school 
Others attending were Osmond 
Harrington and John Murray, Barker 
Chadsey Co., Providence, R. L,; 
Robert Nagel and Robert Beal, Mau 
Sherwood Supply Co., Cleveland; 
Walter Schober and Marton Kroell, 
Schober Tool Co.; Robert Bendtzen, 
Martin Mill Supply Co., Stamford, 
Conn.; and Clifford Pearson and 
Carl Seidl, U. S. Steel Supply Divi Recent session of Pittsburgh firm’s training courses included first woman t 
Pittsburgh the school, Marge Gruoner, who sells for Schober Tool Co., Detroit 


Lunkenheimer Holds Distributor Session 


ntv representatives from dis 

firms in the East and Cen 
tions of the U. S. and Can 
ttended a recent two-da' on 


rence at the Lunkenheimer Co. in 


ittend 


; 
n 


innati 
Attending were: J. M. Gree 
emett & Wright, Ltd lor ; 
red Bennett, Anguish & Whitfield 
srantford, Ont.; Ewnar Olsen, War 


Sunply Co.. Chicago Jack 
md Henry Olson, Lind 
nghem, Bensenville, IL; 
Broadus FEllitson, Clai 
Moardre and P. H. More, Caro 
Supply (¢ Greenville 
\W N ls mn ind Robert 
Duncan Co., Minneapol red , 4 
Distributor sales representatives from seven states and Canada recently spent two days 
J The Judd ( istini, -. * . 
at Lunkenheimer’s Co.'s Cincinnati headquarters 


W illiam R m 


lane. Prank Self’ FI Des,|  Garboloy Opens 1955 Distributor School 


rank 8) Wingfield 
( Richmond 
Hoats and Jame 
H. Tavlor Co 


Sanson & Rowland 
Elects Officers 
Aaron I. Sanson III 
lent of Sanson & 
» the epnemenenta seem 
fficers named 
ice-president am 


ibv, v Carboloy Department of General dustrial Supply Co., Milwaukee; M. A 
ird W Goodby. s¢ 


tric Co. held the first of its 1955 Breault, Sager-Spuck Supply Co., Al 
manager; James G. Pepp ; tributor school sessions recently in bany; Tod Dessoir, Austin F. Logan 
cretary, and J. Robert Lew troit Buffalo; G. K. McKee and R. W 
tant to the treasurer Herb Ihnig presided. Among those Thomas, McKee Tool & Supply Co., 
Directors chosen were Mr. Sanson nding were Earl Jenkins and John Lima, Ohio; and William Bokram 
H. Goodby, Thomas A. R nd | O'Connor, Screw Machine Supply Ray Sullivan and Robert Bokram, 
A. Irvin Voss ( Chicago; Jack Gunst, Rickert In- B-H Tool & Supply Co., Detroit 
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Chicago Hucksters Celebrate Sth Anniversary 


nrad Wining and dining are Pat Fitzharris 
Chet Gaudian, Supreme Products 
n Supply Co., and Al Kojeis 
st Secretary George Mattusch 


n coffee 





Western Michiga 


Western Michigan Coll 
imculum in industrial | nounced 

ficial 1 College officials called the program 

one more in the growing areas of 


n Plans Distribution Course 


as OT rangements for this work, it was an 


industrial arts and vocational-indus 
trial and technical education at West 
ern Michigan College, as the regional 
ollege works closely with the growing 
ommunity to serve its needs.’ 
Besides the many basic courses 
offered. in such areas as industrial 
the announcement stated, “the 
offers related curricula in 
ition iutomotive trans New Jersey Firm 
pip = i ie Has New President 
ir area stu Fred List has been elected president 
positions in | of Grayson-List & ( Secaucus, 
ontinu N. J., following tl resignation of 
Sol Grayson, co-partt nd founder 
of the frm with M 
Detroit Supply Co. Mr. Grayson is no longer associated 
Elects Weiss President with the organization in a1 ipacity 
He is now preside: >leason 
Detroit Supply Co., Albany, N. Co.. New York Cit 
is elected Samuel B. Weiss as presi 
nt and treasurer succeeding A. W.| Million Dollar Loss 
This the second Nathan, whos retiring 
United States to set up a ri Mr. Weiss has been with the auto 
specihcally designed for lustr motive and industrial supply firm 25 A six-hour fire swept through the 
supply industr larkson lleg vears. Mr. Nathan founded the com four story Marshall-W Ltd. build 
f Technology, P ' be pany 36 years ago with the late Harry g in downtown ( Alberta, 
gan an industrial bt irricu Raab and Harry Weiss. now retired recent! leavi im estimated 
lum last year I he mpanv has branches in Troy 1 mull dollars 
Western Michig off ener i Amsterdam Pough SIONS ated the blaze 
distributor associatio iy cepsi > Falls, Kingston, One 1 si mes in the ai 
im advisory committe h nd Pittsheld. Mass 1S 1] ms exploded on the top 
faculty with the new program r officers clected were: Sidney or, wher housands of gallons of 
ummer of practi ly r han rs ice-president: Jacob paint were stor i The intense heat 


f studer s second vice-president; Eu drove firemen from their ladders and 


Fred List 





In Canadian Fire 


rence will be required 
the study pattern, and the associ ’ han issistant treasurer; water played fr he t P of ladders 


expected to help make a1 ind Sylva Raab, secretar vaporized before reached its target 
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The Electric Powere 


Descriptive Data About 

The Yale Load King 

Electric Hoist 

Capacities &, 5. \. 1, 1's 
tons (other Yale Hoists 
available in capacities from 
% to 40 tons). 
Automatic, self-acting load br ake 
Cool running A.C. or D.C. motor 
Available in wire rope or chain models 


does big hoisting jobs 
at low cost 


Prospects become customers when you 
tell them about YALE Hoist features, like 
those listed below. And, you can easily 
find . . . in the complete YALE line... a 
Hand or Electric Hoist to fit the needs of 
everyone you call on. 


Whatever YALE Hoist you sell, you 
know the purchaser is getting a trouble- 
free tool . . . developed after years of 
research and testing . . . built to highest 
standards of quality and performance. A 
smooth-running Hoist means a satisfied 
customer...ends unprofitable service calls. 


Equally important, you... as a Dis- 
tributor of YALE Hoists . . . benefit from 
the tested advertising program that tells 
the YALE story to every Hoist prospect 


on your list. 


YALE 


INDUSTRIAL LIFT TRUCKS 
AND HOISTS 


Lug. trolley, and hook suspension Also motor driven trolley 
Push button contro! for easy. one hand oper ation 


*Reg. U. S. Pat. Off 


d Yale Load King 


GAS, ELECTRIC, DIESEL & LP-GAS INDUSTRIAL TRUCKS - WORKSAVERS - HAND TRUCKS + HAND & ELECTRIC HOISTS «+ PUL-LIFTS 
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Price Index for 19 Product Classes 


(194749—100) 


% Change 
Mar. Feb. Mar. From 
NAME OF PRODUCT CLASS 55 55 °54 Year Ago 


Abrasive Products 117.2 117.2 116.9 -O.3 


Cutting Tools 126.0 125.8 121.6 + 3.6 


Fans and Blowers 143.6 143.6 143.7 0.1 


Fasteners 155.6 155.6 153.9 +1.1 
Incandescent Lamps 147.2 147.2 136.9 
Industrial Rubber Products 135. 135.7 127.6 
Lubricants l. 72.4 
Materials Handling Equipment 133.8 


Mechanics Hand Tools 145.5 138.2 


(Files, saw blades) 
Metalworking Accessories 137.6 130.5 
Motors 109.6 117.2 
Paint 113.1 112.8 





Portable Power Tools 120.8 118.2 
Power Transmission Equipment 135.7 133.1 
Precision Measuring Tools 125.8 120.0 
Pumps and Compressors 133.3 131.9 


Steel Products 144.7 140.9 


(Pipes, bars, nails, wire rope, etc.) 
Valves and Fittings 134.4 131.6 


Welding Machines 129.4 124.3 
(Equipment, rods) 


Total Index 131.7 128.6 


Source: Bureau of Labor Statistics and Industrial Distribution 
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It’s Lyon by a landslide in a recent prefer- 

ence survey among executives in companies 

throughout the country. They gave Lyon 

five times more first choice mentions than 

the second highest manufacturer ...and 

Th ey voted twice as many as the next twelve combined! 
A nationally known research company com. 


ee 99 piled those figures by asking key men in 5,000 
companies this question: 
“If your company were in the market for 


steel equipment such as steel shelving, lock- 
ers, work benches, shop boxes, etc., what 
manufacturers would you consider?”’ 

Your nearest Lyon Dealer offers the world’s 
most diversified and most preferred line of 
quality steel equipment. (A few items are 
shown below.) Equally important, he can 
show you how to get the most out of steel 
equipment in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 653 Monroe Ave., Aurora, Ill. 
Factories in Avrora, lll. and York, Pa. 





a ' . 

RA a 

| STEEL EQUIPMENT 
3 = we ¥ fi 

















A PARTIAL LIST OF LYON STANDARD PRODUCTS 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Py 


Fi 
NOS 


Couplers 


Remain Airtight 
Under Air Pressure 


] " 
) ipicr 
proportion 


ilve, made of 


i oupler 
teel, gives higher lume al 
ouplet ] linked t om 
yurce with hose or tubing 
is attached to aur-operated 
| 11) i 
ier and nnecto! 
it need of twisting or tu 
Available in a wide 
ind inlets, 
mnector in 


hin inhy Piven CT 


in three series, all « yupler 
be used inter 
ibly wit 
will ft many other make 
Aro Equipment Corp 


For Tunnels, 
Underpasses 


tem p< 
I 





Ih flect 


idluminum Over as 


led acrylic plastic 
f with the make 


l'12/CW/RS or 72-in T12 slim 


‘ , 
lamps, it can be upplied to a 


two lamps of these 


nl date on 
I | 


Westinghouse Electri Corp Pitts 
rol 


Pri 


Cutting Machines 
For All Shapes, 


Types of Materials 


ha hine 


need 
Th 
cutting 


rpin 
pu 
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whilk mn 
some of 

commodate 

top width 


ird bores 


ind 4 35 1 


length of 
Lovejoy 
Chicago 


Benders 


Variable Speed, 
Easily Installed 
r d pulley, said 

» 1 at trom 


innounced. 


nanufacture 


2}-in 
belt; stand 
13.1 max 


itch diameter 


Coupling Co 


For Hard Or 
Soft Tubing 


Dot” tube bend 


for such tubing as 
stainless steel and 
; 


been an 


ide type, 

to slip the 

it exact place 
claimed 


keep tub 


nanufacturer 








TODAY 


PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





can be made to any an 


deg without adjusting 


Each bender | 


IS 
vender vandk 
of tubing: b 
from I 


to 
t 


iT 
i § 


mders are a 
oo EX t 


in nominal 


sizes 
D. tubing (4 

Benders 
g have long pipe 


Phe Brass Mfg. ( 


ni 
Q : 
IZCS ind ,71n 
handl 


Imperial 


ew tape can satisfactorily by applied 


in temperatures as low as zero de 


es | 
Scotchrap” pipe insulation No. 50 
) mils thick for wrapping httings 


wh 


maximum ; conforma 
s necessary. No. 51 is 20 mil 
for straight-ran wi 
n be obtained in 
ntaining e:ther four or cight squares 
100 ft.) depending on tape 
me in 100-ft. length 
6, 8 and 12-in 


Vaniufa 


revel 


ping 


carton lots 


Quad c 
vidth 
ind in widths of | 

\linnesota Mining 
Co., St. Paul, 


Rolls « 


and 
\Vlinn 


furime 


Band Saw 
Can Be Used Free 
Hand In Any Position 


portable, Mod 


Lubrication System 


Incorporates 15-Ib. 
Capacity Reservoir 


Completely 
rta-Band saw, is said to | 
utting capacity up to 3 
Weighing 16 lb the 
74-in. high 74-1 wide and , 
Housing is d » » 
un 


silabk 


] ) 


sitive, high pressure cent 
controlled lubricat 


Wi I 


] 


| 
LACIE 


t | 
i hin 


\l 


Pipe Wrap Tape 
Increased Adhesion 
and Conformability 


Lari 





) the mal 


FOR AN INDEX OF THIS MONTH'S NEW PRODI 


bearings while machine 


or idle, has been announc 
A few stroke 
lubricant 


a single lin 


rorees under 2 
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Available 


from complete stocks carried at branch 
warehouses in New York * Detroit * Cleve- 
land * Chicago * Dallas * San Francisco 
Los Angeles and at the Winter factory in 
Rochester, Michigan. 


TAPS 


Hand Taps 

Machine Screw Taps 

Chip Driver Taps 

Nut Taps 

Pipe Taps 

Pulley Taps 

Nib Taps 

and various types of Taps for Special 


Applications 


GAGES 


A complete line of Plug and Ring Gages, 
Threaded and Plain 


DIES 


Adjustable Round Split Dies 
Hexagon Rethreading Dies 
Solid Square Bolt Dies 

Solid Square Pipe Thread Dies 


All Winter advertisements soy 


~ PHONE 
‘9 ad 
9 3 YOUR WINTER 


Wer \ DISTRIBUTOR 


WINTER BROTHERS 
COMPANY 
Rochester, Michigan, U.S.A. Distributors in 


principal cities. Branches in New York * Detroit 
Cleveland * Chicago * Dolles * San Francisco 


Los Angeles 


Division of National Twist Drill & Tool Co 











Dependable, currine svees 


THAT CUT YOUR CUSTOMERS’ 


cosTs 


National Milling Cutters and Hobs, like the other products in National’s com- 


plete line, give excellent production and long wear. 


PHONE YOUR 
“ NATIONAL 
Milling cutters also available with carbide tips. 
wr) 


B DISTRIBUTOR 
NATIONAL TWIST DRILL AND TOOL COMPANY Rochester, Michigan, U.S.A 


Distributors in principal cities. Branches in New York 


All National advertisements say 


Detroit « Cleveland « Chicago « Dallas * San Francisco «+ Los Angeles 
wist Drills @ Reamers @ Counterbores 


e Milling Cutters @ End Mills @ Hobs © Carbide Tipped and Special Tools 








’ 








NATIONAL | 


TWIST DRILL 








Millions know where this 
famous speedway can be found... 


AVMG33dS SITOdYNVIGNI 


Find Your 
| Nearest Distributor 
In The 


‘Yellow Pages’ 


B UT do buyers of industrial equipment know where your 


business is located . . . what products and parts you carry? 


Advertisers of branded industrial 


You make certain they will when you advertise under products ore using this emblem 
to tell buyers where to find their 


proper headings in the "Yellow Pages’ of your local telephone 


local distributors 











directory. 


The ‘Yellow Pages’ are within easy reach of purchasing 
agents 24 hours, every day in offices and factories all over 
town. They reach new plants .. . and remind old customers, 
too. Put this famous buying guide to work for you. It’s eco- 


nomical, and it gets results! 


There's a trained Classified directory representative who'll gladly show you how other advertisers 
are using the ‘Yellow Pages’ profitably. You can get him by calling the Bell telephone business office. 
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A MESSAGE TO AMERICAN 


INDUSTRY ONE OF A SERIES 


TO AMERICAN BUSINESS... 


Thanks for Taming a Wild Horse 


This is a message of appreciation to Amer- 
ican industry. The occasion for the message 
is the completion of our eighth annual McGraw- 
Hill Survey of Business’ Plans for New Plants 
and Equipment. 

To a considerable degree, our apprecia- 
tion is personal. It goes to the companies 
whose cooperation made our survey pos- 
sible. Twice as many companies as in any 
previous McGraw-Hill annual survey carefully 
answered our questions about their plans to in- 
vest in new producing facilities. They gave a 
great deal of expensive time to the job. The co- 
operation of these companies, which employ 
nearly eight million workers, put the results of 
our survey on the firmest footing, in terms of 
coverage, it has ever had. For this cooperation 
we are most grateful. 

But our appreciation is much more than 
personal, It extends in even greater de- 
gree to the kind of planning of investment 
in new plants and equipment which our 
survey revealed. The nature of this plan- 





A full report of the results of the eighth annual 
McGraw-Hill Survey of Business’ Plans for New Plants 
and Equipment will be sent to anyone requesting it 
from the Department of Economics, McGraw-Hill Pub- 
lishing Company, Inc., 330 West 42nd Street, New 
York 36, N.Y 
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ning holds out promise that American in- 
dustry is on the way toward bringing under 
control what historically has been one of 
the most upsetting forces in the American 
economy—the violent fluctuations in busi- 
ness capital investment. Progress in ironing 
out these fluctuations gives occasion for public 


gratitude. 


Very Good Business News 


The part of our surveys that attracts the wid. 
est interest is the news they give about imme- 
diate business prospects. And this year the news 
is very good, The survey results indicate that 
American business as a whole plans to invest 
$29.5 billion in new plants and equipment this 
year. That is 5°~ more than was invested last 
year, and a new high for any year. 

Plans for the years 1956-1958 are also re- 
markably encouraging in terms of the amount 
of investment in prospect. American business 
reports that it is already planning to spend with- 
in 3°% as much for new plants and equipment 
in 1956 as in 1955. In the past, the expenditures 
planned for future years have always been 
sharply lower than those planned for the cur- 
rent year. This is understandable enough. It is 
sometimes impossible to anticipate all the ex- 
penditures that will be necessary a year or more 


hence. Thus the fact that plans are already made 
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to spend almost as much in 1956 as this year is 
very good news about business prospects. The 
level of investment now planned for the years 
1957 and 1958 is also remarkably high — far 
higher than ever reported for years that far 


ahead in previous McGraw-Hill surveys. 


Taking the Long View 


The fact that these plans exist is of im- 
mense constructive significance. It clearly 
indicates that more and more, and now 
in dramatic degree, American business is 
taking the long view in making its plans 
for capital investment. It is developing a pro- 
gram which, if successfully carried out, will go 
far toward eliminating the habitual, destructive 
surging and sagging of what is in effect the 
central power house of our economic system — 
capital investment by business. Upon the level 
of this investment depends not only the general 
state of our prosperity but our progress in rais- 
ing the American standard of living with new 
products and new and better industrial proc- 
esses, 

Seven years ago, when we first asked industry 
to estimate its capital spending beyond the cur- 
rent year, only a small minority of companies 
could give us any estimates at all. This year, 
87°. of the cooperating companies—and it was 
a far larger number of companies—could com- 
ply with our request for estimates for the years 


1956-1958. 


it Pays to Bet on Growth 


\ number of developments help explain the 
increase in long-range planning of capital in- 
vestment. One is the increasing technical com- 
plexity of American industry. It often’ takes 
longer, in this complicated age, to work out a 
successful installation of new plants and equip- 
ment. Another reason for long-range planning 
is American business management's increasing 
conviction that it pays to bet on the demon- 
strated capacity of the American economy to 
grow over the long pull. With this goes a cor- 
responding determination not to let short-term 


business fluctuations upset individual company 
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plans for growth through addition of new plants 
and equipment. An additional factor, and one 
of great and increasing importance, is the sense 
of public responsibility on the part of American 
business leaders who want to help prevent de- 
structive swings in the levels of new investment. 

It cannot be too strongly emphasized 
that there is still nothing automatic about 
the carrying out of these long-range plans 
for business spending. Actual expenditures 
are still governed in major degree by the gen- 
eral health of our economy. This is fully at- 
tested by the fact that the current business 
recovery has led to a substantial upward revi- 
sion of the investment plans reported to us last 
fall when we made a preliminary check of plans 
for 1955. Either private economic excesses or a 
reversal of the recent improvements in federal 
tax policy could gravely upset realization of 
present plans. Fortunately, neither of these pos- 
sibilities seems to be an immediate threat. 

The very fact, however, that American 
business management has made these 
plans and will do its utmost to carry them 
out is a development of tremendous con- 
structive importance for the American 
economy. It means that major efforts are 
being made to tame what historically has 
been an economic wild horse—the process 
of capital investment by business. Both for 
doing it, and for telling us about it in our 
annual surveys, we extend to American in- 
dustry our sincere thanks. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nationwide developments that are 
of particular concern to the business and pro- 
fessional community served by our industrial 
and technical publications. 

Permission is freely extended to newspapers, 
groups or individuals to quote or reprint all or 
parts of the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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Index of This Month’s New Products 


ALLOY, BEARING LATHI 
Bunt g Br und Bron S Machine 
BELTING LIGHT 
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IN THE 


PROFIT 
COLUMN 


du MONT 
QUALITY TOOLS 


— the kind of tools that make money for you 
becouse they save time and money for your 
customers 


Winute Wau 
KEYWAY BROACH KITS 


—a “must” in every machine shop and every 
maintenance department, for cutting ony 
size keyway from ig" to 1” in any bore 
from %" to 3” — by hand in one minute, 


Winute Tan 
SQUARE BROACHES 


to meet the demand for stock brooches thot 
will finish cast or drilled holes in one pass 
available for 3/16" to 44" square 


Winute Wan 
MAGNETIC BASES 


for dial indicator gages, with new 
universal joint for 360° horizontal, 
180° vertical swing. Save set-up 
time, increase work occuracy. 
One sells another. 


du Mont H.S. Ground 
TOOL BITS, 


square and rectangular, with the 
balanced combination of wear re- 
sistance, toughness ond red hord- 
ness that outperforms ordinary bits 
and keeps users coming back for 
more. 





For complete information on these fast 
selling, high profit tools, get in touch with 


The du MONT 
CORPORATION 


GREENFIELD, 


Massachusetts 





abrasion wear down one ply, other plies 

NOW are unaffected and the belt is still 
useful. 

FKRIN Available in widths up to 60-in and 

aw, in five different weights corresponding 


to 2, 3, 4, 5 and 6 ply, Centerbound 


belting can be supplied in rolls or 
BIG BARREL =. 
Main Belting Co., Philadelphia 


Puller 


Removes, Installs 
Truck Axle Tubes 


A new 50 ton yuller t 
remove or install truck axle tubes and 
sleeves has been announced 

According to the maker, should the 
ixle tube be broken, an adaptor may 
be welded to end of the tube which is 
then pulled without disassembling the 
differential 

New tube 
damag r distorti 

Owatonna 1 
\linnesota 


Motors 


Suitable For Use 
Indoors or Outdoors 


. ] } , 
Mere’s @ now ples feature te help yeur A new hime of yeneral-purpose ball 
micrometer sales! All of the features and op- bearing polyphas« iotors im rerated 
tional choices of the complete new Lufkin BIG NI MA frame sizes 152 through 32¢ 
BARREL Micrometer line . . . plus a brand new, has been announced 
exclusive CAM LOCK. A flick of the thumb pro- he new type ! ors feature 
vides a secure and positive lock. Time-consuming corrosion-resistan i frames 
two handed" locking and the danger of errors contoured s5 hat oisture cannot 
through movement while locking are eliminated. oll on su nstruction 
It's an optional choice on all models that will sid to be mpletely dripproof 


} ’ 


interest your customers Provided with means for relubricat 


BUY JUFKIN TAPES © RULES © PRECISION TOOLS ne Sonn Se maton —f og 
THE LUFKIN RULE CO., Saginaw, Mich. pe, 
132-138 Lafayette St New York City 


St. Louis 
Barrie, Ont 





Te help you sell your services, Lufkin trode odvertise- 
ments will be carrying messeges similar to thet below 


SAVE TIME... 


Consult Your Industrial, Distributor 


@ He con supply most items immediately from his stock 


@ His knowledge of new tools and methods will help you 
operate at peak efficiency. 
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Safety Hook 


Fool Proof, 
Positive Locking 


safety hook has been added 


company’s line of wire ropé¢ 

Features claimed include: load can 
not be lifted without gate or yoke 
iutomatically locking; to open, hook 
must be manually pressed against a 

mpression spring 

The design is said to provide full 
throat opening and prevent hook from 
catching on projections or ledge 

Newman Mfg. & Sales Corp., Kan 
sas City, Mo 


Concrete Vibrator 


Portable, 
Versatile 
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rie ; a > 
cw mMICTCTC 1DTa 


has been introduced 
gasoline engine, mounted on 3¢ 
el base can be carried easil 
ghs 38 Ibs. The 


ith attachments for 


model can 


ding, wire brushing grinding 
pumping, drilling, firefight 

g, polishing 

feet of shafting, plus th 

ead, can vibrate all floor 
nd nearly all il] 


» tl 


} 


Chi 





A COMPLETE LINE OF 
DRILL CHUCKS 


Light and heovy duty chucks from 
Se to |-inch maximum capacities 
30 individvel models, both taper 
end threaded orbor hole chucks, 
in @ complete range of sizes. 


MEDIUM DUTY LATHE CHUCKS 


Precision chucks with bodies mo- 
chined from semi-stee! castings 
with 1% nickel content for extreme 
strength. Jows ore of special alloy 
stee!, properly hardened. Geared 
Scroll Chucks from 3 through 15- 
inch capacities. Independent Lothe 
Chucks from 4 through 16-inch 
capacities. Every Almond Chuck is 
fully guoronteed—a masterpiece 
of precision workmanship |! 


T. R. ALMOND MFG. COMPAN 
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Ut on the move! 


MANAGEMENT 
LOCATION 
SALES POLICY 


¥*& Yes, only the established Almond name 
remains the same! This new company is 
owned and operated by men with years of 
experience in building high precision machine 
tools. They fully understand the problems 
of the chuck user—and those of the progres- 
sive industrial distributor who wants to 
make money from chuck sales! 


PRECISION WORKMANSHIP, using the finest 
materials available, guarantees you that every 
Almond Chuck you sell will give your customer 
long, dependable service and lasting accuracy. 


PROMPT DELIVERY from our new central loca- 
tion is assured. From our modern suburban 
Cleveland plant—served by excellent transpor- 
tation facilities—we can make fast, often over- 
night, delivery to all points in the East and 
Midwest! 


ACTIVE PROMOTION! Regular advertisements, 
in such leading metalworking magazines as 
MACHINERY, MILL & FACTORY, MODERN 
MACHINE SHop, Too. ENGINEER, and others, 
are working for you. Every ad tells your 
customers to “See your industrial distributor 
—specify Almond Chucks!” 


FRANCHISE DISTRIBUTORSHIPS NOW 
AVAILABLE! Now is the time for you to “sign 
up”—and move ahead with us—as a fully-pro- 
tected Almond Distributor for your area. Get 
in touch with us right away if you'd like to sell 
and promote this “new”, complete—and profit- 
able —line of Almond Chucks. 


4610 BEIDLE® ROAD 
WILLOUGHBY, OHIO 
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CALDER ... the Dresser Line 


for Bigger Profits ... Easier Sales 


BUILT RIGHT—Best materials throughout etel 
steel cutters Right and Left hand Threaded Bushing: 


for Automatic Tightening 
t 


Convertible Jet 
EASY TO HOLO— Extra . Water System 
Weight well distributed I > GPH in hal 


for smooth handling 


Also CALDER Fine Diamond 
SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. in the w 


7049 North Prince Street . Lancaster, Pennsylvania im depths 


ompletel 





with g tank, and 


>>D>>D LETTHESEKEYS 22°") 8° 50 


t f ve and hitting 


OPEN UP EXTRA PROFITS FOR YOU! ween pump and tank. 
e Deming ( lem, Ohu 
Dees Sellers Proven Re ia 


peaters! Your customers — 





and prospects know thot Key 

Pipe Sealing Compounds seo! 

joints positively yet o For sealing 
easily opened do n't Pipe joints 

freeze in the joints, Product carrying water 
superiority back by 36 gas, low pressure 


yeers of leadership in th 





field moke these Key prod 
ucts a dependable source of 
soles and profits for you! 





Geed Door Openers, Too! 

Steady notional advertising For sealing 

dealer helps and continuous lines carrying 

sampling program byild uni oils and high 

versal demand . . . actually pressure \ Stocking Simplified 
—— 


moke openings for soles to steem yroved n all Class 


Explosion Proof, 


mony new customers for you 








WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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V-Belt 


Ends Noise, 
Vibration 


Said to eliminate noises caused 
iulty belt operation in blower heat 
ng systems and cooling fans, the ne’ 
O.V.D. belt is self-adjusting. 
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CUT INVENTORY COSTS 


Stock the ONE Complete | 
Line of Jacks and Pullers | 


SIMPLEX 


Simplex is the only line of jacks that helps you cut your inventory costs 
while providing a complete jack selection to your customers. For only with 
the Simplex line can you fill all needs from one source — and get the result- 
ing operating economies. No expensive jack duplications, easier inventory 
control, less ordering detail, less freight costs, easier reference and selling 
ONLY SIMPLEX is the complete line of jacks because no other manu- 
facturer offers as many standard models (there are 125 different Simplex 
Jacks and Pullers) or such a wide choice in all three types — Lever, Hydrau- 


lic and Screw jacks. 


Ratchet 
Lowering 


Lowering 


Track or 


Pivoting Bose 
Trip-Types 


Models 





HYDRAULIC 
JACKS 
and 
PULLERS 


Single and 
Double Pump 


Models 


Rol-Tee Low 
Toe Lift 
Jocks 


Remote Con- 
trolled Rams 
and Pullers 


**Center-Hole"’ 
Jenny Pullers 





Push and Pull Jocks 


Beveled Geor 
Screw Jocks 


Stondord 
Speed Jocks 


Simplex Makes SPECIALS Too! 


Simplex makes and stocks all kinds of 
special-purpose jacks, including Trench 
Braces, Mine Roof Jacks, Cable Reel 
Jacks, Pole Pulling or Straightening 


WORLD'S LARGEST 
MECHANICAL AND 


Jacks, Planer Jacks, Pipe Pushing 
Jacks and all kinds of jacks for Rail 
road work 


mMEGCES OF INDUSTRIAL 


HYDRAULIC JACKS 


SIMPLEX 


8E-mMO-TROL 
UTH-a-TOOL 


TEMPLETON, 
2523 GARDNER ROAD « 
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KENLY & €CO.. 


BROADVIEW, 
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DISTRIBUTORS 


SELL THE LINE THAT SELLS THE BEST 


‘Budgit’ . ‘heed Lifter’. . . ‘Twgit’ .. . ‘Tipit’. Lead-hendling equipment and 
accessories bearing these trade names have long been the favorite of industry. 
They are the helimerks of quality, economy, performance — as mecsured by 
veers! This leadership is the outgrowth of the co-operative ‘‘Shaw-Box" sales 
policy thet encovreges “Shaw-Box" Distributors to do a hard-hitting sales job. 
“Shew-Box" Distributors sell more and profit more because the line is really 
complete. They can always corry adequote stocks — gain delivery-wise from the 
high standerdization and mass-production methods of an organization that builds 
nothing but hoists, cranes and their accessories. Furthermore, new products are 
eiways being developed in anticipation of Industry's future needs. The ‘Shaw- 
Box" franchise also includes sales training at the factory and in the field; team- 
work on specific sales problems; effective sales promotion and sales tools; con- 
sistent advertising; and — a profit margin thet mokes each product in the 
“Shaw-Box" line highly desirable te sell. 

“Shew-Box" Distributors can look to a future of greater sales opportunities than 
ever. Ovr progressive policy promises continved support of their efforts in every 


practical wey. 





MANNING, MAXWELL & MOORE, INC. 
Shaw-Box Crane & Hoist Division 


MUSKEGON, MICHIGAN 


sw-Box” and ‘Load Lifter’ Cren Bud 
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Counterbore Sets 


For Tool Rooms, 
Machine Shops 


High speed interchangeable counter- 
bore sets, made up of regular inter- 
holders, high speed cut- 


changeable le 
ters, and pilots in a white oak box 
with hinged cover, have been added 


line 


available with either 


to the maker's 

Sets irc 
straight or taper shank holders with 
cutters made of high speed steel in 
1 size range of 2-in. through 24-in 
diameters. A special set, designed for 
diemakers use, is available with cut 
ter In. OVETSIZE 

Also availabk 7 high speed 
straight and taper shank solid counter 
bores; size range 2-in. through in 

Chic igo-Latrobe, Chicago 


Broaches 
Production, 
Push-Type 


Production type high speed steel 


broaches have been added to the 
maker's line 

Recommended for use with hy 
draulic or hand-operated arbor presses, 
they are available for 4, *%, and }-in 
kevway widths and body diameters 
from 4 to l-in in. size mecreases 

h is said to be 

yf the bore in 
body thereby sup 


hole, requiring no 


Back 


icc | usSnhing 
The du Mont Corp 
Niass 


Greenfield, 





Beoring Alloy 


For Modern Food 
Processing Machines 


o. 183, a new, silvery white bear 
betal alloy, has been developed 


bearing installations in modern 
xl processing machines 

According to the manufacturer, 
was developed to combine satisfactor 
nti-fiction bearing qualities, high 


resistance to corrosion and fine appeai 


, 


No. 183 is said to have a tensile 
of 30,000 Ibs. sq. in., yield 
f 17,000 Ibs. sq. in., elong 


n 2-in. and Brinnell hardnes 
¥-95. 1000 Kg-109 
Brass and Bronze 





Flat-Seat Design, 
New Seating Metal 


A new bronze globe valve the 
1.0600, has been introduced 
“A new seating metal, “Brinalloy 
not surface-hardened, but hard all 
the way through, and is said to resist 
wear and corrosion to a greater degre« 
than previously used metals The 
Brinalloy seats and discs do not 


juire replacement, renewing or r¢ 


grinding, according to the manufa 


ture 

Other features claimed include 
imple, streamlined exterior design; 
Stemalloy stem; Non-Slip handwheel 
high-strength bronzes in body and 
bonnet, and true back-seating, 
mitting safe and easy repacking unde! 
pressul 


| 
The Lunkenheimer Co., Cin 


every DART is 
VACUUM-TESTE 


(to give YOU a drop-tight seal) 


c¥ 


This True Ball Joint Makes the Difference 


Make it right . . . Test it after you make it . . . That is 

our rigidly adhered to policy at Dart. When you buy 

unions it’s a good thing to remember because (1) You'll get a drop- 
tight union; (2) a union that can be used over and over again; (3) a 


union that’s easy to install; (4) savings thru longer service. 


QUICK FACTS 
@ Leakproof because precision-machined to a true ball joint and 
spherically ground 


@ Extra wide seats of bronze alloy resist pitting and corrosion 
@ Heavy shoulders that can take severe wrenching without damage 


@ Nut and body practically indestructible (of air refined, high test 
malleable iron) 


@ Individual vacuum testing of each Dart to assure absolute tightness 


when it leaves the factory 


Because we make it right and test it after we 
make it YOU CAN GO PLACES WITH IT! 
Tell your customers about Darts. 


DART UNION COMPANY 
Providence 5, Rhode Isiand 


The Fairbanks Co., General Distributing Agents 
Boston « New York « Pittsburgh « Rome, Ga. 
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R for all distributors: 


“7 ' 


Belt Grinder 


For High Speed 
Removal, Finishing 


roduced 


mc r th 


.< 


Inakc! 


t yleranc 
permitted becau 
guided; belt changing 
O idjustment, with automati 
ip and positive tracking 


Manufactured in bench and ped 


estal models, the new machine 
OA equipped with either 3? or | hp, 
x 230 V, single pha r 2, II 
hp thre« phase m 


| 
Anchor Machiner Burbank, 


California 


t 


The Sign of a 
GOOD Hose Clomp 


Collet Chuck 


Versatile 
Production Tool 


Well-known now 
better known every day 
continualiy pushed by sales- 
creating national advertising! Punch- 
Lok clamps have already been proven 
superior in use. A profit maker from the 


beginning, and a gold mine in repeat business! 


Write today for our distributorship plan! 
PUN CHELIOIX 


Dept. U 321 North Justine Street, Chicago 7, Ill. 
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chuck and I. D. chuck into 

rsal tool, has been introduced 

The new chuck is said to combi 
the features of these se] parate 
into one gee Me m tool o perabl 
lathe spindle either sto pped 
motion 

Some of the features 

lude: provision for adjusting 
body concentricity with 
lathe spindle when 

let: soft jaws may be 

upport and/or clamping 
for large pieces with ““T”’ sl 
ections; extra jaws availabl 
ir stock to 1#-in. diamete 


rhe Johnal Company, Rese 


Grinding Wheels 


For Jobs Requiring 
Aluminum Oxide Abrasive 


New aluminut oxide mat MIM 


| and exter 


Macklin Co 


Arbor Saw 


Motor and Arbor 
Tilts as a Unit 


THERE’S PROFIT IN 
SELLING BELMONT... 





The Packings of Master Craftsmen 


We at Belmont realize the importance of speed and service 
in selling our products through distributors. The Belmont 
Policy is to back up our basic distributor stocks and our 
entire organization is geared to speedily complete and ship 
within a minimum space of time every emergency order sent 
us whether it be for dimes or dollars. Belmont has built its 
reputation on this type of service over the past six decades 


There's profit in the Belmont Line for every distributor 
because the quality and dependability of 
Belmont Products keeps customers coming 
back for more and more. 


And Belmont advertising in the leading 
POWER PUBLICATIONS talks about Belmont 
Distributors and the SERVICE they render from 
local stocks. Learn more about Belmont and 
the things Belmont has to offer! Write today. 


4-R-3 


—a oe oe ee ee oe oe CLIP AND SEND COUPON = oe eee = = 


BELMONT PACKINGS 


Butler & Sepviva Streets Philadelphia 37, Pa. @ 
Crisscross Without obligation — send us infor- \» 
Braid Folder mation as checked: 

#54 Condensed Name 

Catalog Company 

Bel-Vee Packing Address 

Folder City State 


SEND NAME and ADDRESS of NEAREST BELMONT DISTRIBUTOR 
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blade, make a 
ingle; the l-in 
diameter s: trbor will take a dado 


head up to 14-in. with adaptor 
: Some of the other features claimed 
t 7 include: guard and splitter remain 
; sutomatically aligned with saw blade 
> AS . ind guard leay perate independ 


ently; guard i quipped with anti 

kickback aw ls n remaining im 
yntact with work even at 45 deg. tilt; 
| mtrol yperate from front of 
1 


The Walker-Turner Div... The 


f RE OUR FO | Kea cy I'reck ( ] unhield, 


OUR SALES POLICY... 


100% through Distributors 
YOU ASK ABOUT... THE Proj LINE? 


WE SAY ... complete as con be . . . Bench and Pedestal 
Grinders @ Tappers e Screw Drivers e Bench and 
Pedestal Buffers @ Routers e@ Electric Drills e Abrasive 
Cut-Off Machines e Nut Setters @ Portable Grinders 
e Air Master Dust Collectors e Speed Lathes e Tool 
Post Grinders. 








YOU ASK ...0DO 1! HAVE TO STOCK YOUR COMPLETE LINE? 
WE SAY .. . of course, not. We will be guided by your 
requirements. 


YOU ASK ABOUT. . . QUALITY! Grinding Wheels 


WE SAY .. . assured by over 50 yeors experience in making Substential facsenses 
fine electrical tools. 
In Cutting Speed 
YOU ASK ABOUT... PRICE! sue Flas! ised hub disc 
WE SAY .. . competitive with other quality tools—most tools heel, the newest portable 
built in two or more price ranges to fit your cus- rinding wheel de pment, has been 

tomer's budget. 
laimed to per 
YOU ASK ABOUT... DELIVERY! leeper penetration and bigger 
WE SAY .. . excellent! Usually from stock. f met sharpness” 


1id to exist on entire underside 


YOU ASK ABOUT. . . ADVERTISING! f wheel, permitting easy grinding and 
WE SAY... THE CINCINNATI advertising will pave the way sending of external corner welds and 
in 8 publications: Modern Machine Shop, New Equip- Onvex surtaces 
ment Digest, Metalworking, Mining Ads; additional 
promotional space in Thomas’ Register, McRae's Blue 
Book, Conover-Mast Purchasing Directory and Machine 
and Tool Blue Book Directory. 


Designed for all weld grinding and 
portable cutoff applications found in 
metal fabricating plants and foun 
dries, “BF” wheel specification A-24R 
BF is available in 7 and 9-in. diam 


eters, thicknesses 4, *% and }-in 


YOU ASK ABOUT. . . LITERATURE! nn iis Dineen Dente ie. 


WE SAY . . . complete catalogs and other promotional mo- Westboro, Mass 
terial available to you and your salesmen on request. 


lt Pays To Sell...When You Sell Saleable Products... Manufactured By Lathe 


Ci All Controls 
Centrally Grouped 


THE CINCINNATI ELECTRICAL TOOL CO. An all anti-friction bearing head- 


stock with zero precision tapered 
roller bearings supporting the spindle 


2686 MADISON ROAD CINCINNATI! 8, OHIO is one of the features of the new 15-in 
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red head lathe 
ther reature 
ae, he iV\ I a 
lamp and 
dial; pede 
rorage 
individual 
with each lath 
lon Machine Co 


Carbides 


Increased Productivity On 
High and Low-Speed Machines 


Light-weight, 
Aluminum Alloy 





PRENTTSS 


The Complete “BULL DOG” Line 





BACKED BY 87 YEARS OF TIME PROVEN ACCEPTANCE. 


j j Machinists ©@ Top Swivel Jaw 
The Sales Policy = Combination Pipe @ Hinge Pipe 


100% through Distributors Woodworkers @ Utility 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO 








TADITAL 


INDUSTRIAL 


_ BRUSHES «~o BROOMS 








A 





No Maintenance 
Problems... when 
they are on the job 


Many dealers have learned that you 


can't do better than sell products which 
work to your sales benefit. The com- 
plete -atisfaction CAPITAL Brushes and 
Brooms give in daily performance takes 
all the worry out of the maintenance 


problem for the plant maragers, hence 
they stay with CAPITAL 


®@ We urge users to buy thru their local 
distributor. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO 


Corner Brush & Broom Sts indianapolis, ind 
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nodels are al iilable in cast iron 
= construction 

, ; Four cycle, air-cooled engines power 
DISTRIBUTORS WANTED FOR i} as the new line which is available with 
, = Sng yp one-wheel, wheel-barrow mounting, 
MILLING “MIKE” F se ilso with two pneumatic tired wheels, 
: a: . base mounted for belt power ind 

“ pedestal mounting 


Rice Pump &* Machine Co., Bel- 


gium, Wisconsin 





Fast, accurate spacing of multiple set-ups on pro 
duction milling machines is easy with a Mi- 
CROMETER ADJUSTABLE SPACING COLLAR. Cali- 
brated in thousandths of an inch, positive adjust- 
ments to split thousandths con be mode visually 
Plus or minus odjustments to .00! cre easily 
mode on the qitter arbor nut with a handy 
spanner wrench furnished 


it’s a fast moving. tong profit 
shelf item For immediate de 
livery from stock specify size. Or 
write for franchise details 





Size of 














\ 
Dayton RoGERS Tool Cabinets 
AManufa Cc lring Company Four Models 


.. Added to Line 





ARENEAPOLIS 7-7, Manne Four new tool cabinet models have 


been added to the company’s line 


Model 107 “Economy Chest,” is a 
4-drawer all-steel chest that measures 
26 x 124 x 124-in. Model 108 chest 
measures 28 x 15 x 21-in. high, has 
6-drawers, and a built-in locking de 
vice that grips drawers from rear 
Model 109 has same construction fea 
tures as 108, but has four drawers, 
and overall dimensi ns are 28 x 1S x 
. . 153-in. high 
provide quick Model 275, a “Super Duty Cabi- 
net,” 284 x 18 x 31lé-in. high, is fur 
d nished with “Flying Saucer” casters, 
assure ind is designed to support either the 
109 tool chests 


10S Or 


PROFIT POSSIBILITIES 1 s&s: Pant. stim 
eee for you! Steam Trap 


A COMPLETE LINE Designed for 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS Light Loads 
BACKS VOU UP No. 20-A-4-in. impulse steam trap, 


You can best satisfy your customers’ needs with Madesco especially designed with low capacity 
blocks because they embody performance-features de- to handle light condensat loads has 
veloped through 30 years of specialized experience. Your ea Te Ce 

basic inventory, plus our fast factory-to-you service 
means maximum sales, fast turnover, top profit. Your According to the manufacturer, the 
customers get blocks that assure utmost safety, top new trap will not fr or air bind 
operating efficiency, longer block-life under the most = aan . » i 4 
exacting conditions, at competitive prices. Madesco eS rn Segal 
Blocks in stock assure you constant repeat sales recommended ot her light load 
from satisfied customers and mew sales created by ipplications like smail platens, auto 
recommendation and aggressive advertising. Write for la es. hospital sterilizers. unit heater 

iustrated catalog, today. “es a = 





been introduced 


+ 


nd clothing press 


MADESCO TACKLE BLOCK CO., EASTON, PA. Yarnall-Waring Co., Philadelphia 
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Indicator Holder 


Magnetic Base, 
Precision Adjustment 


A new magnetic base dial indicator 
holder, liny-Titan” No. 130 has 
been introduced 

In use, the dial indicator is at 
tached to the stem, or by means of 
the 3-step Universal rod, and the 
unit mounted to nearest flat or round 
surface to bring indicator contact 
point into position 

The 65-lb magnetic pull is said to 
assure rigidity while precision adjust 
ment, ball swivel and stem, and 
swivel adaptor will permit positioning 


cles wins “== Rowalutiongryl 
Center Labor-Saving! 


For Heavy Radial 
and Thrust Loads It’s the new BONNEY "'X-4""—the amazing, muscle-saving 4-to-1 Geared- 
A new heavy duty bull nose center Head Wrench! Now, 1 man can do the job of 4 in all heavy assembly and 
for lathes has been introduced disassembly work! In tightening or loosening threaded parts, there is no 
It is said to incorporatte a preloaded a3, a eo on : ; : all 
Nie  Winwertnen .deaiiinaee . haieien dangerous snap or jarring action. The Bonney X-4 makes tough jobs easy 
assembly in the radial position and a The new Bonney “X-4” is designed as an intermediate unit for use with 
ratchets, torque wrenches, sockets, and attachments. Rugged, lightweight, 
portable—the unit is easily used in shop or field. A mechanic can do his own 
work with less effort, greater safety, with no chance of damaging equipment 


Get the complete story | 


BONNEY FORGE & TOOL WORKS 
Allentown 4, Pennsylvania 


Please send me detailed information on the new 
BONNEY “X-4" 4-to-] Geored-Head Wrench, 
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arland 


lane 
Raw a \ 


aT ee ameers 


AND 


Rawhide 
¢ Mallets 


ano. SKILL 


TO THE HAND OF INDUSTRY 

















PRICE AND PRODUCT FOR 
SALES AND SATISFACTION 


Manufacturing facilities and material 
economizing techniques in rawhide 
products enable Garland to sell at 
lower prices. No new materials can 
challenge Garland’s nearly a century 
of unsurpassed customer satisfaction 
from-use 

Write for illustrated brochure 


“GARLAND” cores win “RAWHIDE” 


HAMMERS + MALLETS + LOOM PICKERS + BUNTERS 











4= > 
a 
= 


~/ 
relaleliie| 


ig MANUFACTURING CO 


= » 
Ize 48 WATER ST. SA me 


double 
bearing 


steep-angle, 

ne, tapered roller 
position 

HD-300 and HD 

und 6-in. diam- 

wailable 


n the t st 
Models HD-200, 
400 have 4-in Sin 
eter heads re pe tively; ‘ 
und 12-in. head diam 


7 tam or 


are 5-in., 10-in 
eters, 3-34-in 
traight shanks 


Ready Tool Co., Bri 


up to 


lgeport Conn 


Maintains Constant 
System Pressure 


Taps 


Improved Accuracy, 
Increased Convenience 


thot 
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POWERFUL 
full-color 
ADVERTISING 
LIKE THIS 


Six TOP 
ADVANTAGES 


ef) yyed Dy 


| 

| 

| 

| 

| 

| 

| 

| 

| 

| CARBORUNDUM 
| DISTRIBUTORS 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


@ The industry's best-known 
and accepted brand name. 


@ Outstanding training 
programs to improve 
distributor salesmen. 


@ Expert technical counsel 
from abrasive engineers in 
the field. 


@ Up-to-the-minute 
information on new 
abrasive techniques. 


@ Representation that 
attracts other top-quality 
product lines. 


L__—.,, 


CARBORUNDUM 











PHOTOGRAPHED AT MORRISON STEEL PRODUCTS, INC 





One look at this new Resin Sander greater holding power, means far 


Disc by CARBORUNDUM tells y« nore work per disc. The edge holds 


cost-cutter, call your CARBORUNDUM 
no sissy. One trial in your shop prove shape kk nger, even on your most se 


For a free demonstration of this new 
rs 
Distributor or salesman today. Or 
write The Carborundum ( ompany, 
Niagara Falls, New York. In Canada 
Canadian Carborundum Company, 
Led., Niagara Falls, Ontario 


how tough it is. It bites into metal vere grinding jobs. Resin Sander 
fast curs free and cool Stays Sharp 


ary Discs are designed for both snagging 
om start to finish. The rugged all 


fibre backing, plus a resin bor 


ir and surfacing operations, come in 


ypes and sizes to fit all Disc Sanders 


Through application “know-how” and product quality 


CARBORUNDUM 


REGISTERED TRADE MARK 





continually puts more EEUEE in your abrasive EIEw 


YOUR CUSTOMERS 
the ADVANTAGES of 
. STANDARDIZING on HAYS 


ARE HEAL 


- 


“STOPS — VALVES — FITTINGS 


Your customers can fill practically all their 

needs for stops, valves, and fittings from one 

source .. . when they select their needs from 

the hundreds of HAYS items for steam, water, 

gas, and chemical lines. They can reduce 

inventory, reduce maintenance costs, and LEVER HANDLE 

make quick replacements when necessary. mance ancet 
The HAYS line is a quality line, built to ?, ore 

the highest standards of workmanship, by a 

company which has earned its reputation 

through over eighty years’ experience in 

undeviating insistence on making only the 

best possible products. Every stop and valve 

is individually tested before it leaves the 

factory. 
CHECK your HAYS Catalog .. . note the 

complete line that is available from one 

source. 


HAYS MANUFACTURING COMPANY 


Offices and Factory 


823 West 12th Street, ERIE, PA. 
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NEW! SUD 


SUPER TOOL STANDARD MILLING CUTTERS 
NOW IN STOCK WITH CARBOLOY. GRADE 370 


(For your Steel-cutting applications) 


Super Tool’s Standard Milling Cutters 
cre now available for immedicte 


delivery with Carboloy Grade 370. 





This new series of steel-cutting car- 





bide cuts faster, lasts longer —oper- 
ates efficiently at extremely high 
temperatures as proved by hundreds 
of actual production tests. 


Write new for catalog No. 55, describing 
the complete line of Super Carbide Tools. 




















tes oh alt as i 
| § fos gD | fl y 
} w | Ww Yu = 


QUALITY CARBIDE TOOLS SINCE 1927 


TOOL COMPANY 


INDUSTRIAL DISTRIBUTION « JUNE, 1955 











JKENNED\ 


gives you the answers 


to your Valve questions... 


os ggg watt aa 


New 


KENNEDY 


VALVE Check Charts... 
show you at a glance Moc, When, Where 


to use the correct valve to fit the job! 


Designed for fast, easy reference, con- 


Now you can tell at a glance the cor- 
rect KENNEDY Valve to use on a speci- 
fic job . . . and why! These new valve questions. Large enough (16%” wide x 
Check-Charts show you the important 25” deep) for easy reading and hangs 
right on your wall in your office or shop. 


tains the answers to most of your valve 


features of the various types of KEN- 
NEDY Valves and explain their proper 
installation and use. Show you which 
list specific Figure 


Here are long-needed valve Check- 
Charts that give you quick, correct in- 
valves go where... 
Numbers for accurate selection 
describe why that valve should be used 

. and even suggest additional uses 


formation and show you how and why 
certain valves are built for specific jobs. 
Get your Kennedy Valve Check-Charts 


today! 
for Kennedy Valves. 


One chart describes Kennedy Bronze 
Valves and its companion chart lists 
uses and conditions for lron-Body Valves. 


KENNEDY vaive mec. co. 


1021 £. WATER ST. ELMIRA, NEW YORK 
* VALVES + PIPE FITTINGS +* FIRE HYDRANTS 
OFFICE-WAKEMOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO - SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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shortened to enable it to fit into the 
space between spindle nose and tool 
holder of screw machines. The shank 
is the same size as its nominal O. D., 
which is said to permit standard 
sized bushings to be used and reduce 
bushing inventory Full diameter 
shank provide greater 
strength 

It is made in fractional sizes from 
4-in through l-in and in machine 
screw sizes from No. 0 through No. 
14 

Besly-Wells C rp., Beloit, Wisc. 


is said to 


Air Grinder 


Removable Nose Piece 
For Extra-Deep Grinding 


Weighing 18 ounces and measuring 
53-in in length, a new turbine-type 
air grinder, the haskAIR, is said to 
develop 4 hp at 75,000 rpm. 

Some of the features claimed in 
clude: permanently sealed bearings; 
lightweight hand-fitting aluminum 
housing; gyro-action of turbine holds 
tool steady. 

A complete kit contains the grinder, 
carrying case, adaptor hose, mounted 
points, dressing stone and wrenches; 
a complete line of a 
available 


R. G. Haskins Co.., 


cessormes 15S also 


Chicago 


Blow Gun 


Finger-Tip Pressure, 
Eliminates Air Loss 


A new flexible tip blow gun, in 3 
nd 4-in. sizes, has been announced. 


Controlled by manual flexing of 





nozzle, the entire air line pres 
» is forced against an internal valve 
t, said to assure a positive seal un 
gun is flexed 
; claimed the new gun can be 
pped, bumped or mishandled with 
damage, and it is trouble-free 
because oil, grease or filings cannot 
reach internal valve mechanism 
Teglen Engineering Co., S. Pasa 
dena. Calif 


Light 


Fluorescent, 
With Magnetic Base 


A new magnetic base fluorescent 
Handi-Lite, with a magnifer, has been 
added to the maker’s line of “Miti 
Mite” magnetic base tools. 

Features claimed include: high in 
tensity lighting, four-power magnifier, 
operates at about body temperature, 
lamps protected by plastic chip shield, 
lights immediately with instant-starter 
switch 

The Lufkin Rule Co., Saginaw, 
Mich 


Roller 


Cuts Maintenance Costs 
Coating High Wire Fences 


An extra-long handle lambs wool 
er, for coating hard-to-reach wit 


Lead the Way in— 
MODERN 
FUNCTIONAL 
PACKAGING 


PATENT PENDING 


in COIN PAK 
and 2-LABEL 
Telescope CARTONS 


Plain Steel or Plated lock washers 

are available in Coin Pak in 9 popular sizes: 3/16”, 

1/4”, 5/16”, 3/8”, 7/16” and 1/2” in tubes of 50. . . 20 tubes per carton 
of 1000: 9/16”, 5/8” and 3/4” in tubes of 25 . . . 20 tubes per carton of 
500. Plain Steel in Yellow tubes: Plated Washers in white tubes. 


The 2-LABEL Telescope Cartons may be stacked upside-down or right- 
side up, and open carton may be telescoped in cover — all with Readable 
Right-side up End Label. 


Sold Only through Recognized Distributors 


@) in JOB-PAK the New Bulk Package 
. Mad 


The contents of a keg 
in ONE Shipping Con- 
tainer divided into 6 
sagt equal cartons—tabel- 
Individual Inner > “ ed and Counted, 
Carton is the same 


os oa Distributor e . d IC N 
Peieak Fill in and Mail Coupon NOW 


_— 








PLEASE SEND ITEMS CHECKED AT NO COST TO US 

C) Sample Box of Lock Washers in COIN PAK 

_) Full information on Coin Pak Trial Order 

) Home Assortment of Zinc Plated Lock Washers in Miniature JOB PAK 
C) List Prices on all sizes of Lock Washers 





COMPANY NAME 
BUYER'S NAME 
ADDRESS 





A 8194-% CR 
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a re 
WITT CANS 
INWinhtt \>- 


guarant 


WITT CANS and PAILS are guaran- 
teed to outlast 3 to 5 of the ordinary 
kind. Yet, in 54 years, not one guar- 
antee claim hasbeen reported. It's 
no wonder, for today many WITT 
CANS and PAILS are still in excellent 
condition after five, ten, fifteen or 
even more years of service. Genera- 
tions of satisfied users report that a 
WITT survives severe treatment that 
soon wrecks the ordinary container. 
They prefer WITT as the best buy, 
regardless of price. 


Sell WITT CANS ond PAILS .. . the 
WITT gucrantee will mean greater 
customer satisfaction ond  surer 
profits. 


WIT) CANS AND PAILS 
HAVE THE “RIGHT"ANGLE 


ier Cavs 


“Originators of the Corrugated Con™ 
oo 
| THE WITT CORNICE COMPANY 
1 2119 WINCHELL AVE, CINCINNAT 14, OHIO 


Pleese scad me your FREE Cotalog. 


lone Stote 


bee eee cee cee ee eee ce ee ee ams oe 


| fence sections, has been introduced. 


The longer handle, with a wire 
connecting shaft, provides an overall 
reach of 204-in., and the shaft can 
be shortened for alternate use. The | 
7-in. wide roller of 14-in. lambs wool | 
has a nap said to reach around wire 
to coat about 70% of the other sidc 
of the fence in one operation. 

Rust-Oleum Corp., Evanston, IIl. 


Chain Wrench 


Holds and Turns Round, 
Squares, Hex, Irregular Shapes 


Designed especially for building 
maintenance departments, a new all 
is offered in 


purpose chain wrench, 
handle 


10, 14, 18, 24 and 
lengths 

The design is said to make it con 
venient for tight corners, between 
parallel pipe lines or where there is 
little the head of 
1 conventional wrench. Ratchet-like 
ction permits turning in either di 
rection from either side 


Reed Mfg. Co., Erie, Pa 


36-in 


too clearance for 


Drives 


3 HP and 2:1 Ratio 
Units Added to Line 


Three horsepower right angle bevel 
gears and two-to-one ratio units have 


been added to the maker’s line of 


ANGLgears 

According to the manufacturer, 
ANGLgear Models R-340 and R-350 
have been uprated from 24 to 3 hp, 


yumi the 2:1 ratio gears are now fur 


nished in all sizes and models of the 
line 

p vailable in all three sizes and 
models, ANGLgears are ball bear 


ealed units lubricated for life 


SOW a 


Airborne 


de, N. | 
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Accessories Corp., Hill | 





BIG 
AND YOU 
BUY THE BEST! 


Shackle Chain 
HOOKS 


use on 
“HIGH TEST” 


Chain 
EXTRA STRONG 


Even the pin is mode 
of hi-strength steel ond 
heat-treated. Available 
for chain sizes 44", 5/16”, 
%e", ve”, *, %”. 


ya", 
SAVES TIME—can be attoched anywhere on 
the job. Only @ pair of pliers needed. 
ANCHOR end CHAIN 
Screw Pin SHACKLES 


aki: 
Forged of HI-STRENGTH STEEL 
Available in sizes %&" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or golvenized 
Order from your Distributor or Write 
MIDLAND INDUSTRIES, INC. 
Cedar Rapids, iowa 











It's easy 
picking 


S 
”'@ Huot ppit™ 


TELL YOUR CUSTOMERS about this ideal filing 
system for their drills! No more rumaging 
around in dark drawers and boxes. Indexes 
are made in 17 sizes to hold one-of-a-size of 


letter, metric, stub or 
taper shank drills. 
Drills not furnished). 
Made of steel, hammer- 
lin enameled. The con- 
venience and attractive 
prices make them sell on 
sight. Remember— 


“Huot rhymes with Do it” 
Write for catalog pages 


HUOT MFG. CO. 


se S. Pevl 4, Minn. 


fractional, number, 











Drill Attachment 


V4-in in Steel 
Maximum Capacity 


A new “Twin-Spindle” attachment 
the maker's Multi-Drill, which 
permits driving two collet type spin 
dles from any one of the Multi-Dnill 
spindles, has been announced 
A direct gear train is said 


vide maximum efficiency 


driven spindle, yet permit settu 
two spindle centers as close as 
ind a maximum of 3-in. wide 
The attachment unit is availa 
for all models of the Multi-Drill 
Commander Manufacturing C 
Chicago 


Tapping Unit 
Electrically Operated 
and Controlled Device 


4 


] : 

rated and ntrolled 
ie igned ror prec 
spindle tappi 


been anno 





sure-grip pulleys 


sure-grip timing belt pulleys 


sure-grip 
couplings 


sure-grip 
sheaves 


what Wood’s “sure-grip”’ line 
means to you... 


Shown above is Wood's completely split ''Sure-Grip”’ 
interchangeable bushing. These bushings are re- 
usable with Wood's “Sure-Grip" pulleys, “Sure- 
Grip”’ sheaves, .“Sure-Grip"’ couplings and ‘‘Sure- 
Grip’’ timing belt pulleys. As a result, you can now 
meet nearly all your customers requirements and yet 
carry fewer pulley, sheave and coupling sizes in 


stock, thus materially reducing inventory costs 


You can reduce your customers maintenance costs 
too, because “Sure-Grip" bushings allow easier and 
quicker mounting and removal for speed changes or 
routine maintenance of equipment 

“Sure-Grip"’ will not work loose; maintains a posi 
tive ''Sure-Grip"™ on the shaft. There are bushings for 


every bore. Be sure, standardize on ‘Sure-Grip’’! 


Write for Catalog #197. There's no obligation 


T. B. WOOD'S SONS CO. 





CHAMBERSBURG, PA 


CAMBRIDGE, MASS. ¢ NEWARK. N J + DALLAS, TEXAS « CLEVELAND. O 
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WISSELLINE CHAIN 


Has New, “One-Glance’ Labeling 


To Save Your Time 


* In spotting the 
item you want 





BRIGHT 
* In checking 


inventory 








SASH CHAIN 


ae eee ee ee | 


SINGLE 
JACK CHAIN 


a. te ee oe ee 


Platform Can Be Raised 
43-in Above the Floor 

















DOUBLE 
JACK CHAIN 


\ 


Crystal clear, tell-all labeling 











is just one aspect of Russell's 


This 





extra-service attitude 


FOR +30, 35, 40, 45, 50 CHAIN 


ene ee ee oe 





close-knit, flexible organization 
gives prompt, individual attention 
to your inquiry or order. Quick 
deliveries from factory stock. 


Special emphasis is placed on packaging 


for protection plus convenience. 


Double wall corrugated boxes are used 
(where suitable) to facilitate reshipment. 


Send For New, Free, 
Complete Catalog! 


Actvol size illustrotions. Gives sizes, wire 
govges ond diameters, 
strength, shipping weights, 

metals, finishes and packing dato. 


THE RISOON 


PLUMBERS’ 
LINK CHAIN 








LADDER 








links per foot, tensile 





MANUFACTURING 


John M. Russell Division—Est. 1904 RR | > 


Mi ‘oe 


Th 
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Grinding Wheels 
Three Types, 
All-Purpose 


uUrpOse grind 
‘on 


il 1s¢ have been 
line 
en is used 
la der steel 
itting, it 1 
the wheels’ 
dry with 





What HARPER Offers Distributors in 
Corrosion-Resistant Fastenings 


There are many reasons why distributors should stock 
Harper fastenings of nonferrous alloys and stainless 
steels. Here are a few of them 


1. Over 7,000 different items— your customers can find 
just what they want in the complete Harper line. 


. Complete stocks ready for prompt shipment from 
Harper warehouses and branches in all market 
areas. 

3. Highest quality manufacture by the largest exclusive 
producer of fastenings from nonferrous and stain- 
less. 


4. Careful packaging to protect fastenings and assure 
clean, perfect stock. 

5. Long experience in selling through distributors 
which assures an understanding of distributors’ 
problems. 

. Better profits because of higher selling price of non- 
ferrous and stainless fastenings. 
. Small stocking space. 
. One source for all needs—one account to keep—one 
invoice to write—one bill to pay. 
THE H. M. HARPER COMPANY 
8219 Lehigh Avenue, Morton Grove, Illinois 


Specialists in all corrosion-resistant fastenings 
Bolts « Nuts « Rivets « Washers 
of Brass « Bronze *« Monel « Aluminum e¢ Stainless 


Vyyecot(aha 


' 


OVER 7000 ITEMS IN STOCK... HARPER DISTRIBUTORS EVERYWHERE 


Screws « 





EVERLASTING FASTENINGS | i 
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OTC 50 Ten Hydreviic Rem pulling drawing geer on paper 
shearing machine 


HYDRAULIC PULLERS 


You'll make more money—win more satisfied customers when 
you sell the right tools . . . tools that do the job faster and 


at a savings 


OTC Hydraulic Pullers do every imaginable pulling job up 
to 95% faster, saving costly parts and tools. One sale leads 
to another. And one of the outstanding features is the ease 
with which the Power Twin unit adapts to OTC Grip-O-Matic 


sets already in use in thousands of shops. 


Sell the conversion set—get your customers started—then 
they'll want the 30, 50, or 100 Ton sets. These tools are real 
money makers for you and profit makers for your customers. 


Fa 


ra 


TT. 


> 
OTC Rom and Grip- 
O-Matic removing 
bul! pinion sheft 


OTC Rem end push- 
puller removing cy!- 
inder sleeve 


A 
n 
nN 
&> aD. 7 P 
¥ ssa § = 
OTC Rem end push- 


Pviler pulling spline 
sheft bearing 


OTC 17% Ten Rem on Port. 
oble Press for shop use 


OWATONNA TOOL COMPANY 


373 Cedar Street Owatonna, Minn. 


160 INDUSTRIAL DISTRIBUTION © JUNE, 1955 





The Buyer Looks 
at Business 


Composite opinion of, purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee 





“Rosy” Hue Still Here 

The current business picture re- 
rosy” hue. 

of the purchasing execu- 
tives on the Committee report in 
creased production and 57% show an 
increase of new orders. This is even 
more favorable than the optimistic 
figures in March and, again, sets a new 
high since the 1950 Korean boom 

Commenting on the special ques 
ion this month Is the 


caused by consumer 


tains its 
Some 58 


present 
stock- 
there was much divided 
Manv believe that the easy 
edit situation coupled with strikes 
threatening clouds on the inter- 


opinion 
ind 
national scene, has 
ynsumers to buy tomorrow’s durable 
goods needs today. On the other hand, 
those who take the other side point 
to increased population, better a 
mfidence in our economic 
n | general optimism. There 
certainh n ponderant opinion 
reflected in the April reports of Sur- 
ev Committee Members 
Whatever son, employment 
1; im ire again being 
d, and prices re 
rid situation seems 
th touchy, and the 
ie greatest concern 


been encouraging 


higher 


ituation, anc 


miet 


Prices a Little Higher 
the leadership of nonferrous 
commodity prices continue to 
1 highe In their 
of the purchasing 
ri have risen 
st number re 
February, 1951. 
ports, however, 
ntinues to be 
Numerous in 
where competition 
manufactured prod 
te higher raw ma 


tly bolstering 
1] number 
tit on hand 





When Ss: monas Here’s the reason Simonds Circular ‘‘Red Center” 


Saws stay sharp .. . keep in perfect balance longer. 


puts an edge on Simonds makes its own special extra-tough steel . . . 


uses its own special methods of grinding, tensioning 


i / and fitting. But most important, Simonds special 
‘é method of heat treating keeps saw plates flat so 
they stay flat, hold tension longer and run true 


throughout their longer cutting life. 
The result is a saw that cuts smooth, fast and 


SIMON DS on straight . . . stands up to fast feeds . . . holds ite 


| SAW AND STEEL CO. | cutting-edge longer in the hardest woods. Cash in 


el ~: . 
FITCHBURG, MASS. now on Simonds unusual! selling story. 


“Red Center’ Circular Saws 


Call your 
ro SIMONDS 
Conedion Factory in Montreal, Que. Simonds Divisions: Simonds Stee! Mill, Lockport, N. Y. Complete Stocks industrial Supply 


For Fast Service 
Factory Branches in Boston, Chicago, Son Francisco ond Portiand, Oregon m 


Simonds Abrasive Co., Phile., Pa. and Arvide, Que, Conede ri DISTRIBUTOR - 
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is the most significant since 
the big inventory build-up of 1950. 
However, reporting members are quick 
to point out that they are still most 
conscious of the need for good in- 
ventory control and have not em- 
barked on a speculative buying pro 
gram Ihe reported increases gen- 
erally reflect the need for larger stocks 
to handle increased production sched- 
ule 


Employment Much Brighter 


Reports on employment last month 
vere the most optimistic since April, 
1951. With the advent of a generally 
onceded early spring, the employ- 
ment picture looked very bright in 
deed. There is a marked pickup in 
employment in the building trades 
ind farm labor. Many large indus 
tries report extra shifts and longer 
work weeks. Some 9 of reporting 

Joyment was the 
than the previous 

industries this 
the only cloud on 


always measure up! , in otherwise bright horizon 
Less Hand-to-Mouth Buying 
Purchasing executives’ inclination 
to lengthen their coverage continues. 
lhe number erating in the hand-to 
reasing and now 
Those buying 
: re into the future 
jumped from 5 last month to 
14 this month The great pre- 
ponderance though (75 is in the 


Product, Promotion, P on 
these crucial distribution factors, 
B-RIGHT-ON always measures up 
It is the result of Brighton's fair z mouth 


r 


play policy and your assurance 


of extra profit ind extra customer 


good will 


From factory to you to the customer 


B-RIGHT-ON products are satis 
to-90 davs’ rang 


faction controlled They always 
measure ul] nm 


Specific Commodity Changes 
PRODUCT iy select« d ma 


Moderate commodity price in 
terials, pres rn production 


sid rom pper were pre 
inspection } 
guarante¢ onsi tent high quality 
move 
} 
MCIUSIVE 
eflected local 


mm Was re 


PROMOTION — Users are reminded by 
persistent nationa idvertising that 
they can count on their B-RIGH’ 
> 


ON distributor for what they need embers to 


> 


BEDUDDEEEDDD 


when they need it 


POLICY trighton se iis through dis 


tributors, backing up their salesmen 


On the up side were: ¢ ypper, bra 


teel. magnesiut iluminum 


’ 


1, bra i] ubber and paper 
In short supph Stecl copper, 
nickel, aluminum 1, glycerin 


plaster board phthali inhvdride.. ti 


with factory experts und = their 


stock with centrally located factory 
reserves 


Write for the B-RIGHT-ON Di - J ‘ 
tanium, dioxide ind numerous steel 


tributor Profit Plan. Compare i 


OT T " I ‘ | } mre } ‘ 5 
with others on Product, Promotion, ind coppe! hape nd product 


Policy and PROFITS. Prove to 


yourself that 





BIG LIGHTING YEAR 
you con do better . . . with B-RIGKT-ON! Lighting fixtures again look like 


the hottest growth product for elec- 
trical wholesalers in 1955, according 
to a survey made by Electrical Whole- 
saling, McGraw-Hill publication. The 
national outlook is for a five per cent 


Cincinnati 2, Ohie gain in scles for this product 


VL 
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OIC Distributors! wesc: rg vee: yo vetins ee 





see 
its 
extra 
values 





Examine this new OIC valve model for 5 min- grooves and see how more efficient lubricant dis- 
utes. See how its unusual design features can tribution preserves the valve’s primary seal. Its 
lower your valve and maintenance costs many life-extending features are all in the model. 
It's an exact 2” model of the newly designed Every OIC salesman has one. When he calls, 
OIC cast steel, lubricated plug valve. On test, its ask to see it. Analyze its values. You'll be han- 
6” big brother endured 3000 full openings and dling a model of the most eS a 
closings at 425 p.s.i. pressure on solvent. It re- modern lubricated plug 
mained pressure tight, operable at low torque, and valve known 
showed no sign of galling or seizing. You'll un- For complete advance 
derstand why, when you study the model information and specifica- 
See how its exclusive gland liner retains plug tions on the OIC lubri- 
adjustment longer. Examine the valve’s multiple cated plug valve line, write 
seals. Operate it. Look at the design of its 4 plug for Bulletin 1003. 








THE OHIO INJECTOR COMPANY + WADSWORTH, OHIO 


A LV E S FORGED & CAST STEEL, LUBRICATED PLUG, 
BRONZE & IRON VALVES 
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For Arbor Spacers ideas on: 


and Shims, : yy 
lice Gan How You Can... 


or Shim Stock... [| .. . capitalize on national campaigns 
sell top-quality 


ARBOR SPACERS AND SHIMS + 
20 arbor sizes %" to 4” . . . 19 thicknesses 
O01" to .125°. Specify with or without & When the Small Business Group of cases used by Kester Machinery to 
keyways. Also available—hardened and f ; . 
ground spacing collars (with standard : the Winston-Salem, N. C., Chamber draw attention to its booth 
keyway) 34” to }” long in all popular sizes. of Commerce undertook to sponsor a “But, to tie the whole idea together 
(For use in milling, slitting and gang-saw Home Show”, Kester Machinery Co. in the visitor's mind,” remarks Ken 
setups, shimming gears and bearings). subscribed to a booth with alacrity Ferguson, sales manager, and an en 
= Aware of the national “Do-It-Your-  thusiastic advocate of the exhibition, 
self” campaign which was picking up “we placed 10 selected pieces of manu 
momentum at the time, Kester Ma-_ facturers’ literature in a packet and 
chinery officials decided to capitalize handed it out as a unit. I think this 
on all the “Do-It-Yourself” advertising idea was successful. At the close of 
ind articles which were appearing in cach day, | checked the different aisles 
: newspapers and various other publica- of the show id while there were a 
PEELER STOCK * Made from tempered i tions by showing machines and hand number of loose s ts on the floor 
stock, rolled to close tolerances. 4%" x 25 : 
PA tools that would appeal to the amateur, not one of our pie f literature was 


coils packaged in transparent plastic boxes, 
except above .020°. Strips 6" x 12, in © the hobbyist, or the seasoned me dropped 


cellophane. 27 thicknesses. All thicknesses chani The pack included literature on 
> -~ : “wr 
from .001" to .032°. (For use in precision 7 The accompanying illustration lathes, workshop stand machinery, 
fitting, checking clearances, inspection ff “Oa f displ f , : & +} . 
and production work shows the type of display of stanc VISES, lan ools with manual! 
_ machinery, display boards, and display threaded products, fans, dryers 


... underline your lines 


w E ST9O ° 
Sc AND SIS TRBUTE 








SHIM STOCK ® Selected from material | s — a am mee 

rolled to precision limits. free from burrs. ag °° =e 

and protected by oil coating. Coils packed 

in carton for easy dispensing and protec- ' ae a “aaa es ww me 

tion. 15 thicknesses .001" to .032". Sheets ' = age 
6” x 12"; coils 6 x 120°. Available also in Poe : : Pe 
assortment package of |2 thicknesses Pree oy 


001" to 019" a ) 


on—nly 


* 


Write f omplete , . . . ‘ 
mers Customers who enter the showroom of Jolley Industrial Supply Co., Franklin, Pa., 


dealer information os : 4 : 
aren't left in doubt as to what lines the firm carries. Facing them, i old outline 


DETROIT STAMPING CO. iss sallsice cht listing all the manufacturers Jolly represen Senne enn 


332 MIDLAND AVE. © DETROIT 3 MICH, t the them« 
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HELLER 
Wwixen 
the original . 


and still the best 
milled curved tooth file! 


‘5 


VIXEN files bite deep, cut fast, clear themselves readily 


- 
— 
- 
-— 
all 


and leave a smooth, even finish . . . work efficiently 


\ 


straight ahead or at an angle. Only Heller makes Vixen, 
both flexible and rigid tang file. They are still the most 


efficient and versatile metal finishing files. 


IDENTIFY VIXEN FLEXIBLE BY THE WHITE ENVELOPE — VIXEN RIGID BY THE WHITE TANG 


\ \\\\ ELE \ 


HELLER BROTHERS COMPANY 
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“NATIONAL” 





make 5 


National 


line ot 


a complete 
portable sanders 


air or electric driven with 
either straight-line or orbital 


Their 


construction, illus- 


action simple and 
rugged 
trated by the cut-away draw- 
ing of the Model 


long years of dependable oper- 


1OU, means 


ation to the user and 
satished customers to the dis- 
tributor. Thousands of these 
machines are now being used 
in manufacturing and mainte- 
nance work. See how you can 
fit into National's distribution 
system ina profitable manner 


Write today 


SELL NATIONAL’S 


MODEL 300 


Counter balanced 
crankshoft 


Three prelubricated 
bel! bearings no 
other points of friction 


Completely seoled 
rubber housing 


Crenkshoft assembly 
only moving port. 


COMPLETE LINE... 





NATIONAL AIR SANDER, 


2820 AUBURN STREET, 


ROCKFORD, ILLINOTS. 
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Manufacturers’ 
Activities 


Starts on page 120 





FINISHING 
and POLISHING METALS 


ing metal, plastics, wood, glass, and 
laminated mate 
ittention 


tbrasives ar< 


The publication 
fact the firm’s 


cushioned.” 


draws 


O1 UMBian 


EVENS oI 


— 
Columbian Vise Repackages 


Levels for Display 
ian Vise & Mfg. Co., Cleve 


no. 555 line and 


luml 


new display pack 
individually 
with 


The levels are now 


losed in clear plastic tubes, 


lumbian red nd. A dozen levels 
is sturdy 


sacked in a x which 


OSES Savs 


h for shiy pur] 
hid ot the box 


th ompany th 


ypens to form a counter display. 





SALES 
SUCCESS IN A 


No wonder Williams Locking Adjustables are selling like hot cakes. 
e It's the only real improvement in adjustable wrenches in 40 years 
e Every advanced and exclusive feature — 

« A natural to demonstrate 


ai no extra cost 

fills a long-wanted need 

»re-sold by strong advertising and promotion to your Customers 
e Outstanding performance pyramids demand 


Get your share of this extra volume and profit. 
You can't miss when you stock, show and sell Williams Locking Adjustable Wrenches. 
J; H. WILLIAMS & CO. 401 Vulcan Street Buffalo 7, N. Y. 
You Con Sell Mere Tools on Every Call... When You Sell Willioms 
« THE BROADEST LINE OF ITS KIND ... 


Write for Cerben ond Alloy Steel Wrenches @ Detachable Sockets ond Drivers © 


industrial Impact Sockets @ Tool Holders @ Cuvier 
Bits @ tothe Dogs @ Set-Up Tools © Cc’ Clemps ©@ Thumb Nuts ond Screws ©@ Hoist Hooks @ Eye Bolts @ Machine 
Catelog 302 


,Hendles @ Rod Ends @ Choin Pipe Tongs ond Vises @ Flange-Jocks @ Pliers @ Screw Drivers @ Hammers @ Gear Pullers @ Extractors 
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we Poly-V Engineering Catalog 
Unconditionally | 


Prepared by Browning 


' Browning Manufacturing Co., 
guaranteed! Maysville, Ky., has rel 


leased a new cata 

log, PV-200, illustrating and describ 
ing the new Polvy-V drive 
The 3¢€ designed as an 
ing catalog, but 
ifications on the |} 


page DO k 1S 
contains 
1undreds of $1ZCS 
id belts, complete 
engineering data for design of drives. 
ilong with table of hundreds of prac 

| stock driv ymbinations already 


nt selection 


stock sheaves ar 


VALVES—Oh t 


“ rth () 


+» & W ids 
new bulletin on 
mh ilves The 

text, and cut 
bes various fea 
t, and presents 
servicing and 


guarantees 
distributor profit, 


customer satisfaction 


CONVEYING 

That's right. First, Rapistan replaces sQuIPmeNnT 

the entire caster if the kingpin ever : 
bre aks or works loose on the 


famous steel 
forged line casters 


Chen, Rapistan guarantees 

the distributor a profit by offering to take back 

any part . or all . . of your inventory for 

full cash refund, if you find this isn't the 

want. But you won't let 
with Rapistan 


a 
line you 
it go, because you get more 


LOWER STOCK INVESTMENT because Rapistan is the only 


competitively priced caster line which m 


ects $0 wide 
range ol 


pecifications with so few casters 


assistance 


Rapid-Standard Has 
PERSONALIZED MERCHANDISING through our 
trained experts gives you profitable sales coaching, and 


New Conveyor Catalog 
help when you need it. 


\ (5! nd Rapids 
SALES AIDS, consisting of demonstration samples, dis 
plays and tested direct mail campa 


6-page catalog 
ens, assure you ol wine i 
better sales results 


Rapistan 
c italog 
NATIONAL ADVERTISING in leading publications 1 roll 


re aches big 


volume users, keeps them up-to-date on 
the Rapistan lin 


n 
Write, wire or telephone for complete franchise in- 


ns d n Flow Rack,” 
formation on how you can have a caster line with a ' ind other 
guaranteed profit. 


The RAPIDS-STANDARD CO., Inc. 


507 Ropiston Bidg., Grand Rapids 2, Mich. DRILLS & REAMERS—W hitman & 
B | t \i I issucd 

a t fift t f it Drill & 
R booklet 


FASTEST GROWING NAME IN CASTERS - tools. The 
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ontaims 
tap dnill sizes and basi 
sions of machine 
fractional sizes, | 


table. t 





Paisley Issues 

Adhesives Catalog 
Paisley Py vl 

has issued a 


ng six cla 
the packaging 
describx t hn 
ivailable from th 
ing various | 
greater detail 


VALVES-—Inger hil , , : 
lipsburg, has issued a bulleti , Here is a hoist you can sell with 


ing it Modci 2 confidence and then forget. It is quality 

equipped with the firn built to stay sold and to sell others. 

, Hetin in ot For safety, all mechanical parts are 

factory tested at 100% over- 

rated capacity. For long life, 

rOOLS—\\ k & Staff 1 ((< (J all moving parts are heat 

Chicago, ha talog ‘WY, treated, sealed in oil, de- 

ing its “W f fles ft signed for the most continu- 
flexible shaft at ous assembly line usage. 


ba} 
Prompt, efficient Coffing 
STAINLESS STEEL-St bl service, with immediate ship- 
ig Div., Wall Col it’ ys ment of replacement parts fur- 
x, 2 uc at t ther assures customer satisfac- 
tion—further encourages repeat 
sales. Find out for yourself that 
the hoist business can be good 
business — with Coffing Quik-Lift 

Electric Hoists. 


COFFING HOIST DIVISION 
DUFF-NORTON COMPANY 
FORGINGS-I ( Vi Ye Danville, Illinois 
Wisc., ha lal ie. iad a onc = 
ig how designers car “a Hoist-Jock * Safety-Pull Ratchet Lever Hoists * Mighty- _ 
cen ' 08 P FON eee Midget Pullers * Spur-Geared Hoists * Differential Chain 
taped tt sigs Styling Hoists * Lood Binders and 1-Beam Trolleys. 
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forging hammer used in the Ladish 


plant. The brochure present data on 
the various sizes and material of drop 


NEVER BEFORE . 


A Hose Clamp So Easy 
to Attach and Detach! 


« tie! 


McGill's New Catalog 
Covers Full Bearing Line 


McGill Mfg. ¢ Valparaiso, Ind., 
ued a 140-page catalog cover- 

ng its full line of bearings. In addi- 
tion to information on McGill's engi 
neering and production methods, 


publication contains general engineer 
NEW C10 - ing data for ball and roller bearings, 
including charts, drawings, and for 


ulas for bearing load computation 


| There are also sections on the firm’s 
Multirol” and “Guiderol” bearings, 
with photos and cutaway views of 
each model. Dimensional and load 
Ca ipacity tables are given 


CUTTING TOOLS-—Star Cutter Co., 


@e Now AERO-SEAL, the finest hose clamps, have been Farmington, Mich., has issued a four- 
improved with a new exclusive patented feature that page rei = e manual (no. SC-2) 
permits faster installation and removal. ing — ird tolerances tor multiple 

To attach, just push the housing to desired position read-milling cutter The manual 
on the band, snugly around hose, and threads of the nicl tables listing tolerance stand 
worm screw will drop in the slots. Now tighten the f MI commercial sizes of shell 
worm screw to fasten securely. To remove, loosen the in hank | 


type cutters. Ordering in 
worm screw; at the same time lift screwdriver head and on and engineering data is also 


clamp will open in led 
But like all AERO-SEALS, it won't budge till you FEEDERS-—Fuller ¢ 
want it to. Never snaps open! Ps 
Stick with the finest — at no extra cost! Copy-cats 
can't be leaders. It's TURNOVER, not discount, that at Mindaiien fin Moe af ofl aul 
makes profits. Ask your jobber about the new AERO- motvee feolen end sotery. wile 
~ ~ 1 } oe i> eae | iv? i « e 
|SEAL JET! Built of cast iron or iron the feeders 


designed to handle dry pulverized 


granular materials. Photos and 
Illustrate the bulletin, with 
nsion and capacity 


Catasaqua, 
subsidiary of General American 
I insportation Co., h is issued a bulle 


PIPE—Atlas roducts Co., 
Mertztown, P is issued an eight- 
page bulletin or plastic fab 


fid 

itions and pip Publication out- 
use of T'yp olvwvinvl chloride 
fabrication of xhaust systems, 
equipment, and processing 
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tanks. In section on plastic pipe and 


fittings, tables on chemical and physi 


| properties are given 


PUMPS-—C. H. Wheeler Mfg 


Philadelphia, has issued 
C-1054) illustrating cor 
features and giving dimensi 
' us sizes of its fh pe DMD 
high head 
hvdr yulic el \ 
other pl 


require! rent 


two 
pumps for 
buildings 
refincries, and 
he id 


stage pump capabilit 


\ ALVES | irval Corp Cleveland 
t “Visualizer” illustrating 
functioning of its “Standard Dualine 
A cardboard device perated 


) 
pushing ind pulling a 


+} 
I 


cring a 


manually 
valve movin 


on which th 
the visu r tl 
ratio1 if th 


Te pDriti 
' 
irious stages in the ope 
e. which is intended f 
= bh] ] = 
pumpadik oll OF grceas 


Ready Tool Has 
Center Catalog 
lool Co., 


has issued a new 
booklet on “Red-E” carbide-tipped 
Also included: new data re 


ind milling machine 


Bridgeport, Conn.., 
f their 


Ready 


edition 


enters 
lating to grinder 
bearing designs, interchangeabk 

unts for shank | 


centers, and heavy 
duty bull nose and air foil nters 


fr)] eT 
PROTECTIVE COATINGS—Mor 
I Co., Cleveland, ha ued a fk 
cribing 
iluminum asbesto 
vfs. The folder discuss 


t and recomm 


f the du 


DI 
umber of applications. I 
photos illustrate application 


meth 
ind expected r 


" 
Dp b] uses 
i 


FLOOR COMPOUNDS-—M 


A source of 
good repeat business 


This handy dispenser rack saves 
time and trouble for your customers. 
Roll shim stock (solid, not laminated) 
is neatly packaged and protected — 
four separate rolls, each a different 
gauge. Your customer just snips off 
stock as needed. When roll ends, you 
get an automatic reorder. Available 
in 6” x 100” rolls, brass or steel stock 
Your name printed free on top of rack 
when you order 25 or more racks. 





© LAMINATED © 











|O COMPANY, INC. O 


< 








3 Good Reasons Why You Should Make 
DAVIS YOUR REGULATOR HEADQUARTERS 


Here is the complete line of 
precision regulating equipment 
Give your customers the benefit of 
better control and longer service 
life by furnishing them Davis 
equipment. No matter what you 
require in sizes, types or metal 
specifications, Davis can furnish it 

and on good delivery schedule 
Make Davis your headquarters for 
precision regulators and allied 
equipment. 


@ RELIEF VALVES 

© FLOAT BOXES 

@ BACK PRESSURE VALVES 
@ MOTOR OPERATED VALVES 


© SOLENOID VALVES 
© WON-RETURM VALVES 
DIAPHRAGM VALVES 
STOP & CHECK VALVES 
Send for complete cata 


complete line 





2544 S. WASHTENAW AVENUE 
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4106 Union Street, Glenbrook, Conn 


1. PROVEN QUALITY 
2. COMPLETE LINE 
3. PROMPT DELIVERY 











STRAINERS 


PRESSURE 
REGULATORS 


FLOAT 
VALVES 


Ons 


and information on Davis 


CHICAGO, 


ILLINOIS 
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THOMAS EDISON’S 
10,000 PROFITABLE MISTAKES 


When a young lady visited Edison's laboratory one day, 
she was shown a room stacked full of files. “‘Here are the 
records,”’ said the famous inventor, “of ten thousand 
experiments. All failures.”’ “‘What a waste of effort!”’ the 
visitor exclaimed. “‘No waste at all,”’ replied Edison. 
“Now we know ten thousand things not to do.” 

Long years at catalog building have taught us also a 
vast number of things not to do. Most of them have 
long since been automatically ruled out by our routines 
and procedures. But our long experience has also taught 
us a great many things that will work—-and not only 
work, but go a long way toward making a superior 
catalog. One that pays out better 

Our Catalog Department is, in fact, a clearinghouse for 
ideas. We shal! have some new ones for you whenever 
you are ready to begin the advance planning on that new 


catalog. Just drop us a line 


The Lake side Press 
R. R. DONNELLEY & SONS COMPANY 
Catalog Compiling Department 


350 East 22nd Street, Chicago 16, Illinois 
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nance. Inc.. Wooster, O., has issused 
a folder on its “Carbo-Tread” floor 
maintenance matcrials Illustrates 
with line sketches and photos, the 
publication discusses 
grades of the compound for resurfac 


uses of various 


ing and repair of floors of factories, 
mtg schools, churches, hospitals, 


theatres, etc 


rRANSMISSION—Equipment Engi 
neering Co., Minneapoiis, Minn., has 
issued a brochure containing instruc 
tions for selecting and installing vari 
able speed pulley systems for indus 
trial power take-off. Using formulas 
ind tables, the firm lists seven steps 
for securing correct pulley system for 
user's applic ition 


LADDERS— Newark Ladder & Bracket 
Co., Clark, N. J.. has issued a new 
catalog listing and illustrating its line 
of ladders, wheelbarrow caffolding 


pulley block rope! wheels, et 


Cleve 
detailing 
PL” pipe 


water, oil 


FILTERS—Air-Maz ( orp., 
land, has issued a brochure 
features of its line of type 
line filters for removing 
dirt, and scale from compressed ait 
Illustrated, the brochure 
operating, and 


or gas lines 
contains engincerimg 
pplication information. A table for 
computing correct size filter for given 


installation is also included 


U. S. Electrical Motor 
Issues Booklet on New Motor 


U.S ectrical Mot Inc., Los 
Angeles, has issued a 12-page booklet 
illustrating feature f its new “Typ 
H motor. Cut awa MA llustrate 
constructional detail f the Uni 


closed motor 


WELDING ke utect Weldmg {| 


k (orp Flushing N. } ha 


i 
r Guide 


iS elec 





trode recommendations for torch and 
metal arc joining and overlaying of 
base metals. Another bulletin, “Di 
rectoRod Guide” describes “low heat 
input” metal joining applications 


STEAM TRAPS-Sarco C New 


York, has issued a revised bulletin 


no. 255) describing its new Cher 
modynamic” steam trap Chirteen 
features of the device are described 


ind illustrated 


oe 


Goddard & Goddard Have 
Milling Cutter Catalog 


Goddard & Goddard Co 
has issued an eight-page bull 


cribing unground thread muillu 
he 





img cu 5 PS ve . , By oe 
ters and thei ipplication im mm Pe ne ‘ f 4 
working processes loleran md , oa 4 PA : 
classifications standardized b ! ¥ if ri ® 
Metal Cutting ‘Tool Institut in ee 
included Maintenance informatio 
is another feature of the publication " e © 
VALVES— Milwauke Valve : ar | e f & 
Milwaukee, Wisc., has issued O 


densed catalog of 55 different types 
of bronze valves for plumbing and s é 
heating industry. Set up in ! 

the catalog help uSCT cl i 


form 


it a glance,” claim 


| 4 Doe MADE OF HIGHEST GRADE STEEL 
EJECTORS—Allen-Sherman-Hoft Co Pes EXTRA RUGGED 
Wynnewood, Pa., has issued a bulle RS Sa! ta CARBIDE TIPS 
tin on its “A-S-H Hydro-Ejector” for Pz fee . MAKES MASONRY DRILLING 
hydraulic materials handling , he? A ep ae FASTER ... EASIER 
[he ejector is a jet pump mee “oe te 4 
to pump a mixture of solids a 
through a tran porting 
output ipacitic mad 
data are given » 
HANDLING~— Valley Cr roducts. 
Inc., Lake City, Minn., |! ued a WRITE FOR INFORMATION FOLDER 
folder describing its “Stair irt ' DIAMOND EXPANSION BOLT CO... INC. 
} poy oy h Ss fi | roll GARWOOD. NEW JERSEY 
up am mts Gow Cp iG rami ps 
The folder illustrate Vari 
of the truck, and give price 
BRASS ROD-—Titan Met 40 
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VIKING. 


the principle that made 
Rotary Pumps so successful 





Viking Rotary Pumps 
OPERATE EQUALLY WELL 
IN EITHER DIRECTION 


For additional infor 
mation send for free 
Bulletin 555mm to 
day. 


Pump Company 
Cedar Falls, lowa 


THE ORIGINAL 


"“"GEAR.~/§WITHIN.-A~GEAR’’ 


See our catalog in SWEETS 


ROTARY PUMP 








DIAMOND 


Long and needle nose pliers. Straight, 
curved, bead or duck bill types some 
with hardened 
all of highest obtainable quality 


electronically cutters 


heavy duty 
with and 
but all 
cutting 


Short and long nose 
linemen's pliers 
without insulated handles 
with electronically hardened 

edges 


PLIERS 


for every 


PURPOSE 


Tools of the high 
est quality for all 
day-long indus 
trial uses 





The Popular 
DIAMALLOY WRENCHES 


Drop-forged of the finest steel, mo 
hined to close tolerance, beautifully 
individually boxed. 


chrome finished, 





Sold by leading Industrial Distributors 


DIAMOND CALK HORSESHOE CO. 


DULUTH, MINN. 


Established 1908 TORONTO, ONT. 
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por ket SIZE 


Bellefonte, Pa., ha 
! 
firm's brass 1 


tables pecihncation 


nical data are t 
bra omimect i 


rods and hha pe 


HAND TOOLS 
Saco, Me., h 
if rawhide 


MOTORS 
Milw HACC 
Ietin on it 


LUBRICANTS 
for ( Thi hy 
’ 


HOLDERS — Ja 
( Cy) 


ita Hhustrat 


land h 


f work he Idin 


ou 


( mblic 


rated 


STEEL JOINING 
( h. | 


Pittsburg 


let n Ih J 
Stain! 
the 
( mpk ‘ 


the 


iut 


dcring 


CONVEYORS-— Hon 


Lima, O., has issued 


wmokiet ct 


od mull pr 


I 


the industr 


pace Save 


MOUNTINGS 
Mich., ha 


Oak 


yt } 
The 


ued a 20-page 
cribing all the 
ducts. Weight 
tech 
utting 


forging 


ind other 


on free 


1 other product 


rland Mfg. Co 


1 brochure on 
hammer mad 
n lists wse 


plit rawhide 
| ; 
hammer, sol 


I whide trik 


ind other 
n md ek 


} 
il ur 


lool Specialty 
ucd a 64-page 
omplete line 
pment and 
pud 
ring data of 
huck jaw 
wheels, clamp 
ire illus 
Ordering 


Crucible Steel 
la 24-pag 

t ¢ rucibl 
Written 

, enginect 

7 method 
steel by 
processes im 
ind semi 


ry ‘yi 
ind y] 


Mfg Co., 
bulletin de 
ipplications 
nagneti on 


mountings 
| 
ind other 


Sug 


ment 





WRIGHT'S Complete Line of Electric Hoists 
CC Brings YOU the Business—No Matter What 


The Customer Requires! 


products 


e Whether the call is for a rugged, efficient electric hoist to handle from 
\4 to 10 tons, or an electric roller chain hoist for universal use on the lighter 
jobs, when you handle the wricut Line you are READY. 


The new heavy-duty Speedway Electric Hoists, Frame 1, Frame 2 and 


Frame 3, have been completely modernized to make them the longest-lived, 
hardest-working hoists available for day-in, day-out production work. They 
require little maintenance and what is required is simple and easy SPEEDWAY 
- . : te : HOIST 
The Better Value wricut Electric Roller Chain Hoists are ideal for the FRAME 2 
smaller lifting jobs—are easily taken from place to place. This hoist has the 





fewest number of working parts and is provided with a self-locking double 


worm gear which acts as its own load brake 


Meet EVERY plant lifting requirement. 
Be ready with the WRIGHT line of hand-operated 
and motor-driven equipment. 
. 
For complete information on the profit-making 
possibilities of the WRIGHT Line 
call the office nearest you. 


AECO Wright Hoist Division for . 1 
AMERICAN CHAIN & CABLE Better BRAKE & SOLENOID 


OF FRAME 2 HOIST 





York, Pa., Atianta, Chicago, Denver, Detroit, Los Angeles, New York, Value 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


SPEEDWAY 
HOIST 


WRIGHT et 


Electric Roilier Chain Hoist 


Fewest number of wearing parts 
Self-locking, double-worm gear 
acts as own load brake 
Spring-set, shoe-type motor brake, 
clam shell type 

Oversize precision ball bearings 


Forged steel-alloy hook, swings 
and swivels 


comparmvety PRICED BRAS AGIUSTMENT 
FRAME 1 





You know the importance of a complete line of standard stock items for 


fast service to customers. Mac-it's line offers you all socket cap screws and 
set screws plus additional advantages that give Mac-it distributors a real 


edge over competitio and mean better service at lower cost to customers 


Mac-it “‘Extras”: Mac-it produces several select items as a part of its 


standard line. Among these are tool post screws, square head collar cap 
screws and hollow lock screws. Supplying them from stock will permit 


faster delivery 


Mac-it ‘‘Specials”: Mac-it is always ready to provide speedy service on 
accurately produced to your customers’ 


Mac-it’s experienced fastener engineers will help you solve your customers’ 


special fasteners. specihcations 


toughest problems 


Find out how these advantages can increase your profit from socket 


screws—then handle Mac-it—“the most complete line of alloy steel screws” 


avatiadk 


Mac-it distributorships are 


several marketing areas. You are invited 


to write for complete information 
send for new Mac-it catalog 


aan AMERICA’S FIRST 
AND FINEST ALLOY STEEL SCREWS 


mac-it screw department 


STRONG, CARLISLE & RAMMONS COMPANY 


1392 WEST 32D STREET CLEVELAND 3, OHIO 
Manufactured by Mac-it Ports Co., Lancaster, Penna. 
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Precision Equipment Has 


Equipment Catalog 


’ 
ladders 


ntcnan 


GRINDING WHEELS~— Simonds Ab 


FLEXIBLI 
M 


LATHES-—S! 


HOSI 


h I sued 1 
ribing the 
ng wheels” 
teel mills, 


Included 


mmendation 


to alloy 
ind steel 


ipplication 


Rex-Weld 
Rex-Tube” 


x” stainless 


issel 


selection 


r, Cincinnati, 
ott 


in 
globe 


g its new 
valve 
folder sets 
construc 
with table 
which the 





PLAN YOUR PROCESS PIPING 


MAXIMUM SERVICE 


and SAFETY with... 


WATSON -STILLMAN 


Socket-Welding 
FORGED STEEL FITTINGS 


In high pressure steam lines...process liquid and gas piping... hydraulic 
fluid lines...wherever strong, tough pipe joints are needed, Watson- 
Stillman Socket-Welding Fittings provide a safety factor against costly 
piping failures. Drop-forged of high quality steel, they readily resist 
pressure, heat, corrosion, shock and vibration. 

W-S Socket-Welding Fittings are easy to install. Deep sockets sup- 
port and align the pipe for welding. No need for tack welding or special 
fixtures. And the outside-the-pipe fillet weld prevents welding icicles 
inside the pipe. 

Watson-Stillman Forged Steel Fittings are available in carbon, stain- 
less and alloy steel for Schedule 40, 80, 160 and XX pipe. Sizes %” to 4”. 
A complete line of forged screw-end fittings is also available.. Send 
today for Free catalogs. 


Sold Through Leading Distributors 


$2 WATSON-STILLMAN FITTINGS DIVISION 


iHKp H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 1] 
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WILTON PROGRESS OPENS DOORS 


Attach this ad te your 
letterhead for free tit- 
erature! and see how 
easy it is to make more 
money on every WILTON 
RX-60 vise you sell! 


AND CLOSES SALES! 


and that's why it’s so easy—and profitabie—to 
sell Wilton Toois. Wilton’s new RX-60 Machine Vise, 
with 69% more jaw capacity, self-cleaning flat bed 
design, 001" accuracy, and an unconditional 5 year 
guarontee proves again that the newest and most im- 
portant progress in clamping tools comes from Wilton 


WILTON TOOL MFG. CO., INC. 


9525 Irving Park Road, Schiller Park, lilinois 


wilton tool canada itd., quelph, ontario, canada 


YOU DON’T 
HAVE TO LOOK FAR 
TO DISCOVER 
W.H.O. IS TOPS IN 
THE PRECISION SCREW 
MACHINE PRODUCTS FIELD. 


CAP SCREWS + SET SCREWS 
COUPLING BOLTS + MILLED STUDS 


our specialty 


YORK, PENNA. 


Ottemiller products are sold 
through Mill Supply Houses. 
Write for free folder and price information. 
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Chicago, has issued a four-page bulle- 
tin describing and illustrating its new 
“Sebastian” 15-in. geared head lathe 
Specifications, including capacities, 
design features, and accuracy tests are 
included. It also gives close-up views 
of various design features, and a list 
of accessories. 


ABRASIVES—Engelberg Huller Co., 
Syracuse, N. Y., has issued a 23-page 
catalog describing the application 
methods of its complete line of abra- 
sive belt machines. The catalog also 
explains the operation of the five types 
of abrasive belt machining, pointing 
out savings in time, labor, spoilage, 


ind Spat e costs 


PUMPS—Worthington Corp., Harri 
son, N. J., has issued a seven-page 
bulletin titled “Secondary Recovery 
for Water Flooding Systems,” and 
offering information on water supply 
pumps, injection and disposal pumps 
Photographs illustrate testing and 
warchouse facilities, and oil and water 
field installations. Application of dif 
ferent pumps is explained. 


CONVEYORS-~—Jervis B. Webb Co., 
Detroit, has issued a 12-page catalog 
describing its bulk conveyors for han 
dling coal, ashes, sand, gravel, etc. In 
stallation photos show conveyors’ use 
in several industri Drawings of 
head and tail end ross sections, 
drive md takeup units are also 
shown 


CARBIDE TOOLS—Allegheny Lud 
lum Steel Corp., Pittsburgh, has is 
sued the 8th edition of its “Carmet 
Methods Manual” presenting informa 
tion on the application of the firm’s 
new steel cutting grades CA-608 and 


CA-61| 


ADHESIVES—M ta Mining & 
Mfg. Co., St. Paul, has issued three 
new booklets illustrating and describ 
ing the application of its adhesives, 
coatings, and sealers in sheet metal 
work, refrigeration 1 air condition 
ing manufacture, and in insulating 
Application charts and other data 
pertinent to each industry are in 


cluded 





HIGH FLYER 


The highest mark ever recorded in 
the radio navigation section of Civil 
Aeronautics Administration's instru- 
ment rating examination was turned in 
by a 71-year old amateur flyer, Avia- 
tion Week, McGraw-Hill publication, 
says 














More S/f\)X valve grinding 
machines are in use than 


all others / combined! 





eliminates heat and distortion, produces 


T he same basic principles are employed in 
the finest finish and factory precision. Wet 


Sioux machines as in all fine production 


grinding machines; belts to absorb vibra- 
tion, easy to clean chucks, accurate to 
within .001; inverted center floating aligner 
accurately holds valve in same position 
that it will operate in engine. The base is 
cast iron for rigidity and to provide weight 
for a precision grinder of this type. Way 
bars are precision made, hardened, and 
ground to close accurate limits. 

Wet grinding reduces wheel dressing, 


grinding is an integral part of the machine. 
There is the finest vibration free motor 
drive. 

Convincing testimony to this machine’s 
superior performance may be seen in the 
fact that today there are more of them in 
use than all others combined. You can 
buy your Sioux Valve Face Grinding Ma- 
chine with confidence. See your Broux 
Distributor. 


USE siOUX ne oe THp 


| ee 


STANDARD THE WORLD OVER... 7 


ALBERTSON «vz CO., INC. | 


FLEXIBLE SHAFTS* POLISHERS* SANDERS 
HAND SAWS* DRILLS* ABRASIVE DISKS 
SIOUX CITY, IOWA, U.S.A. © 
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STER 
ar 


USE THEM TODAY 
‘Oun Tans GRIP ; 


Too. sre. -) 
| PINNED ON--— 
| THEY CAN 


(Oun Hanores | 
[ stay Pur, ) 


Machinists @ © Top Swivel Jaw 
Combination Pipe @ Hinge Pipe 
Woodworkers @ Utility 


THE CHARLES PARKER CO. 


acts. 


FOR VISE ORDERS 


Our TOOL STEEL 
‘~~ JAWS COVER THE 
) ENTIRE TOP OF 
THE Vise ard ARE | 
| RENEWABLE | 
Que” 


The Sales Policy is 
100% through Distributors 
MERIDEN, CONN. 


PARKER VISES . 


America’s First Vise Maker 


with 


EMPCO 


| 


leveling jacks 


P 


/ 


MACHINES PERFORM BETTER! 


Set your machines Jeyel—and 
keep them that way’ Thal’eehe 
key to better performance and 
less maintenance! EMPCO 
Leveling Jacks provide a solid, 
adjustabje support for machine 
tools, industrial furnaces, tool 
room and production equip 
ment of all types. Easily in 
stalled and relocated, EMPCO 
Jacks keep your machines level 
and stable 


VI-SORB.iiOunting pads are 
—— with EMPCO Jacks 

ey control vibration from 
within the machine itself, and 
reduce transmitted vibrations 


Available in two styles and 6 
models, there's an EMPCO 
Jack for your every requirement 
Write today for 

complete infor 

mation and dlus 

trated bulletin! 





THE ENTERPRISE MACHINE PARTS CORPORATION 


2711 JEROME AVENUE . 


DETROIT 12, MICHIGAN 





INDUSTRIAL DISTRIBUTION © JUNE, 1955 





NEW LINES 
taken on by 
DISTRIBUTORS 














Freeland Gauge Co. has appointed 


the following firms to handle its 
lines 
@ Machinists’ Tools In 
Buffalo, N. ¥ 
. Homer B John m ¢ 
Oak Park, Il 


Hand Hardware Co., Elizabeth, N. ] 
has been appointed distributor for 
Polyken Products 

Fisher Tool Co., New York City, has 
been appointed to handle the fol 

lowing lines 

@ American Stock Gear 
Perfection Gear ( 

@ The Dumore Co 

@ Janette Speed Redu 


Division, 


Peaslee-Wells, Inc., West Springfield, 
Mass., has been named distributor 
for The Dumore ( 


Cooper Alloy Corp. has appointed the 
following firms to handle its 
@ The Cameron & Barkley Co 

Charleston, S. ¢ 
@ John Wilfert ¢ 
Brooklyn, N. Y 


lines 


\ficrometrical Ni fe ha 


named 
the fol Vil l 


Lim 

® Ser lo 

Minneapol 

@kuchs M 

Omaha 

@ Marshall S$ 
Co 

Tulsa 

® Stanco ( 

Dallas, Texa 


juprin nt 


(kia 


Hewitt-Robins Inc 
following hrm 
products 
@ Leader Mater 

Rochelle, Il 
© Schaberg-Diet 
Lansing, Mich 


Firth Sterling In 
rr llow ne ni 


© Tri-Tex M 


mm 





© Southwest Industrial Sales Co 
Dallas, Texas 
© Christensen Machinery & Supply 
( 0 
Menominee, Mich 
@ Sanders & Lumberry, Inc 
Peoria, ill 
e Gary Mill Supply ¢ 
Gary, Ind. 
e Perine Machinery & Supply Co 
Seattle 





D-A-T-E-§ 
TO REMEMBER 





National Plum! 

g Exposition, Navy Pi ! 
i¢ 7-10—Welding Show & National 
Spring Meeting, American Welding 
Society, Kansas City Auditor 
ind Hotel Muehleback, Kar 
City, Mo 

ine 5-10—National Sales Executive 
Equipment Fair, Waldorf-Astori a eee oo aa 

Now York LAVALLEE & IDE, INC. 
une 15-17—American Marketing ' . 








ociation National Conferen ee 
Exhibit, Schroeder Hotel, Milwau 


ACC 


19-23—36th Annual Inten EEE END 


tional Cost Conferen 
ation of Cost A 
ria, Hotel 
t il id xhibit | e 
me 31 July 3—Basic Materials E gives you 
ition Products Devel yment SI 
Convention Hall, Philadelphia 
ept. 19-22—National Packaging 
Materials Handling Show ne f 
bridge Armory, New York 


56 edge 


May 20-23—Annual Tripk 
Supply Convention, Atlant 





if you want more 





reamer sales and profits 
Under the performance rating sys P Ihe Ream 


, 98% of all federal write for the 
ee eee LAVALLEE & IDE, INC. 
ployees were marked as “satisfactory Lal story today. 
and only 2% either “outstanding” or CHICOPEE, MASS 
unsotisfactory.’ 











INDUSTRIAL DISTRIBUTION © JUNE, 1955 





Do You Remember? 


Answers are on page 154 


| Varner ALUMILADDERS 


help you profit from the big 
swing te aluminum indus- 
trie! ladders and staging! 


Easier to sell because they're Whose salesmen used to burn up the roads in these breezy Chevro- 

built of tough, tempered lets hack in the days when an open car meant just that? 

aircraft quality aluminum, 

Werner Alumiladders are 

half the weight of wood 

so light they can be handled 

easily by only one man! Yet 

so strong they'll stand up 

for years in even toughest 

service! Werner Alumi- 

ladders won't crack or rust. 

Non-sparking. Can be steri- 

lized for use in food plants 

Realistic prices... value 

you ll proudly recommend 

to your customers! And 

each sale gives you three 

times the profit! Complete 

line of single ladders, ex- 

tensions, platform ladders 

and stepladders. Write to- 

day for catalog and full 

information 
When these stalwart teams, hitched three-in-hand, made all the 
deliveries for a noted Midwestern house? 


WERNER ALUMINUM SWING STAGE 


R. D. Werner Company, inc., Dept. 140 
Sales Office: 295 Fifth Avenue, New York 16, N.Y. 


“WER ia, = When this pleasant scene was one of the distractions of a Triple 


a7 4 a7, evurre a7 ‘vr = - 2 
Convention 
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THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


2153 SCRANTON ROAD °* 


“SHINY HEADS” 


America's Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin 
ished hexagon head cap screws — 
bright finish. Heads machined tcp 

and batten Hexagon faces clean 
— smooth and true, mirror finish 
Tensile strength 90,000 p.s.i 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel — bright 
finish. For use where heat treat 
ment is not required and where 
ordinary hexagon heads are satis 
factory. Hexagon heads die made 
to size—not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam -tight on tap 
end unless otherwise specified, 
with flat and chamiered machined 
int. Nut end, oval point. Lead 
tween threads shiny, bright, 
mirror finish. Carried in stock 


ad 
CONNECTING ROD BOLTS 


Made of alloy stee! — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified Expertly made by the 
pioneers in producing connecting 
tod bolts by the cold upset process 


“HI-CARBS” 

Heat Treated Black Satin Finish 
ie je of high carbon steel] — AISI 

038. Furnished with biack satin 
fis nish due to double heat treat- 
ment Hexagon heads die made, 
not machined. Points machine 
turned; fict and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin q 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turn Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock 


ADJUSTING SCREWS 


Valve tappet edjusting screws — 
Hexa ead style — to blue print 
epoctihestions—henegen head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamiered. 


x 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close to'erances. Thread 
end annealed. Suagties in various 
head she oil holes and 
grooves of ait arent kinds, and flets 
accurately milled. 





carried by 
LEADING 
ISTRIBUTORS 


* 
SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATIONS 





WRITE FOR 
INFORMATION 


FERRY PATENTED ACORN NUTS 


For ornamenta! purposes. Stee! in- Tapped 1/4” to 3/4” inclusive 

sert — steel cover Finish: plain, Cross section of Ferry patented 
zine plated, cadmium plated. Size scorn aut, showing how steel hexze- 
9/16", 3/4", 15/16" across the flats. gon nut fits snugly into shell. 


SEND FOR SAMPLES 


\ 
\ 
. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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Dumore Tool Post Grinders triple 
spring-ring output at Perfect Circle 


Answers 


Io Quiz on page 182 





The Henry Walke Co., of Nor- 
folk, had just purchased this 
sporty model in 1921. It cost a 
cool $1,400 with all the extras. 


The three-horsepower equip- 
ment was strictly up to date at 
the turn of the Century in Cleve- 
land. Picture was taken at The 
Geo. Worthington Co.'s shipping 
dock in 1906. 


The seagoing convention of 
1939, aboard the Monarch of 
Bermuda, included indoor swim- 
ming pools along with all the 
other embellishments of a 5-day 
cruise. 


A DUMORE No. 5 TOOL POST GRINDER, in effect, acts as 
the cutting head on this sizer. Spring stock on the vertical col- 
umn is threaded around an index wheel. The machine auto- 
matically indexes to a pre-determined stock length. Then, the 
grinder’s wheel feeds in, cuts and retracts — automatically. 
Two operators run four machines. Total output is two springs 
per second. Stock is hardened and tempered high carbon steel. 





FROM THE 


1930 FILES 1945 
The Perfect Circle Corp. of Hagerstown, Ind., 
wanted a machine to speed spring and ring 
sizing. In studying the problem, they called 
Calls i in their Dumore Distributor — Vonnegut 
Hardware Co. Perfect Circle’s Chief Process 95 YEARS AGO 
distributor * Engineer, Mr. L. B. Ware, writes that the . be _ 
Dumore men “gave us excellent service and a ae aaiall £ th rae Toint 
Not only did we solve the sizing schandising mmittee, which 





advice.” 


Triples 


problem but “we’re now very conscious of 
what we might be able to do on similar jobs.” 


With the installation of four automatic siz- 


get it printed and 
ind suppliers 
M. Gattshall 


named to 


output » ers, output per operator has been tripled. andle the group s advertising cam 


lowed the 

“The Dumore Grinders”, Ware adds, “are ta xlianapolis meeting of the 
Cuts performing very well. Spindles run smooth at 

maintenance r and cool. What’s more, maintenance has been ae ee a ae 

surprisingly low.” i ae - Bex Bigelow, 

in ist in an 

If you have a problem requiring unusual setups ditorial entitl Can a 

or development of special tools, contact your Woods.” He 

Dumore Distributor. Chances are he’ll be able ifter a dog has 

to show you versatile Dumore Precision Tools 

can handle the job efficiently, economically. 

Write for new Dumore Catalog No. 54. e ) + Courtner ( 


the problem 


the A ods. from 


g out again 


ng his cus- 
ld good only 
re order 
Builders of a precision line of Grinders, Avto 


motic Drill Heads, Tool Post Grinders, Drill 
PRECISION TOOLS Grinders, Light Drilling Eavloment, Flexible 


Sheft Teols, Mand Grinders, Frectionc! ho 
132) SEVENTEENTH ST. © RACINE, WISCONSIN motors and Geor Motors. 
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. . . another advance in mercury lighting from G. E. 


Now 54% more light from 
G-E 400-watt mercury lamp 


New General Electric 
H400-RCI gives top 
color balance, too 


In another mercury lighting first, General Electric has 
raised the light output of the H400-RC1 mercury lamp 
from 12,300 to 19,000 lumens! This 54% increase in 
efficiency results from using a special fluorescent phos- 
phor as a reflector as well as to improve color balance. 
Its color characteristics are best of any mercury lamp for 
general lighting. Color rendition approximates a mix- 


ture of % filament light and % mercury light. 


The new G-E H400-RC1 mercury lamp has a life rating 
of 6000 hours at 5 or more hours per start. It operates 
on the same equipment as all other 400-watt mercury 


lamps and is interchangeable in most reflectors. 


With its controlled beam, good color, easy mainte- 
nance, and high light output, it is first choice for most 
mercury lighting applications. 

For more information on how this new mercury lamp 
can fit your customers’ operations, call your G-E Lamp 
office, or write General Electric Company, Lamp Division, 


Dept. 482-ID-6, Nela Park, Cleveland 12, Ohio. 





COMPARE NEW G-E RCI WITH OTHER 400-WATT MERCURY TYPES 
NEW RCI VS H400-E1 NEW RCI VS H400-J1 NEW RCI VS H400-Al 





@ Light on the work qa @ Delivers 10-20% more 7 @ 35% more light on i | 


j j 
equal or greater in light on the work in the work in most 
most equipment \ most equipment a equipment 


@ Has somewhat better @ Has good color 


@® Adds color balance 
color balance balance 








@ Less maintenance ® Lower cost of light . @ Lower cost of light 
Y 














Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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Are YOUR customers looking for 
new time and labor saving ideas? 





«one HH EIN=WERNER 
aaa 


Remote Control “Push and Pull” 


HYDRAULIC JACK 


pulls plow mount into assembly position 


Possibly your customer's plant isn't inter 


ested in snow plows, but the jack use 
illustrated may give you an application 
idea for their business. It is but one of 
countless ways in which a Hein-Werner 
Push and Pull” Hydraulic Jack can bx 
used to save time and cut labor costs in 


modern industrial plants 
These jacks can 
job quickly set up 
operated at safe convenient 

Ram 


movement is under control 


be easily carried to the 
Pump can be 


distance from ram 


of operator at all umes 
can be stopped at any point 


and instantly reversed by merely turning 
a valve. Available in time and labor sav- 
ing models of 4, 10, and 20 tons capacity, 
either separately or with choice of varied 
attachments. 10 and 20 ton models are 
available with gauge 

Hein-Werner also manufactures a com- 
plete line of hydraulic industrial jacks of 
I. 4 5. & 12. 20. 40. 50. and 100 tons 
Models of 12 
have carrying handles, and can be gauge 


capacity tons and larger 
equippe d 

Write us for Bulletin PP 1051 on how 
H-W Jacks can save time and labor on a 
host of jobs in industrial plants 








HEIN-WERNER CORPORATION 


WAUKESHA, WIS. 
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25 Years Ago (Cont'd) 








<S HACK SAWS — BAND SAWS CANES 


CCEPTED NAME 














The Barnes’ name reduces your selling costs because you 
don’t have to sell your customers on Barnes hack and 
band-saw blades. They know the Barnes’ reputation for 
top quality and top performance. The Barnes diamond 


on a saw blade is one of your best sales aids. 


Bornes distributors also benefit from a sales policy 
geared to promote sales through distributors. This means 
personal attention and fast service on every distributor 
order, aggressive advertising, informative literature and 


the personal assistance of Barnes sales engineers. 


Barnes blades are sold through authorized Barnes distributors. 


W.0O. BARNES CO., INC. 


1288 TERMINAL AVE., DETROIT 12, MICH. 
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25 Years Ago (Cont'd) 


i the Frank Burke Hardware Co. in 
e Waukegon, III 


eee 
eeeeeee? eee R. E. McCorkindale, Chase & Cool- 


eeeee eeeee? e ri ‘ » edge Co., Holyoke, Mass., tried out 
N Pontoble Air Turbine Grinder 1 new sales device for purchasing 
eur ents: a printed list of the firm’s 
products designed to be slipped 

under the glass top of a p.a.’s desk. 





H. W. Mills & Co., Paterson, N. J., 
was celebrating its 60th anniversary. 
Its headquarters had not yet moved 
to Passaic, but it had a store there 
under Herbert Mills, representing 
the third generation in the family 
business. Robert A. Mills was in 
charge at Paterson 


| 
hashens. hask AiR Grimder ty. sere ois me 


ing Sager-Spuck Supply Co.. 


most powerfu! in its class! Albany, N. Y. He reported volume 


was up to a half million 


Get in on the profit-making possibilities of the Haskins 
haskam Grinder! Be the first to offer this all-new, all- oe 
powerful, highly profitable tool by one of the best-known — ay 2 Dawe: 
names in the industry . . . maintains its high-speed efficiency ee 
under load! Built with a light weight, contoured-to-fit-the- a 
hand aluminum housing, the heskam Grinder handles peeen ie a ft t 
easily, balances perfectly. What's more, “sealed-for-life” Main and Tvler &ts weeny 
bearings minimize maintenance... air lines never require emme tm the fall tidints 
lubricator! Learn the full facts on the many outstanding Cay ly 
features of the Haskins haskam Grinder. Inquire today! Mill & Mine Suvoly Co. Seattle 
started work on : ‘new building and 


Fasten Coupon to your letterhead San tear Wate 
for Complete Information 


W. H. Smith and C. V. Pattison, W 

M. Pattison Supply Co., Cleveland, 

ilso took in the National Pipe & 

Gentlemen: Picase send me complete informa- Supplies Convention at Pinehurst, 
tion on the Haskins heskam Grinder. N. C., after the triple industrial 


s supplies convention in Memphis 


: “a 
2643 W. Harrison St. ; hashes. a Only supply house ae be under 
. . ° \ 7 a woman manager was hattanooga 
Chicago 12, Illinois _ Belting Supply Co., Chattanooga 


Mrs. Gladys Atwell Anderson had 


taken over as head of the company 


MASK - AIR MASH - FLEX 
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We’re beating the drums about sheaves 


Worthington QD’s, that is. We think they’re the 
best, easiest-to-use sheaves around—and we're 
making sure your customers get the word, too. 

We're telling the world with the biggest adver- 
tising and sales promotional program ever put out 
on the QD’s. It’s got everything — full-color 
spreads in the right publications, brand-new 100- 
page manual (makes sheave and belt selection a 


matter of seconds), complete line of hard-selling 
mailing pieces ready for your imprint, attractive 
window displays, eye-catching point-of-sale items 
— all designed to make this year your biggest ever. 

Important thing to remember is this: you've got 
to use this material to make the whole program 
pay off for you. Worthington Corporation Section 
MV.5.13, Oil City, Pennsylvania. MY.5.13 


WORTHINGTON 


Ss Suis eee 
Spills 


en 


| i ..THE ORIGINAL TWO-PIECE SHEAVE 
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GREATER PROFITS 
CLIPPER 


=) Constant Consumer Demand 

5) No Factory Sales to Users 
‘Nationally Advertised 
Firm Resale Price Policy gg 
Highest Uniform Quality 2 


SS) Sold ONLY A 
~S Through Authorized Distributors i me 


CLIPPER BELT LACER COMPANY, Grawo RAPIDS 2, MICHIGAN, U.S.A 


BELT LACING EQUIPMENT 


POWER-BELT 
AND GRAVITY 
CONVEYORS 


CONVEYORS 


When you handle Farquhor Conveyors, you hove 


three distinct advantages. First, because Farquhar 
ng equip 
effective trode 


18s G famous Name in materials hond 


ment. Second. you ore bocked by 
paper advertising and attractive sales aids. Third 
nm engineering aid is avaiable trom 


Ippl ato 
ice 


both ovr territory ma rogers ond r mom 


Get the facts now 
TO 


A. B. FARQUHAR DIVISION 


THE OLIVER CORPORATION 


OLIVER 





w Dept. E~46 618 W. Elm Si 
k, Po Chicago 10. I 
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25 Years Ago (Cont'd) 





ifter the death of her father, H. L. 
Atwell, the year before 


Charles Millar & Son Co., Utica, N. 
Y., opened a new building for its 
Binghamton, N. Y. branch. 


Norvell-Wilder Hardware Co., Beau- 
1? ‘ ‘ 
ili its cars to its 
fair market value, 
expense allowance 
for each man. “We wanted to get 
out of the iutomobile business,” 


iid Edward W. Gildart, president 


mont, Texas, sold 
salesmen at 


idopted a flat 


lumbian Rope Co., marked its 


inniver#r 


American 
Holo-Krome 
Appli ince Co.., 
Co 


ew member i the 
Association included 
Screw ¢ rp Parker 


ind Buckeve Brass Mfg 
derick H. Pavne, board chairman 
‘of Greenfield 1 ip & Die Corp., was 
named assistant retary of war by 
President Hoo succeeding Pat 
Hurley, newly appointed as 


TICK 


| 
} 
secretary 


10 YEARS AGO 


C. T. Wettlaufer, H. D. Taylor Co., 

Buffalo moted to major in 
branch of the 
id in England 


was pre 


B. Havs, Hays 
was hom 
months in Italy 
the 15th Air 

' Gl up 


vis Supply Cr 
I in honorary, 


VCTNOI 


1 with som 
personnel shift 
Tl lus Pr yperty 
1dministrator 
ned reason 
He followed 
rs Will 
1. Most 


wait 
, tie) 








TORTURE CHAMBER 


for 


Here, steam up to 1500 pounds pressure 
and 1000° F. gives Vogt the answer to any 
question of materials or construction for 
valves and fittings in just a few days... 
facts that would take years to obtain under 
normal operating conditions! 

We set up our own Torture Chamber to 
determine the durability of valve packings 
and gaskets; the resistance of various steels to 
corrosion and erosion; and how hard and how 
smooth surfaces of seats, discs and stems must 
be to withstand steam at high pressures and 
high temperatures. We tested and found an 
ideal yoke nut material, and we uncovered 
facts on joint design that could be found in 


no other way. 


HENRY VOGT MACHINE CO.., Louisville 10, Ky. 


BRANCH OFFICES: NEW YORK e® CLEVELAND 


PHILADELPHIA e@ ST. LOUIS 


VALVE and FITTING MATERIALS 


Thus, by constant and accelerated testing, 
we quickly and definitely prove or disprove 
the claims that are made for many newly 
developed materials. And thereby we make 
sure that only the best goes into valves and 
fittings that bear the name Vogt. 

Consult Catalog F-9 for the complete Vogt line of 


drop forged steel valves, fittings and flanges for 
steam, water, oil, gas, air and refrigeration services. 


DROP FORGED STEEL 
VALVES and FITTINGS 
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10 Years Ago (Cont'd) 


and merchandising, Department of 


wire rope 


Commence. 


[There was no convention—cancelled 
to comply with Government re 
quest—but the three associations 
elected new presidents anyway 
Eugene F. McCarthy, Beals, 
McCarthy & Rogers, Inc., Buffalo, 
N. Y., National Association; Harry 
P. Leu, Harry P. Leu, Inc., Orlando, 
Fla.. the Southern and R. D. 
Black, Black & Decker Mfg. Co., 
the American 


llied Tool & Abrasive Supply C 
Angele vas organized by C 
llins, Serghauser, L. S. 
Robertson 


‘a , & 


ra ae sold . ‘it tock 7 ntinued 
ra y” h e é ply Co., 
- we marked ' 





50th 





A 


ENGINEERED seenfield Tap & till 
FOR SAFETY refresh t ts salesmen 
to prepa u I ostwar sell 


nt of the 


@ Crane ropes and wire owe ransm n incil, was a 
3 dinner 


1 North 


rope slings must be of 
high quality for safety's 
sake. That is why U-W 
wire rope and slings, 
assembled with U-W fit- 
tings, are so often spec- 
ified for hoisting and 
many other industrial 
uses. For reliable serv- 
ice, call your Upson- 


Walton DISTRIBUTOR. 


THE UPSON-WALTON COMPANY 


A total of 557,864 persons left the 
federal service in 1954 of whom just 


MANUFACTURERS OF TACKLE BLOCKS, WIRE ROPE, ROPE FITTINGS ~ ESTABLISHED 1871 


192 


12500 ELMWOOD AVENUE + 
New York ° Chicago 
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CLEVELAND 11, OHIO 
. Pittsburgh 


21,626 were discharged, the balance 
quitting voluntarily 








ask your 


Bunting 


distributor... 
HE HAS IT 


Your Bunting Distributor carries in 
stock for your money iving con 
venience completely machined and 


d Huntin Standard Stock 


... for the finest bearing 
trial Be iring Electric Motor 
bronze available from stock fearings and Precision Bronze Bars 


e range of s1ze8, meeting 


ual production and main- 


' cy ) y Re rwinos and - amy : 
Bunting Bronze UW 2 S abt Bars are made of ¢ eed You will find him 
a special Bronze 3 lOy developed in Bunting tex u the classified section of 


OOK most ike 


metallurgical laboratories through study of pte Bg Sag tg cd ny 
innumerable bearing applications and many rigid fearings, Bronze. Your Bunting 


in industrial distrib 


tests. Known as Buntir p No. 72 bearing bronze j tor © ren ist in certain indus 





alloy (SAE 660) this Bronze embodies superlative | items. He has been especially 


anti-friction properties together with easy 


responsibility ind 
bearing re 


him for the Bun- 





machineability and long life. 
or write 


| 


oy zetcles —— 


—}— 


BRONZE BEARINGS + BUSHINGS ~ PRECISION BRONZE BARS — 
THE BUNTING BRASS AND BRONZE COMPANY 
TOLEDO 1, OHIO 

BRANCHES IN PRINCIPAL CITIES 


This advertisement appears in 
iron Age © Mill & Factory © Modern Machine Shop 
Machinery © Sovthern Power & Industry © Stee! 
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.when your customers want 
Tool & Cutter Grinding 
Capacity... 


The NEW 


STERLING 


Model “RK-2” 
is the answer! 


It provides More Capacity 
for grinding tools and cutters 
at about '% the cost of a Uni- 
versal Grinder because it is 
desigried —for Tool and Cut- 
ter Grinding ONLY 
New principle eliminates 
heavy, expensive tables re- 
quired for ‘“‘Universal”’ grind- 
ers; makes possible a compact, 
easy-to-operate, tool and cutter grinder that is ideal 
for shops needing tool and cutter grinding capacity. 


Protected Dealer Franchise. Write TODAY 
for complete information and literature. 


McDONOUGH MFG. CO. cai ctaine wis. 








CHAN pyc, -LOCK 


Heres a quality line with real Lg possibilities. To get the 
most out of it carry the compl P DeArment Chan- 
nellock line. Millions of national magazine subscribers will read 
about the Channellock lime every month they are being told 
and sold. Use display boards, stock the fuil line for real profit 
possibilities. You can sell more pliers than ever before when you 
feature the complete Champion DeArment-Channellock line 





THE PLIER OESIGNH THAT OBSOLETES ALL OTHERS 





CHAMPION DeARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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Book Reviews 


U. S. GOVERNMENT PURCHAS 
ING DIRECTORY, Smal! Business 
Administration, Superintendent of 
Documents, Washington 25, D. C 
50 cents—The United States Govern 
ment is the world’s largest single 
buyer of machinery cquipment, 
supplies and service The Small 
Business Administration has prepared 
this book as part of its program to 
increase small firms’ sha f Govern 
ment orders. It gives a detailed list 
ing of the variety of items bought by 
the military and civilian agencies of 
the Federal Government. The items 
are listed alphabetically and are keyed 
by means of numerical les to the 
purchasing offices which buy them. 





CALIFORNIA MANUFACTUR- 
ERS ANNUAL REGISTER, 1955, 
Los Angeles Times-Mirror Press, Los 
Angeles, $25.00—This 784-page book 
is the ficial directors nformahon 
publication of the California Manu- 
facturers Association. It contains three 
sections: alphabetical, geographical 
ind by products 


DIRECTORY OF IRON AND 
STEEL PLANTS, 1955 Steel Publi- 
cations, Inc., Pittsburgh, $15.00— 
rhis is a list of companies and officials 
operating blast furnaces, steel plants, 
rolling mills, by-product coking ovens, 
structural steel plants, boiler and tank 
shops in the United States, Canada 
ind miscellaneous foreign countries 
It also gives a list of products and 
operating capacity of the various in 
dustries 


THOMAS’ REGISTER OF AMERI 
CAN MANUFACTURES, _ 1955, 
Thomas Publishing Co., New York, 
$12.50—This consists of five volumes, 
1200 pages. The first three contain 
product classifications ilphabetical; 
the fourth, an alphabetical list of 
manufacturers, with branches and 
afhliations and trade nam ind 
brands, and the fifth, a pr ict find 


ing index and index t 


PIPE FRICTION MANUAL, The 
Hydraulic Institute, 122 East 42 St., 
New York 17, N. Y., § 

page technical book 

tables, m extensior 

ment th 

tained in another | 
tive Standards 
Institute—Pipe 


DOOK 














ee 


ma a we i = a = ct 
ELF-CLEANING 
rs ia eee 


The Extra Quality of ATLAS CHAIN 
Builds Extra Sales and Profits! 


Tough abrasive action of sand, dirt and mud is the 
type of punishment Atlas Chain and Sprockets 
must take on this “Silent Flame” Tobacco Har- 
vester manufactured by the Long Manufacturing 
Company. The chain and sprockets are bombarded 
by an endless stream of dirt kicked up by the 
wheels and at times actually operates with the 
chain churning a path out of the mud and sand. 

This is the type of installation that is winning 


acceptance for Atlas Chaia by the nation’s in- 


ATLAS CHAIN & MANUFACTURING COMPANY .- 





ie oe) 
’ wy 





dustry. The kind of acceptance that builds repeat 
sales and profits for Atlas distributors from coast- 
to-coast. 

The complete Atlas Chain and Sprocket line is 
breaking sales records every month. Put this 
profit line to work for you. Get the complete 
details on the Atlas franchise in your area that is 
backed up with nation-wide advertising . . . sales 
winning promotion . . . service building technical 


cooperation. Write . . . 


DOYLESTOWN, PENNA. 


ROLLER CHAIN — 
AND SPROCKETS. 


Bord Universal Lift 


Jack and Platform 
Bond Self Load- 


Unload Drum Truck 


Best for 


ag 
your customers’ 


Materials Handling 


it faster, easier, more profit- 


able 


S 


—— 
hy 
{ 


bre ‘ ' 

—< ire 
ES / show fr 
=e for sm 
’ er <=’ g r nape 


PEED your customers’ ma- 
terials handling by pro- 
viding them with the right 
Bond 
jobs. Bond casters, lift jacks 
and hand trucks build more 
efficient production . . . 


equipment 


And these sales-points 


help you sell! 


PRODUCTION 
BUILDERS 


‘es 


Stationary Caster 


Industrial distributors know . . . 
that when customers use their 
qualified services in selecting and 
maintaining the right Bond equip- 
ment for the jobs they'll be satis- 
fied and profitable customers for 
years to come! 


BOND FOUNDRY & MACHINE CO. 
Manheim, Penna. 


41-A_ Series— Structuro! 
Stee! Stationary Caster 


40-A Series 
Bol! 


Stee! 


Race 


Swivel 


36-A Series 


3-A Series 


Boll Race Swive! Caster 


Single 


Double 


Structural 


Coster 


INDUSTRIAL DISTRIBUTION 


for 


Double 
Boll Race Swivel Caster 


tion available and follows a pattern 
developed from users’ suggestions. One 
section demonstrates the mathematical 
calculations used in the construction 
vf charts, supplemented by complete 
tables of friction water in feet 
per one hundred feet of pipe. 
Wrought iron, steel and cast iron pipe 
nominal to 84 in. I.D 

lables of resistance co 
valves and fittings, 90 de 
gree bends, diffusers and other points 
given. Three fold-in charts 
friction factors to calculate 
1 or gas) in any size 
Actual mathe 


is Of Many pipe friction 


loss for 


sizes from 4 in 
irc covered 


efhicients for 


ilso 
loss 
fluid (liquic 
conduit 


solutio: 


ire demonstrated 


4 COMPANY GUIDE TO THI 
SELECTION OF SALESMEN, by 
Milton M. Mandell, American Man- 
agement Association, 330 West 42 


St.. New York 36, N. Y., $4.75 


their 
5—This 
160 page DOOK 15 Research Report No 
24 of the A.M.A. It the result of a 
f 180 manufacturing firms 


> ITvey Ul 
isked he mw 


make 


whose managements were 


} . | } r ] r r 
they select then $s Torces, reduce 


improv les perform 


us typ 


f selection de 
: 


including ay ition blanks, in- 


tests 
; ‘ 


vith in deta 


PI 
ind reference inquiries 


sf) 


ind som< 


reproductions 
six chapters deal 
Man and the 
Process, Sel 


lems oT 


facsimil 
tual forms. The 
with: The 
Recruitment 
Prot 
n, Organization 
yn, and Sample 


turned up a m 


pages mitaim 
ft : 
spec 
Job, 


tion 


ific lly 
The 
Devi 


h the shrewd sales 


Id should find useful 
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manager 


yntrover 
salesman, 
rules out 
the man 
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1 might 
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James Lindsey, President, The Abrasive Machine & Supply Co., Newark, N. J., says: 


“We proved a demonstration is the 
best way to sell Black & Decker!” 





“First we analyze their hammer needs ... select one 
of the 4 Black & Decker Hammers that will do the 
job for our prospect. Then, our salesmen demonstrate 


it right on the spot. We show our customers how they 
can actually cut costs, save time and turn out better 
work on dozens of jobs in their own operation, We 
emphasize the versatility, extra power and light- 
weight features, all big factors to hammer buyers, 
“Our salesmen are convinced beyond doubt that 
demonstration is the best way to sell any B&D tool.” 
Mr. Lindsey of The Abrasive Machine & Supply Co. 
is typical of progressive distributors everywhere who 
handle Black & Decker. Make sure your salesmen 
carry and demonstrate B&D tools... and watch them 
sell themselves. Tue Brack & Decker Mec. Co., 
Dept. 2406, Towson 4, Md. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


Yeh & Decker: 
ELECTRIC TOOLS 





se DOOR 
™ OPENERS BY 


MANUFAC! 7 
“ 


DIRECTORY OIF 
URERS OF AMERICA, Directon 


<a) 
of Manufacturing, In 186 Joralemon if i 
St, Brooklyn I. N. Y., $125.0 KE 
S f } ndustn ' 
> ong . bot ‘ vith +o+ ) an 

aust mo1 nD t by 


Nur 


mh 


VIACHINI (? POO! DIREC 
PORY 55, Hitch Publishing 
EE.“ vy Al W heaton 


] >f ( c i di 
’ , } 


STRAINERS 


° Woter * Air * O 


FORGED STEEL 
HIGH PRESSURE 


VIANAGEMENI AIDS FOR 
BUSINESS ANNUAIT 


PLUGS WITH yy , ; kB m Admn fra 


Dry Seok 


TAPERED THREADS 


Both CAPITOL square head 
and hex head solid plugs 
have dry seal tapered 
threads to assure safe, per- 
manent high pressure in- 
stallations. Individual thread 
protectors for maximum pro- 
tection. Conveniently pack- 
aged for easier handling. 


Square Head Solid Plugs 
sizes 1” thru 2”, all forged 
steel. Hex Head Plugs sizes 
“%" thre 2” machined from 
solid bar. 


You'll like these 
thread protectors, too! 





feleinon 


MEG. & SUPPLY CO. 


Lafayette Building, Washingt 








COLUMBUS, OHIO ail 





COUPLINGS — NIPPLES — UNIONS — RADIANT 
WEAT FITTINGS — FURNACE Cons — 
WELL SUPPLIES — STEEL PIPE FiTTincs 


Who gove you o hard luck story today?” 
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Your customers use strainers— 
different sizes, different types. They 
are regarded as a small item some- 
times, but your customers need them 
and buy them and they want quick 


de livery. 


Keckley offers strainers to fit any 
requirement. They guarantee fast de- 
livery of Y-type strainers, 42” to 
12” ... semi-steel to 250 psi, bronze 
bodies to 300 psi and cast steel to 
900 psi . . . flanged or s rewed... 
perforated screens with 144,” to ’ _ 
dia. holes or screens of woven wire 
20 to 200 mesh available in bronze, 
monel or stainless steel. 


This is only a small part of the 
Steam and Liquid Control Equip- 
ment you can offer your customers 
when you handle the Keckley line. 
@ To find out hou 
you can become 
Keckley dist butor 
write for details an 
ask for Catalog 55-C. 


; 


: 0. 0. KECKLEY COMPANY: 
. 400 W. Madison Street . 
+ Chicago, Illinois : 





ONE stock | on fits FOUR kinds 
ial of hubs 


‘ Grip-Master . 
ae 
plate sprocket in differen 


bore sizes 


— 4. 
= 4 
= 4, 


Or reverse the process and 
one hub fits up to 75 different 
stock Grip-Master plate sprockets 
Complete with keyways and set 
screws the Grip-Master sprocket line elimi 
nates alterations—increases ‘“‘over-the-count 
sales. And replacement costs are way down 
since only a plate sprocket is required 
In the smaller sizes Grip-Master taps 
bushing and “‘fixed-bore”’ sprockets fill 
ne—offer the same advantages 
In addition, you’re backed up by “‘ac 
the-board” inventories of stock sprockets 
plus roller and conveyor chains for any need 


- 
a 
at 
~e 
on 
y 


“noes 


HUB ONE SIDE—Solid 


Take advantage of the complete Cullman 
power transmission line and sell quality that USE THIS HUB 
ope tape FOR WELDING 


will reflect in long service life, repeat sales an 
more profits for yourself 


od POWER TRANSMISSION 
1040 = ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
CULLMAN WHEEL COMPANY, 1347 ALTGELD STREET CHICAGO 14, ILLINOIS 
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PROOF of HOLDING POWER... Have You Heard This? 





Learn to Be Impractical 

“Looking to the future with imagin- 
ation and courage is the No. | trait 
of the successful executive. In sales, 
and in all business, are we demon- 
strating enough of both? Are we in 
selling, as the critics of the profession 
often say, so devoted to being 100% 
practical that we have ne ither the time 
nor the courage to do a little creative, 
impractical dreaming? Sales Man- 
agement, Dec. 1, 1954 


A Little Dying 

I think if we could sum up our 
buying and selling preblems today in 
one word, that word would be fear. 
Fear on the part of the salesman that, 
in today’s competitive market, he will 
lose out; fear that he has not made 
1 good sales presentation; fear that 
his boss feels he is not producing 
enough sales. Fear on the part of the 
purchasing agent that he is not re- 
ducing his costs sufficiently to keep 
his company and his < ympany s 
products competitive; fear that his 
inventories are out of balance or too 
RAILROAD ELECTRICIAN SAYS: high. Fear on the part of both that 
they may not be doing a good enough 


| am sending you a sample (see photo above) of what they (Rawiplugs) are 
job to satisfy their respective manage- 


capable of doing . .. We were removing some old conduit from an outside 

wall and this piece of brick was pried off with the 1” conduit used as a lever. ments. . ‘Everybody wants to 
| cannot remember how long these plugs had been installed, but believe & Heaven, but nobr dy wae 
it to be between twenty and thirty years.” die.” We both have to do a little 
}. G. COLWALL, Montgomery, Alebeme dying, to get ahead sufficiently to 
satisfy management in this competi- 
tive market’”—Robert L. Kreuger, 
Goodman Mfg. Co., The Chicago 

Purchasor, March 55 


When you require maximum holding power and the least drilling time (you 
drill smaller holes) use Rawlplugs 


Do You Stock the Complete Rawlplug Line? 
VOTE HERE...GET SAMPLES... Advice to Purchasing Agents 
fter we have sent a salesman into 


Request samples by attaching coupon below to your business letterhead. the Geld we are fortunate if we can 
i fis » Vv al iUI biba LC il We Cex 
MARK X for the products you have used. average two hours a week with him 


He will spend at least 15 hours a week 


in your presen< 


MARK o for the products you have not used and of which you would like | 
to have samples. while we sealing 
our responsibility manage and lead 
these men, you are molding their char 
RAWL CARBIDE DRILLS: Spiral precision 


} RAWLPLUGS: Universo! screw anchor for t 4] ’ : lit 
tool for rotary drill or hond brace. Sizes xcTers, Their i€ 1 pe naunes, 


ony moterial. The original fibre plug for 

wood and log screws i to 1%”. for they nine times as much 
] unth von . _— in 4 rT 

Sed tale, Hats te oth Oe as ) RAWL HAMMER-SETS: Heavy duty time with you as they do with thet 

tilled hole. Holds like a bolt. Use only threaded type machine bolt anchor managers he balance of the t 

in hard moterials sh ae { hor he will 
)} RAWL-TAPERS: A machine screw anchor RAWL-ANCHORS: For holding bolt: per- an 1 fa » . tl a 

that fits the hole drilled either by o new manently in moterials such os concrete, Sper ravenng on 1€ 
on ware evil marble, stone, brick, etc. Heavy duty type mourners CTC h. walting see the 
RAWL TOGGLE-BOLTS: for anchoring RAWLDRILLS: For drilling holes in oll en his part of his time is wasted, 
ony fixture or utility in hollow wolls or masonry. Easily sharpened. For hand and mut if 1s part of the cost which is re 
ceilings power drilling flected in the price Ar vthing you can 
do to eliminate this waste will enable 


ime 


[}) DIMENSIONAL CHART of above products 





him to do a better job for you and 





decrease the cost of his product” 


THE RAWLPLUG COMPANY I G. J. Ticoulat, Crown Zellerbach 
r nc. Corp., president, National Sales Ex- 
ecutives, Mid-Continent Purchaser, 


271 CHURCH STREET ° NEW YORK 13, N. Y April 15, 1955 
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JOHNSON 
BEARING 
FRANCHISE 

l ALUABLE 


- 


Gaey Vaeal 
BEARINGS 


Over 385 Sizes 


GRAPHITED 
BEARINGS 


Over viele) sizes 


ELECTRIC 
MOTOR 
BEARINGS 


GENERAL 
PURPOSE 
BEARINGS 


ee i Pe ee en ee 


ggg mn 


J 


| 
™ 


PE 
P| 


: 


ay 


a 


- 


J 


or 


Ny 


‘ 
he P 


OHNSON is the most compiete 


s 


line of sleeve bearings ever sold through indus- 
trial distributors. By handling a wide range of 
stock sizes in these four different types of 
bearings, you can make more 

sales per call and increase your 

bearing business. Every one of 

¢? these items is widely known and 
accepted throughout industry. 

Consistent advertising and pro- 

motion both through leading publications and 
direct mail make your selling job easy. If you 
have never sold Johnson Sleeve Bearings and 
Bronze Bars before, we will show you how to 
stock and sell them ... and teach your sales- 
men. If you already sell bearings or bars, we 
can show you the advantages of the Johnson 
Bearing line. Write today. 
JOHNSON BRONZE COMPANY 
535 South Mill St., New Castle, Pennsylvania 


OS tan 
CB 
8 & 

~La 
¥ 


Sleeve 
Bearing 
[Telefe ela -ta: 
Siila. 
190] 


UNIVERSAL 
BRONZE BARS 


Over 400 sizes 
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SALES TIPS CEA Can You Use hry? 


PROFITABLE TAPPER 
SELLING 





what are its advantages? Commercial Financing Facts 


® Handles ao wider range of tap sizes — 00 to 4" — 
the range of 4 conventional toppers! 
Adjustable torque control prevents tap breakage. 
No friction clutch to wear out. Commander Tapper’s Gummer Paper Dispenser 
Spring Clutch Drive provides longer, quieter 
operation. Boltless Steel Shelving 
Minimum operator pressure operates it—eliminating 
lead error caused by forcing tap into hole. Tractor 
Does precision tapping —even with inexperienced 
operators . . . it’s “the Tepper that thinks for its 
operctor”. 


features that help you sell Market-Couater 
Wider range provides greater utility — reduces tool 
investment for your prospect. Typewriter Bail 
Adjustable torque control assures positive top 
protection. File Booklet 
Automatic sensitivity of torque control stops the tap 
when it’s dull, “loaded”, hits a hard spot or bot- 
toms in a blind hole. Opaque Ribbon 
Compact, rugged, light-weight—built for production 
tapping 


Postal Manual Binder 


Coliator 


Multi-Purpose Stamp 


Binder Catalog 


Commander MFG. CO. Intercom System 


4217 W. Kinzie Street . Chicege 24, Illinois ; 
Product of Commonder Builder of Production Tools Plastic Ribbon 


Box Opener 


BRAY HYD RAGRI Pp Commercial Financing Facts 


HYDRAULIC PULLERS \ comprehensive ready reference 
— brochure describing inside facts about 
ommercial financing that every busi 
nessman should know is being offered 
It I titled Imy tant Fact About 
Commercial Financing” and is offered 


tree 


Postal Manual Binder 


Valuable | : | 
Maintenance Too] U Goverm “a ‘Palotion Offic 


to fall open in 


, , , ural ith the binder s 
With the handy HYDRAGRIP _ parts along shafts smoothly with- een aah Win ade 
and a few ARMSTRONG-BRAY out wedging or binding. Saves supe me Rey , tage 
Pullers, you can quickly, safely time, saves parts—ends battering made of heavyw ight durable mater 
and easily remove gears, wheels, and breakage. The HYDRAGRIP ils and pages a1 eld by a prong 
bearings, sheaves or parts from —comes complete with handy, type mechanism which opens in 
shafts, can re-install them with ——— hydraulic hand pump, stantly as the aut lock lever is 
equal ease. Single centered ram righ pressure connecting hose and depressed, making t insertion or 
assures aligned thrust that moves 17'¢-ton capacity hydraulic jack emnnel : oil . . 

removal of pages QuICK and Cas\ The 
with interchangeable heads. atid tall on Wen 
) ad halt-opet positio oO 


binder 


} 
heets to lie perfectly flat for maxi 
. mun eadability e design 
Write for Catalog Sheet—describes heen eormends Yes 
HYDRAGRIP and complete line of — oo 
standard and special external and Office Departm 
internal pullers. wailable 


Gummed Paper Dispenser 
ARMSTRONG-BRAY & co. gy 4 A new heavy duty gummed tape 
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Quality Control at Allen 
Is a Powerful Selling Tool for YOU! 


corrects immediately any variation 


Quality control here at Allen put 


sinews into your selling! Your long 


Allen customers know Allen 


lity so well that they prob 
it for granted They can 


lont 
Uu ility control here begins wit] 
raw materials; theyre right, or we 
don't use them. Tools and gaug: 


are tested and certified befor 


they're used. Allen chart control 


monitors every machine process 


from standards, insures the uniform 
precision you can rightly expect 
from Allen. Plating and heat- 
treating processes are just as rigidly 
controlled. And at the time of pack 


ra final check for quality is made 


Allen quality No. 1 quality in 
Socket Screws — is built-in! You 
can sell it hard and confidently 

t means satisfied customers who 


me back over and over again. 


FoR 
INFORMATION 
write ro 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 


MORE 





for selling Goulds Pumps 


MEMBER 


Aids 


Pump sales sometimes bog down on 
questions that seem more technical 
than they actually are. 

Phe experience of several pump sales- 
men for Goulds distributors suggests a 
simple, three-step procedure that may 
improve your proht record on pump 


Ist step—Find out all the details your 
prospec t's pumping problem involves: 
what he’s going to pump, how fast, 
from where to where, under what 
conditions. 

Asking questions shows an interest 
in his problem that no prospect will 
resent—and it answers the unknowns 
that make you shy away from pump 


problems. 


2nd step — Check the appropriate 
Goulds bulletins and manuals for what 
you need to know to help your customer 
select the pump that matches his need. 


Then, if you're still uncertain as to 
whether you've made the best selec- 
tion, write or phone your nearest 
Goulds branch office. They'll be glad 
to help you in any way they can 
bulletins — prices—deliveries—and 
any other pertinent information. 


= _ PUMPS INC. 


Seneca Falls 


New York 


dispenser will automatic illy dispense, 
moisten, measure and cut gummed 
} ; a 
tape in lengths adjustable from 24 to 
36 in. in one stroke. The feed stop 
and visual measuring scale on the 


front of the machine reduce to a 
matter of seconds the time required 
to set the automatic dispenser to the 


exact length of tape required 


Boltless Steel Shelving 

This rod t I be erected a 
low cost wi it u of tools and i 
graphically described in a four-page 
brochure ttained from the manu 
facture hree types of simple clips 


+ 


used for al lations are illustrated 


ind expia ned 


Tractor 
Faste nd fer order picking is 
claimed for a newly developed model 
It can be operated 
nit rasa highly 


mancuve 


Collator 

Gathering pap i or cata 
logs or other binding tasks is made 
fully automatic by new eight-station 
collator All the perator has to do 
1S place the paper 1 t of travs, 
push the starting button and papers 
are gathered in s f up to eight 
sheets at the 1 f 10,000 sheets 
vered in alter 
Any size sheet, 
14 in., can be 


per hour and are deli 
nately set ffset | le 


1] 


from 5 by 
handled 


Market-Counter 

This new device has a stamp and 
counter combined, th uunting unit 
being electronic. Good for taking 
inventory As ¥ mp it counts 
Possible uses include checking, count- 
ing, estimating, taking inventory and 
making final inspections. It uses avail 
able National Cash Register stamps 


Typewriter Bail 

This bail is transparent permitting 
the typist to see what has been written 
It is a replacement for the solid 
bail. In addition, it is available for 
all standard tvypewrit well as 


for older mode 


File Booklet 
Subject File’ 1 new folder being 


sued by a manufacturer of business 
It tells 
2 four-drawer 
th professional 


machine 
h e 


opaqut 
y for repre 


made by 


4TLANTA «+ BOSTON « CHICAGO «+ HOUSTON «+ NEW YORK «+ PHILADELPHIA 


PITTSBURGH « TULSA ican, 
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Another Big Volume Item for Besly Distributors 


New Besly Stub Tap for Screw Machines 


SAVES SET-UP TIME + FITS STANDARD BUSHINGS *« HAS STRONGER SHANK 


Again, distributors of Besly cutting 
tools have an outstanding item to 
help them boost sales and open new 
accounts! It’s the new Besly Stub 
Tap that eliminates the need to make 
alterations before using it in screw 
machines. 


Developed in cooperation with the 
National Screw Machine Products 
Association, the Stub Tap solves a 
problem faced by every screw ma- 
chine shop that uses taps. In the 
past, it has been necessary for screw 
machine users to cut off part of the 
shank and, at times, even the for- 
ward threaded portion of standard 
hand taps to fit them into screw ma- 
or order special, higher 
pri ed taps. Now your customers Can 
get ready-to-use Besly Stub Taps at 
no extra cost. 


chines ... 


BIG, PROFITABLE MARKET 


Screw machine shops account for a 
major segment of the tap business. 
Besly is currently the only manufac- 
turer selling through qualified stock- 
ing distributors to offer the Stub Tap 
as a standard item. This enables 
Besly distributors to reach this mar- 
ket with a high demand “special” tap 
at standard prices. Fast delivery from 
stock boosts profitable repeat orders. 


MANY BENEFITS FOR USERS 


The new Stub Tap has a shorter 
shank (and threaded portion in larg- 
er sizes) than standard hand taps. It 
fits all popular makes of screw ma- 
chines without any alteration of 
length, saving set-up time. The Stub 
Tap shank is the same size as the 
nominal outside diameter of the tap. 
This permits standard sized bushings 
to be used, reducing bushing inven- 
tory problems. The full diameter 
shank provides greater strength than 
standard hand taps which have 
shanks that are usually turned down 
in the larger sizes. Shanks are made 
concentric with the threaded portion 
of the Stub Tap, assuring accurate 
alignment in the tool holder. 


AVAILABLE IN SIZES 
THROUGH 1.-IN. 

The new Besly Stub Tap conforms to 
standards drawn up by the National 
Screw Machine Products Association. 


BESLY-WE 


c @ 8 


106 DEARBORN AVE., 


P 


It is available from Besly in frac- 
tional sizes from 1-in. to 1-in. and 
in machine screw sizes from +0 
through #14, 


NEW DISTRIBUTOR 
ADVANTAGES 


Every screw machine owner and op- 
erator, whether independent or a part 
of a larger company, will welcome 
the opportunity to test these tools in 
his own shop. With Association en- 
dorsement of the design, you know 
they are right. The Besly Stub Screw 
Machine Tap, backed by national ad- 
vertising in trade papers and direct 
mail, provides new opportunity to 
develop new accounts; increase vol- 
ume from established customers; 
gives extra sales push to all the cut- 
ting tools you seli. If you want a 
larger share of the cutting tool busi- 
ness: Taps, drills, reamers, end mills, 
sockets and tool bits—write or wire 
Besly — now. 


Oo N 


LL 


BELOIT, WISCONSIN 


Estoblished os Chories HM. Besly and Campony in 1875 
Branch Offices & Worehovses — Chicoge, Detroit, Cleveland 
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EVERY THING-~ 


from Soup to Nuts 
in Tungsten Carbide 


TUNGSTEN CARBIDE 


Special tools ore our 

specialty. Send specifications 

or prints for prompt quotations 

end delivery dates. Standard tools 
carried in stock for immediate shipment. 


Write for Catalog 


WILLEY’S CARBIDE TOOL CO. 


ioltm Fi ci sme me [tte lag Ti 


1342 W. Vernor Highway Detroit 1, Michigan 


| A new idea in 1905 
.-an accepted idea now: 


A ie LOOSE-LEAF 
BINDERS 


Make your next catalog loose-leaf and give it 





Unretouched photo of first extra sales snap with Heinn custom-styled 
a soletwmon sé 


proct 
Then .. + — mode by Neinn covers and indexing. Sheets that require no 
changes from printing to printing stay in your 
catalog. Inexpensive inserts provide up-to- 


One of thousonds of 

modern Henn des gned 

solesmer of og db nders 

com ciimaiite dn ne with months for a new edition of a large, costly 

focts kept up te dote ' , 4 5 ‘ 

aan tn anemone catalog. Thousands of manufacturers and 
wholesalers know the facts . . . and now depend 


on beautifully fashioned, unbelievably durable 


dateness that's impossible when you wait 


loose-leaf binders and indexes by Heinn. 

Facts ot Your Finger- 
WOW + won tnlons tote 
new booklet for the 
cotelog plonner. When 
writing for your copy, 
please describe your 

catelog problem 


THE HEINN COMPANY i 


304 W. Florida St 
Milwovkee 4, Wis 


System of Cataloging — LEADERS SINCE 1896 


Originotors of the Loose-leaf $ 
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sharp and distinct reproductions. 


Multi-Purpose Stamp 


This is a_ single compact unit 
phrase-date stamp and provides all 
essential accounting, shipping, corre 
spondence and order control phrases 
followed by a 12-year capacity rubber 

Ihe phrases are: paid, re- 
ceived, shipped, inswered, back 
rdered, cancelled, billed, charged, 
hecked, delivered, entered, packed 


Binder Catalog 


manufacturer of loose-leaf pr 
prepared a 96-page catalog 
ludes more than 2,000 stock 
items. It has a complete presentation 
binders and folders of ail types, 
Iiding devices and sales pre 
entation equipment, plus many new 


products added t lin 


Intercom System 

Wall-mounted m r stations and 

lh are IMC 

ystem be 

er stathon 

ther master 

yt and reply to 

ber of similar 

made from 

wing work 


d on every 


machines with 

ind suit- 

spondence as 

ffset reproduction 

é number of qualities. It is 
unbreakable in use and much thin 
ner than tl paper base used in 


tandard ribbons 


Box Opener 

This patented tool is designed to 
redu c ft ‘ Oo | rie I C needed te 
take ff the t | f al n Three 
rapid strikes and yp will hinge 
back on itself or else, four easy strokes 
ind the entire top comes off. The 
depth wf the stroke can be set in 
idvance to avoid damaging contents 
f a cartor ‘h ean, effective cut 
ting operation perm earse of the 
pplying sealing tape 


1 try 








HOW TO BUY 
RUBBER HOSE 
FOR LONG LIFE 
IN ROUGH SERVICE 


e+. and get 
“More Use per Dollar” 
Look for a hose construction that 
is easy to handle, yet strong enough 
to stand up under tough operating 


4 


Se OE wets THs 


\ 


| 


conditions. 


\ | 


‘) 


It is not necessary for hose to be 
thick and stiff and heavy. It can 


\ 


be light in weight and still with- 
stand hard use on the job. The 
lighter the weight, the easier the 
hose is to handle . . . the better 
men will like to work with it with 
less fatigue. Be sure, too, that the 
hose you buy is the most flexible 
for the type or diameter you need, 
If it coils and uncoils easily it is not 
only easier to handle, there is less 
internal stress . . . and no kinking, 


breaking or separation of cover, 
tube or plies. HOMOFLEX HOSE 


If the hose does not kink, it will last 





This is a Homoflex Hose 


, ; IND seston 
times ... even though it is dragged ton mea HERE s THE K by increasing 
over rough terrain. air, water 0 FE A D VER Tisi N G t’s only one of 


uses. It h representative 


Specify by name the hose c : 
pecify by name the hose construc ae THA T HEL PS yO U w beth coneval 


tion that combines light weight, 0 


longer and you'll get full flow at all 





: in 5 é 
‘ormotion rApesemn It Let him show 
ent mo 
s—the men yOU fe lasts much 
It helps distr'™ u “More Use 
ers to 
into R/M products. 


flexibility and non-kinking charac- flexible as This “How to Buy” inf mectnowt 
setebinn wxl axi afety handle, ye rs and top mo 
teristics with maximum safety .. . YG trade pope mers and prospect 


. j , 
specify Raybestos-Manhattan toughest jd) reaches aa ae can't call on. 
; ay ll on— # tells buy 
omofle; e. inside andy “© because it tel's 
Homoflex Hose msde & utors sell R/M es gineered 


the features thot ore en 











MANHATTAN RUBBER DIVISION—PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC. 


j Other R/M products include: Industrio! Rubber * Fan Belts » Rodictor Hose + Brake Linings » Brake Blocks * Clutch Focngs 
' Asbestos Textiles + Pockings « Engineered Plastic, ond Sintered Metol Products + Bowling Bolls ar 





~— ee 
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Only Bristol distributors get this 


double-barreled selling power 


A complete line of both hex and exclusive multiple-spline 
socket screws gives Bristol distributors a real head-start on their 


competitors 


On top of the sales edge that carrying both types of screws 
gives them, Bristol distributors can also count on these extra 


sales helps: 


ADVERTISING AIDS 


Notional advertising compoigns create 
prospec ts 

Hard-hitting direct mail drives home 
product features and advantages 
Envelope stuffers and advertising novel- 
ties remind customers of your products 
Bristol’s copy and cut services help your 
own adve rtising 


INFORMATION AIDS 
Publicity releases keep prospects in step 
with product development 
Bulletins, price sheets put facts and fig- 
ures at your fingertips 


Engineering dota sheets give you the 
technical answers you need 


SALES AIDS 
Window display stands dramatize 
breadth of Bristol line 
Shows and displays demonstrate prod- 
uct features 
Smartly packaged samples help you 
put your best foot forward 


That's the kind of help that makes 
both dollars and sense for Bristol dis- 
tributors. Still a limited number of 


distributorships oper, too. 
AA13 


BRISTOL “ass 


THE BRISTOL COMPANY, Socket 


screw Division, Waterbury 20, Conn 
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Obituaries 





Hugh Hirshon 


Hugh H. Hirshon, 
W. S. Wilson Corp. 


Hugh H. Hirshon, chairman of the 
board of W. S. W n Corp., New 
York City, died May 13 at his home in 
Queens, Long Island 
He had 
ply busines 
in emplovec 
if the old B 
New y TK 
1915, with two partners, he 
the Hardware & Supply ¢ 


ind perat it for 


Charles Lincoln Turner. 


Buffalo Bolt Co. 

Chark I I I I 
cer of the Buffalo B 
died April 14 in St 
He had been in ill 
years 


Mr. Turner ser 





Gorn Drive Centers — Long, Short or Medium 
DIAMOND 


ROLLER CHAINS 
Provide Equally Positive Drives 
Regardless of Center Distances 


LONG CENTERS , see OR CENTERS 
LIKE THESE? ms SO SHORT 


SPROCKET TEETH 
tween centers and with idler ~—e z 
sprocket, drive gets cround oe Viaed CLEAR? 


obstructions 

At Left: Single No. 478 Dic 
mond Roller Chain agitotor 
drive on 5-foot center. 


At Top: Long distance be- 


Short center high-speed mo- 
tor drive — triple-strand Dia- 
mond Roller Chain. 


OR MEDIUM 


CENTERED , < @ Whether shafts are very close together or far apart— 


DISTANCES , ™, ryt, Diamond Roller Chain Drives transmit the power posi- 
: : : tively—without slip or drag. 
LIKE THESE? : ; 
: ~ ss Speeds selected or desired are accurately assured—pro- 
ms 4 Abeve: Drive to carton ductive output maintained at maximum, every hour of 


conveyor, 28-inch center 


distance every day. 
oe See Shepenenane Diamond high-finish Roller Chains perform as 


high speed motor drive 
smoothly as they look—every roller perfectly mated, 


cushioned in movement on films of oil. Little or no 
power is absorbed, with little maintenance throughout 
long years of useful life. Delays and replacements are 
avoided when you entrust your motor and machinery 
drives to Diamond Roller Chains. 

Practical recommendations and a copy of new Cata- 
log 754 are yours for the asking. 


Write for complete 
data Catalog 754 


ALWAYS PRELOADED DIAMOND CHAIN COMPANY, Inc. 
For many, many yeors, Dic- Where High Quality is Traditional 
mond Chain has been pre- Dept. 480, 402 Kentucky Ave., Indianapolis 7, Indiana 


loaded after assembly for 





The user of Diamond Roller Chains and Sprockets is as near to your 

stock as his telephone. Diamond national industrial advertisements in- 

clude this message— "See the classified section of your local telephone 
directory for the address of your Diamond distributor.” 


the purpose of bringing 
pin-bushing seating into 
stabilized relationship prior 
to field installation. 
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BURNERS THAT OFFER 
MORE THAN HOT FIRE 


(1500° in 5 minutes — 2300° in 30 minutes) 


No. 120 
Hi-Speed Steel 
Heat Treating Furnace 


No. 118 
Combination Charles L. Turner 
Bench Furnace 


No. 142 
Hi-Speed Steel 
Heot Treating Furnace 


EFFICIENCY ECONOMY 
DEPENDABILITY 


. « « from a name 50 years old 


in the Gas Appliance Industry John M. Cook, 


Behr-Manning 
When the job calls for heat treating tools, dies . € 
(ook ice-presiacnt 


and small metal parts, both you and your cus- ‘ ' Peed eamerses 
tomers profit from the big line of Johnson Gas Dive om diet hast a 
Burning Equipment. Write for the free com- ' n lle, N. ¥ 

No. 1202 Blower plete Johnson Catalog which shows additional t th 
profit-making items. 


No. 101] 
Bench Furnoce 


No. 60BCD No. 706 


Concentric Annealing 
Ring Burner Furnace 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N.W. Ceder Rapids, lowe 


IF IT\ BURNS GAS LOOK TO 


SINCE 
1901 


John M. Cook 
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these magazines... 


AMERICAN MACHINIST 
MILL & FACTORY 

* MACHINERY 

* CANADIAN MACHINERY 

* TOOL ENGINEER 

* TOOLING & PRODUCTION 
PURCHASING 


THIS TELLS 
rHE JACOBS 
STORY! 





This message to your customers 
tells the product story of the 
Jacobs Plain Bearing Chuck. It 
tells it forcefully in words and 
pictures. It is an interesting story 
because it presents cold facts 
about a long time leader in the 
industry. 


AND THIS 
ELLS YOUR 
STORY! 


This statement of confidence in 
our distributors is displayed on 
every Jacobs ad to your custom- 
ers. The one reproduced here 
tells our story and yours. 


There is NO COMP ARISON with a Jacobs 


If you don’t wear a gold service pin you probably won't remember 
when “Jacobs” wasn's the name for the finest drill chuck. Since 
Mr. A. I. Jacobs started it all, back in 1903, continual painstaking 
and specialized research has been lavished on Jacobs Chucks. 


The Plain Bearing Jacobs Chuck pictured 
is undoubtedly the best known in the world 
.. and with good reasons. It is a precision 
chuck capable of greater accuracy than any 
comparable chuck made today. It is a strong 
chuck, longer lasting on the job. It is a Aard- 
holding chuck with a grip of tremendous 
power. 
These good reasons add up to the unques- 
tioned, uncompromising quality that makes 
your selection of drill chucks as easy as 
remembering the name Jacobs. 


JACOBS AND YOUR We'll be looking for you at the 
LOCAL DISTRIBUTOR ASTE Western Industrial Exposition 


are ready to deliver the chucks you 


need and the service you deserve. 
first in chucks . . . first in service lacobs 
iP 


CH UC K S 


i it's a Jacobs -it holds 





Only Browning offers this profitable... 


COMPLETE 
POWER TRANSMISSION 


BROWNING , ; 
GRIPBELT > BROWNING 


DRIVES ROLLER CHAIN 


BROWNING DRIVES 


POLY-V 
DRIVES 


CHAIN 


dy FLEXIBLE 
BROWNING 


All wi th PULLEYS 
Browning’s Malleable 
Split Taper Bushing 


As a Browning distributor, you can supply every power trans- 
mission requirement expertly, quickly and profitably. Right from your 
shelves you select equipment exactly suited to each customer's par- 
ticular need. Yet you need maintain only minimum stocks, because one 
simplified bushing system is utilized in Browning sheaves, sprockets. 
couplings and paper pulleys. They are simpler, more eificient, easier to 
install and maintain. Offer this standardized system to your customers, 
and share in the splendid profits now being enjoyed by those many 
distributors who handle Browning products. Write for Catalog GC101 
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company’s nationwide distributor or- 
ganization. 
~ In 1948 he became manager of gel- 
eral trade sales. He became a Behr- 
Manning director in 1949 and assist- 
ant manager of the abrasive division 
the followmg year. He had been vice- 
president and general sales manager 
since 1952 and a director of Norton 
Co. since last year 

Mr. Cook is survived by his wife, 
Hazel T. Cook. 


John Lee Marshall, 
French Mill Supply 
John Lee Marshall, 61, sales man 
ager of French Mill Supply Co., 
Utica, N. Y., died April 26 in his 
home in New Hartford after a three 
weeks’ illness 
He joined th mpan\ 
rving 


> § 


manager in 1950 after ser 
manager for Penzoil Oil Co 





America’s Needs 
And Resources 


Starts on page 





© Medical care: to make medical 
services (at present standards of good 
current practice) available to the 
whole population would require 
payments for fees, health insurance 
premiums, hospital bills, etc. total 
ling some $6.2 billion greater than 
the amount that will actually be 
iailable for such purposes if pre 
sent trends continue And even 
this assumes an expansion of health 
insurance and other schemes to 
make medical services more readily 
and cheaply available 
¢ Clothing and personal care: the 
criteria of adequacy here are neces 
sarily subjective and social rather 
than physiological. They are based 
on Bureau of Labor Statistics and 
other government agency budgetary 
studies, indicating that in 1950 over 
14 million families were spending 
less than enough on clothing and 
personal care to provide for “health, 
efficiency, the nurture of children, 
and participation in community 
activities.” 

It is estimated that even in 1960 


current expenditures for these pur 





Mr. Tooley Says: 


“Only 

Firth Sterling 

distributors 
Sell this complete 
packaged line of both 
Steel and carbide tools 
and tooling materials.” § 


Firth Sterling distributor stocks include 
a wide range of standard carbide tools, tips, blanks, 
drills and bushings; high speed steel toolholder 
bits, polished drill rod, ground flat stock, shank steel. 


This new steel and Yes, the Firth Sterling packaged line is the most complete line in 


rbi ta . : , ‘ 
= b de catalog the business. In warehouse stocks or in customers’ tool cribs, the 
is available upon 


request. advantages of proper packaging .. . easier handling, protection of 


contents, quicker identification . . . are important factors. But even 
more importantly, the familiar Firth Sterling packages on distributors’ 
shelves are a sign of “one stop” tooling service ... the wniqwe ability 
of Firth Sterling distributors to supply both steels and carbides, 
without bias, from a single manufacturing source. 

Firth Sterling backs its distributors with complete finished stocks, 
engineering service, and a sound distributor policy supported by 
effective sales promotion that results in volume and profits. 


ad eo PRODUCTS OF FIRTH STERLING METALLURGY 
SES, TOT SG High Speed Ste p>. Sintered Tungsten Carbide 


Too! & Die Stee A> Firth Heavy Metal 


—tne=— Stainle peciall Chromum Carbid 

mess peciaitie ai 1 Carbide 

GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. . x 

High Temperature Alloys ~ gh Temperature Cermet 
OFFICES AND WAREHOUSES": BIRMINGHAM CHICAGO" CLEVELAND DAYTON DETROIT® HARTFORD’ 
HOUSTON LOS ANGELES" NEWYORK PHILADELPHIA PITTSBURGH WASHINGTON WESTFIELD, WJ 
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poses will fall short of minimum 
needs by some $2.5 billion And 
this makes no allowance for the 
possibly $80 billion or more that it 
might cost to build up adequate in 
entories of clothing for families at 
the lowest income levels 


COLLET | 
| © Homes: in 1950 close to 15 
EQUIPMENT } ied homes wnie: Sagie aid 


dated or lacking running water, e 
Use-Em-Up Type Drill Sleeves g water, cle 
L se-Em-l p Drill Sockets 
Standard Type Drill Sleeves electri . ntral heating. The 
Standard Type Drill Sockets c 


mentary mbing facilities, gas 


Short Shank Type Sleeves present high rate of construction wil 


Short Shank Type Sockets remedy some of the leficiencies by 

B. & S. Taper to B. & 5S. Sleeves 
B. & S. Teper to Standard Taper Sleeves 
Standard Taper to B. & S. Taper Sleeves lly among lov 
Rough Shank Socket» > * 

solid Ty pe Sockets 
Morse Taper Shank Tep Sockets 
Standard Spot Facing Cutter Bars 
High Speed Point Lathe Centers 
Carbon Steel Lathe Centers 2 } _- , ' 
Pipe Centers for Lathes ; . HOUSING and 
Lathe Bushings put in piace 
Blank End Arbors } i. a hat 
Chuck Arbors timates that 
Drill Drift« f ts would be 
Magic Type Chucks and Collets , / 

| ( I Consumecr’®rs 


160, but ples ty wv 


Standard tools for all drilling, reaming, and tapping needs and special vy I i spend for 


tools to order. Immediate attention to regular or spec ial requirements. 


THE COLLIS COMPANY te x8 = ge 
CLINTON IOWA be raised by only a littk 


to provide evel 




















4 Tae t yy minimum diet cor 


LUG-ALL | 


CAR DOOR ; 
: PULLER : | j ombine 
= ONT age = = r ® (,overnment expenditures: thes 


deme 
' 

ne-sixteenth 

That govern 

1] 


iré not 


perhaps th« 
he book's Col 
does not for 
mment will be 


“NEW LUG-ALL TOOL OFFERS NEW PROFITS | 0s i it tut now bin 


It fine . 


eeds the new Lug A Sar Door Puller. One man 
pens boxcar doors in a tity. Weighs only 12 be 


Every silreed and every shipper using boxcars MODEL HDR 277 $43 75 ai :, ne wh state nd 
. , ve 


easy ' rr ‘ t see. Extra long cable (2 = S rl “ not spending 
' enough : 3 bexcers trom end of ar 
SAFER has bh pu when double rieged MODEL HOR 12 $37 75 ( ( on I that ire it 
Tested te 100 sverlioad. Satety handle will bend eect nr ut. FOS . = 

Puller ie dangerously overloaded. Eye bolt and Tat Motilal fT Det iit 

avin book combination at end of trame permits : ' 

ght angie anchorage Write ter imiermation Manutectured and guer cf rense needs, an 
jealer discounts, etc. TODAY anteed for one year by ' | 1 
the mokers of the } ish vork off back 


THE LUG-ALL COMPANY Oe peel BR erg ee enna dims 


Heverterd 11, Pesro Phone: Midway 272-0164 . 1) ‘ led t 


ce ernment 
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America’s most popular 


MOUNTED WHEELS 


icago Wheel 


No one can beat the deal a Chicago Whee! 


’ franchised dealer gets. When you sell Chi 
Best Delivery cago mounted wheels, you're selling an 


exclusive line with the largest profit margin 


in the industry . . . : | 
in the field. Many Chicago Wheel distrib 
Wider range of utors report a yearly turnover as high as 26 


times on mounted wheels. Moreover, your 


treatments and profit margin is fully protected, Write today 


bonds covering for all the details on our mounted wheel 


s . franchise plan. 
special jobs. 


Chicago mounted wheels are well known 
to industry. There ore over 200 differ- 
ent shapes and sizes in the line to fit 
every known industrial application. 


ami theese CHICAGO WHEEL « wre. co. 


Dept. 1D, 1101 W. Monroe St., Chicago 7, Ill. 


MANUFACTURERS OF ABRASIVE PRODUCTS HANDEE PORTABLE GRINDERS 


GRINDING WHEELS, AND MOUNTED WHEELS AND POINTS FOR INDUSTRY. 
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SH 


CHICAGO 





Zero Preciman 
Toper Rotter Bearings 





TS 568 
114" Swing, 56 Bed 


These features increase sales 
for Sheldon Distributors 


Sheldon Lathes have the modern features industrial users look for 
today ... not only the mechanical features and extreme accuracy 
but the convenience and safety features as well. 


These features with Sheldon's extra capacity for size and moder- 
ate prices make it easy to close sales. The completeness of the 
Sheldon Line (both belt driven or gear-head lathes: swings from 
10” to 24”) open to new and profitable markets for Sheldon dis- 
tributors. 


Write for catalog 


SHELDON MACHINE CO.), inc. 


4232 N. Knox Ave. Chicago 41, Hil. 
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government expenditures in 1960, 
even after substantial expansion 
from present leveis, will still be 
running about $154 billion short of 


what is “needed’”—and this makes 
no allowance for additional defense 
expenditures 
© Education: the biggest deficiency 
nearly $6 billion for the single year 
1960. As is well known, our school 
system is already understaffed and 
inadequately supported As the 
large wave of children born during 
the war and postwar periods hits our 
schools, our educational system may 
indeed, will unless heroic measures 
are taken—fall ever further behind 
the national goal of high quality 
education for all 


Social Welfare Deficiency 


And the study foresees a defici 
ency is in social welfare and social 
security expenditures. ‘This assumes 
substantial expansion of the social 
security system by 1960—for 
example, partial coverage for tem 
porary or permanent disability and 
health insurance—but supposes that 


benefit levels will be no more ade 


quate in relation to wage levels than 


they were in 1950 

Similar in magnitude ($2.5 bil 
lion) is the expected deficiency in 
expenditures, on health and com 
munity facilities: public health 
expenditures, hospitals, sanitation 
and water supply, public housing 
and community development, etc 
No allowance has been made here 
for the enormous expenditures that 
many experts consider necessary for 
dispersion, rehousing, relocation, 
preparation of shelters and emer 
gency dwellings in order to render 
the nation less seriously vulnerable 
to atomic attack 
© Highways, waterways, air transport 
tation will be big deficiencies. Only 
a bold program of the general magni 
tude recently proposed by the Presi 
dent could overcome the problem of 
inadequate roads. Deficiencies are 
also foreseen in a number of other 
government programs Atomic 
energy and national resource deve 
lopments programs, for ex imple, are 


expected to get some $600 million 





/N <tc) m@--¥-1, 


MODEL 340 


di a 
on a 


3 hp at 1200 rpm! That’s the new rating 
3-way ANGLgear 
At that speed they 


of the rugged 2 and 
models shown above. 
will transmit a maximum torque of 2500 
lb. in. And the purchase price remains 
the same. 

The constantly expanding 


ANGLgear 


line is now offered in three sizes and 12 


MODEL 350 


some with 2-way shaft exten- 
-and all with choice 


models 
sions, others with 3 
of 1-1 or 2-1 gear ratio. These units are 
widely accepted in many different fields. 
Designers and engineers everywhere value 
them for their compact design and dura- 
bility. There may still be a territory near 
you that is open. Write us. 


DIBBORNE 


ACCESSORIES 


HILLSIDE 5, 


CORPORATION 


NEW JERSEY 
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tm 


For further information 
write 160 Canol Street 


CLARK Bros Bout Cp 





less than required for optimum 
development of these resources. 

e Private investment deficiencies 
forecast in this study are a good deal 
smaller than the deficiencies pro- 
jected for government expenditures 
and personal consumption. One 
reason for this is that private invest- 
ment 1s projected as expanding con 
siderably faster than the rest of the 
GNP—at an average of 3% a year 
from 1953 to 1960 compared to 
1.7% for the GNP as a whole. (The 
supply of readily available funds is 
more in balance with needs for in 
vestment in housing, plant and 
equipment than is the case for 
public works or the needs of low 
income consumers.) Even so, the 
deficiency of investment in 1960 is 
estimated at $6.8 billion. 

Estimates of future needs for 
productive facilities are very difficult 
to make. Not only is the volume 
of such private investment highly 
variable, but the “need” for it 
depends on the assumed demand for 
the goods which new plant and 
equipment helps to produce. How 
ever, calculated in this way, the 
need for private productive facilities 
in 1960 is estimated to exceed prob 
able expenditure by some $2.5 
billion. 

More than: half of this gap is 
assumed to be in needs for moderni 
zation rather than for expansion of 
facilities The biggest projected 
deficiencies are in manufacturing 
over $700 million) and in commer 
cial construction. Even the recent 
high rate of spending would not 
make these facilities completely 
modern by 1960. The need for elec 
tric power is also expected to rise 
very rapidly, but at present rates of 
construction, utilities will meet the 


need. 


Long-Term Outlook: Good 


Although conservative in its short 
term projections, the Study conveys 
an overwhelming impression of 
optimism with respect to the long: 
term outlook. Even with the con 
servative projections made for 1960, 
the total of estimated needs remain 


ing unfilled does not exceed 8%, a 
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(Zuckeye 


Te 
WALLEY, 
BRONZE BUSHINGS 


MACHINED PARIS 


AUL RECOGNIZED BRONZI 
Hes fem thet 


LUBRIGO-HILEAD 


COMPLETE FAGILITIES 


STANDARD "BUSHINGS 
MACHINED BARS 


NEW CATALOG ISSUED 


IFAUCKLYE. 
BRASS E MFG. Go 


“Glo fulsieh-s Gil 


MAK 


REGISTERFO 


i Punch ” hele thru 
i” iron @ well balanced too! 


No. 2 Punch capaci ty—S / 16" 
hole through 4” i 


W. A. WHITNEY 
LEVER PUNCHES 


Industry's Preference 
since 1908 


Finely balanced— every punch 
guaranteed—built for service far 
beyond rated capacities. W. A. 
Whitney punches cre well known 
and uscd thruout industry. Our line 
is complete for any need of your 
customers. Repair parts are always 
available and we can service your 
orders immediately. This is a 
profit opportunity ... have these 
punches in stock. 


© Send for our catalog and see 
your lccal distributor when you 
need any or all of our products. 


W. A. WHITNEY MFG. CO. 


626 RACE ST 





deficiency which should be easy to 


climinate in the subsequent decade s 
except insofar as new and higher Here’s DRILLING at its BEST. — 
standards of “need” further widen z . 
the gap. ; " 
The strongest impression that the 
reader is likely to get from this study 
is that the economy is_ being 
remolded by titanic forces of a 
technological character, with almost 
bewildering prospects of rapid 
change. Invention, initiative and 
enterprise are our real basic resources 
and if our society can absorb a high 
rate of technological change with 
out blowing itself up in the process 
the long term _ prospects for 
economic progress are positively 
glowing. Here is an example from 
the Fund’s report that sums it up 
If productivity keeps increasing at 
the present rate, we can 100 years 
from now—do in one day the work 
that now takes a week 





Now That I’ve Retired in Stainless Steel Tube Sheet 


Starts on page 94 


IIlustrated is a rugged drilling operation that uses the durability and 
cutting speed of standard Whitman & Barnes High Speed Drills. 
ee on oe as wae m a This 446 stainless steel tube sheet for a special heat exchanger in a 
vacuum, or by itse verything 1s , : * - n 

lated ta end ellis. soncthinn chemical plant requires 602 holes 2'Y%4" in diameter be drilled 
else. And that’s important in hob through the 22” depth of the sheet. W & B drills are operated 





bies. They cannot exist alone. Do without regrinding for approximately four hours at 69 R.P.M. and 


it yourself. But share it. Do it your 


self, but don’t get the idea that your 
home workshop won't benefit from operation—specify W & B. 


with .012” feed. For the best in drilling performance on your every 


your contact with people, vour visit 
to a grocery store or participat Call your was distributor 
n some kid's project at school " for best service and highest quality 


Communication. ... I got off the 
He can save you money by supplying from 


track Communication can’t be 
his stock ... what you need when you need it! 


, 
' 


understood any easier than p 

ing, [it toes study anc practice, s “Makers of Fine Tools Since 1848" 

for study I bought a tape recorder 
We used it in Sunday School f 

recording the bovs’ efforts in « 

ing service. They feared it a litth Please send me odditional informations see 

but liked the idea that their thoughts 

NAME 

were worth recording. Some of th 

boys’ talks—original ideas expresse 

without censorship—would make a 


man proud to have made them one 








The church choir enjoys sittin 


in the pews and listening to then 
selves sing. The birds in the woo 


by the house perform for the mik 





In the early hours, before traffic a1 
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TeN\TAL Zé 





DISTRIBUTOR 


maker zxd user 


Y - h por ALIFI is- 
Brarrot Over the yeors, QUALIFIED Dis 


tributors have earned an important 
position in the distribution chain. They've gained 
recognition as a VITAL LINK in America’s in- 
dustrial economy This recognition has been 


earned for one reason performance. 


‘ =~ Arro Distributors have grown both 
Warroe . 


ness because they handle an essential job in 
the most efficient manner Briefly, Arro Distri 
butors provide quality distribution at a minimum 


cost to the user. 


; For twenty-five years, Arro Ex- 
Erarroe pansion Bolt Company has worked 
with and through Qualified Distributors — because 
we feel that Arro users will receive faster and 
better service at less cost . . . than is possible in 


any other way. 


ARRO RE 


ARRO EXPANSION BOLT CO. 
1230 Beene Ave., MARION. OCHIO 


Manufacturing a complete line of Anchoring and Drilling 
devices and related products for fastening to masonry 


Sold only through industrial, hardware and electrical suppliers 
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trains get their noises tuned in with 
passing airplanes, the birds in the 
spring put on a music festival. A 
robin with a nest nearby acts as 
sentinel for me. When he starts 
scolding I know some bird is ap 
proaching and | start the recorder. 
In this way I managed my most suc 
cessful recording—a whippoorwill 

Under the window the whippoor 
will gave his clear call several times 
Of course everyone knows the whip 
poorwill is a night bird, but some 
how this one arrived at 5 A.M. and 
helped me add to my collection 

What objective have I in record 
ing birds? Simply this, the public 
schools are short of teachers. Civil 
ans with something to Say, OF pre 
sent, in an interesting way will get 
a chance to work with school author 
ities. Again, you see the interlock 
ing of public speaking, recording, 
and civic interest 

Suppose, going back to photog 
raphy, you take a trip to Ecuador as 
I did, and you take pictures of 
banana boats loading, native Indian 
seascapes and the Panama Canal 
You show them to the family, 
maybe some church group is hard 
up for a speaker and you show 
them there or, if you are very good, 
you get before a civic group. But 
where the pictures would really do 
the most good is in the geography 
class in grammar school. If the 
geography teacher is a good one, she 
will welcome your clarification of 
the subject of Ecuador and Panama 


Public Speaking Scores Again 


hat, again, is a result of public 
speaking. It forced me to see some 
of the many facets connected with 
any act or thought. It has got so 
now that I get ideas like a dog gets 
fleas, and they are sometimes just as 
annoying when I find I’ve extended 
myself into so many projects that 
there just is not time for them all 

An objective for all action is what 
I seek. I don’t want to do things 
just to keep busy. I want production 
now as much as I ever wanted it in 
business. I want perfection as well 

I demand it from the boys in the 
Sunday School class. They write 





NO causu DAMAGE 


4 at ten etl tees et 


- to HAMILTON —— 
Revelation 
SUCTION ... because it's 


HOSE CORD INSERTED 


SUNDAY SCHOOL CLASS « 
pr vide sf 


to guide youth a f 


ll shown above 


says on what thev real 
ibout Sunday School and 


ind, for their frank expression, they 


c 


re rewarded with a trip to th 
Shrine Circus. Thev need an obj 
tive. too. 


I furnish them with a camera and ‘ 


.. REGAINS UNDAMAGED SHAPE 


develop and print all the picture 








they take. In return, they are asked 
but not compelled—to take a pi No wire is used in the carcass of Weather and wear-resistant cor- 
ture illustrating something in life Hamilton REVELATION Suc rugated cover over the multi-ply 
tion Hose. Specially-treated, hard carcass provides a smooth-bore 
twisted cord and multi-ply heavy suction hose for mining or con 
duck insure recovery to original struction work in six popular 
On the serious side, one chap shape and prevent conventional sizes from 1° to 3° I.D. Ask your 
worked out what appeared to be failure due to ¢rushing abuse. Jobber for details, or send for 
the walls of the catacombs with the our literature. 
early Christian symbols of the fish 
ind IHS on them. He got the pi , . . yes. REVELATION SUCTION 
ture by making the symbols in the HOSE is designed to meet specific needs, 
sand of his driveway and snapping just as are the other 22 industrial hoses 


the picture when the sun slant oo listed below. Write us today for further 
the shadows made the mbe 


} 


lear. Another, a mighty hunt 





or nature that is related to som«¢ 
thing they find in the Bibl 


information, literature and prices. No 


obligation, of course 
brought in a picture of a dead fox 8 


lained 





nd with it his iv which ex} 
ind _ rr CREAMERY ROAD BUILDERS TANK TRUCK 


that this dead fox reminded him of DREDGING SLEEVES ROCK WOOL VACUUM 
firebrand ACID HOSE FIRE SAND BLAST VARI-PURPOSE 

: , . 3 AIR HOSE FUEL LINE SPRAY WATER DISCHARGE 
between the foxes tails and d BREWERS’ HOSE = PAINT SPRAY STEAM WELDING 

them through the Philistine CONTRACTORS’ PLASTICHOSEZ PIPE SUCTION, WIKEINSERTED WIRE BRAIDED 


the time Samson tied a 











A Different World 


Now that I've retired it’s a dif Be sure...use Hamilton... Always dependabie! 


ferent world 
When I go to the city, | ive a 


truggle to keep from being smug 

S the hurryine men and work MANUFACTURING CORPORATION 
iven by forces outside themsel Executive Office and Factories, 101 Meade St., Trenton, N.J. 
ind I pity them. For I can d Branches in 


; 


: x me 
= ise, and | — ' CHICAGO + CLEVELAND * HOUSTON * PITTSBURGH 
gs that I've alwa t | INDIANAPOLIS * LOS ANGELES * NEW YORK * SAN FRANCISCO 
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through before. I am under no 
compulsion or strain beyond what 
[ accept or want. 

Sometimes the pictures for the 
local paper have a deadline, and 
a zoning board meeting has a definite 
date. But these things I elect to do 
because I like to do them. I can 
give them up at any time. 


Retirement To Me 

If I were asked by someone what 
I think of retirement, I'd say it is 
the capstone of life. It is the 
opportunity to do as you please— 
provided you don’t please to be 
like the fellow my brother-in-law, 
Dr. Luccock, tells about who was 
in the five-and-ten-cent store when 
the floor caved in and found himself 


smothered with things 


GROUND FLAT 
TOOL STEEL 


Save time and labor with Microloy, Capewell’s non-deforming, oil-hardening tool 
and die steel that combines a tough cutting edge with extremely close retention 
to size after hardening and tempering. It is ideal for tools and dies where con- 
struction does not permit grinding to shape after heat treatment. Because of 
its superfine surface finish (10 to 25 micro-inches), Microloy is excellent for tem- 
plate work and for many tools where exact size and shape must be maintained. 


® big features... “MIKE, our pet squirrel, has taught me 


to find enjoyment even from an anima) 


Deep, uniform hardening. I once regarded as a pest.” 


CHECK THESE OTHER 
COST-CUTTING 

CAPEWELL PRODUCTS 

For example, squirrels are general 

ly a pest, but we have one named 

Uniformly annealed for easy machining. Mike (abbreviated from his original 

name, Microbe—a pest). When he 


s 

@ Precision-ground to close tolerances. 

e 

@ Guaranteed free from decarburization. — 
insisted on eating bird’s food, he 

e 

o 


Pewer Hack Saw Blades 
Band Saw Blades 


| Hand Hack Saw Blades 
was taught by Mrs. Sprague to eat 


Available in wide range of sizes. 


Machinists’ Hammers : 
first off the window ledge of her 


Exceptionally smooth surface finish. upstairs bedroom and later, becom 
. ing less afraid, to eat on the coal 
| Pipe Teols oS box. then the lower window sill, 
and finally to come into the break 


; ¢ rr, , \ 
old Only Th Otatributors fast nook and have his breakfast 


® Your best source of information. there with us 
_ @ Your best bet for prompt service. If you can 
aa ® Your best friend in an emergency. sort of thing, the size of your pension 


can be considerably less than you 
THE CAPEWELL MANUFACTURING COMPANY earned and you will still be happy 


62 Governor St., Hartford 2, Conn. 1Case One dividend I've never appreci 


Wrenches 


get fun out of this 
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DON’T JUNK LEAKY 
VALVES -RESEAT ’EM! 


Pays for itself on the first 2 jobs! 


Reseats flat and tapered seat globe or 
angie valves—all bibbs, faucets— quickly 
and accurately. The saving, over tearing 
out and renewing leaky valves and fixtures, 
is tremendous. 

Cutters operating under screw feed, leave 
worn, scored seats glass-smooth, level, 


2” tor Va" to 2” valves and 
V4" to Ya" bibbs 


absolutely tight. A guide pilot centers each 
cutter; a tapered cone centers each spindle. 
The valve or bibb stays in line during re- 
seating—no steam-fitting job involved. All 
cutters are guaranteed. 

Vast sales potential—good profit mar- 
gin. Write for special folder. 


3” for Va" to 3” valves and 
Va" to Ye" bibbs 


M. B. SKINNER CO., SOUTH BEND, IND. 


S KINNER-SEAI. 


VALVE and 
BIBB RESEATER. 
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METAL CUT-OFF 


becomes a preferred job... 


with rugged 
dependable 


featuring... 


@ Easily Controlled 
Operation 


® Fast, Accurate Action 
® High Job Productivity 
® Low Operating Cost 


®@ Long, Dependable 
Service 


@ Production, or utility “cut-off” work in your shop becomes 
a Preferred Job with a Wells Horizontal Metal Cutting Band Saw, 
because the operation is so easy to control. Even in the hands of 
the “new guy,” a Wells Band Saw can be counted on to Reduce 
your Production Costs, through greater efficiency, more accurate 
cutting and real dependable service. 

Another important “key” to better cutting . .. New Conmstant- 
Load, Fool-Proof Blade Tensioning Control found only on Wells 
Saws. And, for more job profit... Wells-O-Bar Feed Master will 
convert Models 8, 800 or 1200 into automatic cut-off machines for 
duplicate cutting. 

Big Jobs, or Little Jobs, there’s a “Wellsaw” for every metal 
cutting job around your shop. Standard capacities from 342" x 6’, 
on the new 49A “two-in-one” saw, up to 12%" x 16", on the 
1200 Heavy Duty Unit. Special machines have capacities of 24’ 
and larger for Extra Heavy Duty and Unusual Jobs. 

Call your Wells Distributor, or write for Job Engineering 
Service. 


The Ploncers of Horizontal 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS STREET THREE RIVERS, MICHIGAN 
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ated about the country is the air. 

When I go into the city, the 
smell of burnt gasses is very notice 
able now 

The garden gives me the exercise 
I used to pay money for at the gym. 
I should not mention it but, if I 
stay up late at a meeting or a party, 
I get up at the usual time, but at 
any time in the morning or after 
noon—well you know how drowsy 
I get—I just lie down and take a nap 

\ few—and only a few—of your 
business acquaintances will turn out 
to be friends. The rest will make 
touch-and-go contacts from time to 
time. Your ego, if you're foolish 
enough to nourish one, will be 
deflated as you discover that, when 
you become economically unprofit 
able, you become personally un 


interesting in the business world. 





When Calling 
On Customers 


Starts on page 102 





with a couple of the fair accounts 
which Mr. Armeniox thought 
should produce more sales for him 
and the poor accounts, the concen 
tration was on specific applications 
of tools in the particular industry 
in which the customer was engaged 
Here, it was a case of “breaking in” 
by stressing one particular tool 
Thus, the idea was that where a 
customer is buying a line and is 
satisfied, sell him on the continual 
effort to improve products. Where 
1 customer or prospect is not buy 
ing vour line, you concentrate on a 
particular tool and what it can do for 
him in his operations—a case of 
getting down to particulars 

Working on his own, Mr 
Armeniox devotes most of his atten 
tion to calls in which he initiates 
a sales effort on products used in 
the plant, but which the customer 
or prospect is not buving from him. 
\ chemical plant which uses con 
siderable paint is a sample 

Ihe next important subject of 





conversation is a follow up on the 
performance of products already 
sold to a customer. This goes for 
small items as well as large ones— 
the potential being the determining 
factor as to how much attention 
should be given. A customer is sold 
on the idea of going over to cemen 
ted carbides; you follow-up on per 
formance. Good or bad, you can't 
escape the subject; if you don't 
bring up the subject, the customer 


In virtually every industry there are certain unusual 
will. Or, you sell a customer on 


service requirements which cennot be met by conven- 
conversion to silent chain drive. Fol tional hose ... excessive temperatures, extreme pres- 
sures, severe abrasive wear, critical and continuous 
flexing, etc. These ore the conditions for which 
Mulconroy Special Hose Constructions were designed, 
ond under which they have continued for many years 


lowing up on performance, you 


learn that he is satished and is con 





drives on 








sidering coverting the 


other machines to silent chain 0 serve with unfailing reliability, safety ond economy 


Sold Ori thE Besis.of their qualifications for extraordi- 
nary performance, thepeepresent profitable additional 
business for the Industrial Distributor. 


more business. Or, vou sell a cus 


tomer speed reducers and electric 


motors and, in following up, you 
uncover some business for chain and 
belts. 

If there 
products to introduce to customers, 
Mr. Armeniox would talk of them 
continually. But 


were enough new 


there aren t 
Nevertheless, there are lots of cus 
tomers to whom an old product and 
its application is new and talking 
about such products to customers is 
favorite topic with Mr 


Armeniox. On the assumption that 


another 


a machine shop never has enough 
drilling equipment, Mr. Armeniox 
suggested the use of a multiple head 
drill press and is making fair progress 
with the idea. To a sheet metal 
shop, he suggested a portable spot 
welder which could be taken to the 
job instead of bringing the job to the 
shop. ‘To another customer, he sug 
gested use of rubber-tread casters as 
the treads could be replaced quickly 
and easily when worn, a decided 


savings on casters to the customer 


Pin Point His Needs 


Another favorite subject, accord 
ing to the analysis, is discussing with 
the customer whether or not he was 
purchasing adequately for his needs 
A machine shop instituted overtime, 
so Mr. Armeniox talked end mills; 
a concrete plant stepped up output 
and he talked hose and rubber goods 
to the superintendent and shovels 


to the maintenance man; a manu 











“DYNAMITE” Armored insulated Steam 
Hose. Style 801—Tube is special heot- 
resisting rubber compound, reinforced 
with continuous spiral of steel wire, and 
insulated by woven asbestos lining. Car- 
toss is extra strong combination of rubber 
and duck. Cover consists of multiple layers 
of braided wire, surrounded by spiral of 
half-round galvanized steel. Sizes 4 "to3" 


Sty!e BO0O—Soame general construction os 
obove, but with additional loyer of asbes- 
tos between carcass and cover, for mox- 
mum resistance to internal or external heat 


Style 803—High-tensile braided wire 
corcoss provides the yitimote in strength 
and sofety 


"NEW PROCESS" Fabric Covered Hose 
for All Services. Some general armored- 
nsuloted constructions as the “Dynamite 
ine, but with ao tightly braided, hord 
twisted cotton cord cover, impregnated 
with o special lubricant which remains 
permonently elastic Impervious to heot 
and cold, and highly resistant to the effects 
of oils, acids, clkolies and other chemi- 
cals, ond severe abrasive weor. Tube con 
be compounded to meet specific re- 
quirements 


“CORRUTUBE"— Continuous Well 
Flexible All-Metal Hose. Style 949— 
For services demanding extreme flexibil- 
ty, highest resistance to fatigue under oll 
temperctures and pressures, ond complete 
freedom from leaks and seepage. For 
steam, cir, oil, acids, chemicals, gases, etc 
Non-burnable. Assures long, sofe service, 
free from maintenance ond repairs. Sizes 
5/32" to 2". Availobie in long lengths. 


Send for literature completely describing the products shown above, and other items in the 


Mulconroy line of Special Hose Constructions 


meet ovt-of-the-ordinary requirements for neorly 70 yeors 


"“MULCONROY Siar... 


M 
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WHERE OTHERS &. 


used successfully by Americon industry to 


/ ” 





CL vast Preumatic 


and. Hy dnoubic. Manket 
and a growing Ihend 


Toward. Clutomation 
MAKE Molded Packings YOUR 
BEST BET FOR PACKING SALES! 


industrial market surveys reveal two sig 
Industrial Distributors 
million pieces of 


nificant facts for 
1.) there ore several 
machinery presently using molded pack 
several million replacement sales 
there is a growing trend to 


replace 


ings 
for you. 2 
word avilomation ao growing 
ment morket for you 


Conclusion: You sh 
ed packings for manufacturers who need 


suld be stocking mold 


0 nearby source of supply! 


Here’s What Makes P allt. 
YOUR BEST BET FOR Molded Packings! 


Palmetto gives you what you need in this 
huge replacement market lie complete 
line to meet every packing requirement 
2.) a quality line to insure repeat busi 
ness. 3.) the packing 
prices available 


Conclusion: You should be stocking Pol 
metto for rapid packing turnover at a 
higher unit profit rate! 


most competitive 


Remember: Palmetto is your best bet 
for bigger profits in Sheet and Self- 
Lubricating Packings, too! 

For details on Palmetto Molded Packings 
mail the coupon attached 


Gentlemen 
Please send detailed literature on all 
Molded Packings in the complete Palmetto 
line 

Nome ___ 

Company —— 

Address 


City . 


GREENE, TWEED & CO. 


_. Zone__. State 


facturer expanded his operations and 
Mi 


and hoisting equipment which he 


Armeniox talked of packing 


knew were needed; another cus 
tomer just bought a new milling 
machine and had not tooled it and 
Mr. Armeniox talked cutting tools 
and accessories 
Then, there are always a certain 


number of interviews, mostly with 


prospects, which must be devoted to 


follow-up on a previous sales effort 
[his 


material 


requires digging more 


the 


discussion 


up 


ibout product or 


products under and 


always one’s sales oppor 


gaging 
tunity. The new sales ammo could 
be literature, manuals, testimonials, 
specihcations Or, 
time to ask for the order as in the 


ase of a shop which had expressed 


etc it may be 


dissatisfaction with sanders then in 
ise and had been introduced to the 
sold by Mr. Armeniox. It 
vas ready for an order 

Naturally 
exhaust subjects to talk to customers 


about. A check on 


supplies onsidered 


inde rs 


i week's list does not 
ome customers’ 
sufhicient 
al information about 

request for esti 
fruitful 
Mr 


t mas be 
the 


to products 


i proj 


but, in main 





—_— 

Bras 
“Yes, sir, ten years ago | was just on 
other pinhead on thet map . but 
today I'm the biggest pinhead in the 
business.” 
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HHHLALOUUILH)) 


Ml ort 


GE 


Now packaged for your 
convenience 


O. mM. SELTZER & CO. 


DREXEL’ HILL, Pa 


THE TRADE CALLS 


Por 
DYKEM 


Popular package 8-oz. can fitted with 
Rakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
oency and accuracy 


Write for full inbormetion 


THE DYKEM COMPANY 


Established | 92 


2305A North jimh St. + St. Lewis 6, Me. 











After All, Another Profit Product 


The Buyer is Only Human 


see | Se SparStock 


costly fixture actually get more 
production? Will it prevent costly “The Toolmakers Friend” 


breakdowns? And if so, why? 
If the salesman has not supplied FLAT GROUND STEEL 
him with the answer to these ques OIL HARDENING 


tions or made the proof apparent 


he’s out on a limb.’ Many Distributors are finding SPAR-STOCK is bringing repeat orders. 





With several territories open it will pay you to talk with us or write. 
If It Costs More, Tell Why 

his is particularly important on for .. . Jigs, Fixtures, Broaches, Cams, 
rush orders for emergency needs Templates, Gauges, Punches, Forming, 
Chen the buyer may never question Blanking and Stamping Dies, Molds for 
the price. Be sure to tell him if the Bokelites. etc. 


price is higher than he would — 
look PRECISION GROUND STANDARD SIZES Sold Through Distributors 


normally expect, and why. o1 
for trouble later THE COMPLETE SPARTAN LINE 


Poot quality, of course in get 
the purchasing agent over a barrel Hack Saws—Band Sews—Hack Saw Frames 


even more abruptly than apparent Compass Saws—Tool Bits—Flat Ground Steel 
overpayment or overbuying. Ma 


chine breakdowns are costly, and SPARTAN SAW WORKS SPRINGFIELD, MASS. 


when inadequate standards are the 
cause, management's wrath will be 











felt in the purchasing office 


Lor) 


Honesty Pays Best p£eoltl Miele), Bia .\ ei mb) 


“Since the buver’s instinct for oe 
self-preservation is necessarily tuned 
oe 
” , 


in three directions—toward quality 


price, and service—it is no wonder 


that his purposes may seem con ypdh ADJUSTO=DECK 


tradictory to salesmen 


“But what he looks for above all BRACKET SHELVING 


in salesmen is sincerity and honesty 


The salesman who really under 





stands his problems—who it he 





can’t deliver, says so; if he charges 


an outsize price, explains Ww hy . & 
he has a chance to oversell, refrains |  Sapand gow Sorage snore pers 
from doing so—this salesman has th ing adjusts to any shelf depth ond 
best cl .f he ] ' width . . . clear to the ceiling. No 
chance for the business, becaus¢ special tools required for installation. 
Uprights take rugged hold of ceiling 
” ond floor without bolting or threading 
pla c. of pipe. Costs about 30% less than 
steel shelving, and you save on freight 
rotes ... standard pipe and plywood 
moy be purchased locolly to svit your 
Employee turnover in the Federal needs. Use os many shelves os you need 
Government ran the toxpoyers $278 ... adjusted to any height. Depths 26” \ 
to 96”. Widths 48” to 96” : 


he has put himself in the buver’s 





500,000 in replacement costs during 
1954. By reducing the annuol turn Write now for full information: ~ 


\ 


over from the present 25% to 20% 


some $50,000,000 @ year would be WALTER HAERTEL COMPANY 


saved 
2842 Fourth Avenue South, Minneapolis 8, Minnesota 
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that help you SELL 


estern Electric FW SALES POINTS 


Starts on page 124 





GRINDERS 


BALDOR Grinders have totally enclosed, splash - 
proof motors protected against dust, dirt, grit 
and metal particles. (less servicing 
Motors are dynamically balanced for smooth on- 
eration, (wide clearance between wheels and mo- 
tor frame for fast, precision grinding) 
Large bali-bearings, lubricated for life. 
Wide range; ‘4 to 3 ho., & te 12° individually 
In three months —at the . balanced wheels. Bench & Pedestal types for 
Western Electric tel- . shops and industry 
" . Sturdy-built for heavy-duty and fully guaran- 
ephone reporr service teed wy Balder—a basic manufacturer of grinders 
in Syrecuse~o poir of for more than 30 years 
y pow © Competitively priced—a better value considering 


these Unica ® No. 2291 initial cost and years of service 


pliers hos been used BALDOR ELECTRIC co. 

t i ' 

oe J.) em 4364 Duncan Ave. ST. LOUIS 10, MO. 
with no impairment of 
efficiency in the pliers. . FOR 
BULLETIN 
321-3 


J. E. Madsen 


Madsen & Howell 


I. > eo ; 
Names I reside nt ABOVE: Baldor Bench Grinder, No. 8200 series 
.00 





= Madsen has been elected Ya hp. motor, 8” wheels, List 
president of Madsen & Howell, Inc., 
Perth Amboy, N. J., succeeding R. D. 


Another popular tool at this Western Electric Howell, now chairman of the board. 


repair center is Unca® “Long Nose” No, 224, here With the firm since 1937, when 
“fer ; , Ww 4 "7 
shown pulling o cable end through a terminal eyelet. «= ie graduated from New York Uni- ‘Han = al ore 
versity, Mr. Madsen was recently 
vice-president and secretary. He now Hand 


becomes treasurer as well as president. 


Mr. Howell was one of the com- Trucks 


pany’s two inside employees when it 


opened for business in 1909, as Perth @ssure volume 
Amboy Hardware Co. He became sales 


secretary in 1918, secretary-treasurer 
in 1932 and president and treasurer for 
in 1940 you=- 


Skilled hands trim excess wire from multipie cable 
for @ switchboord, using Unca® No. 241-5” cutters, 


Special Processes Add Quality 
to UTICA Toois® 


Jaw surfaces of all Unca® cutting pliers (as well USP hand trucks can be custom-made for 
os Unica® Adjustable Wrenches) are extra hard- unusual jobs; and, of course, are immediately 
ened by electronic induction to assure longor / available in a complete standard line. 
weer, And a exiting edges eve Sand Boned USP Hend Trucks feature: 
~~ a 1. Rugged all-stee! construction .. . extra 
Ask your industrial distributor to show you Unica length in all welded joints. 
Toois® They are industry's choice becouse thy 2. Seven diferent handies. 
wath 3. Tire sizes to fit any porticular job. 
Wheels: sclid heavy duty; semi-pneuma- 
tic; pneumatic ball and roller bearing. 
4. Carry 500 pounds with amazing ease. 
“Your material handling dollar buys more in 
USP Hand Trucks.” 


THE HALLMARK OF QUALITY 
UTICA DROP FORGE & TOOL CORP. W rite today for distributorship details and 
| complete Catalog. 


UTICA 4, N. ¥. 
U. S. PRODUCTS, INC. 


ta Conede: Adlem Tool & Supply Co., Lid. Montreal R. D. Howell COLUMBUS, INDIANA 
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Ned Dengler 
Beaver Pipe Tools 
Names District Head 


Beaver Pipe lool Inc : has ip 


pointed Ned Dengler as _ district 
manager of sales in southern Ohio, 
Indiana, West Virginia and Kentucky 

Formerly with the sales division of 
Bingham-Herbrand Corp., he suc 


ceeds the late Al Thornton, Jr. He 


will contact distributors and users from 
UG Ae, suas this Jam-Proof 65R 





RibzaIib 


is your fastest selling pipe threader 


’ 
Easiest to Use... Threads 1”, 14", 14%” and 2” pipe 
and conduit with 1 set of chasers that adjust to size in 10 
seconds. Mistake-proof self-centering workholder sets in- 
stantly to size. Threader can’t jam—it kicks out automati- 
cally when standard length thread is cut. Unbeatable speed, 
least work. 


Perfect Threads... 65R cuts beautiful threads—the 


factory test sample is right in each new die stock to prove it. No 
other threader gives your customers as much for their money. 


Paul Franke 
To make money, stock and sell this most popular threader. 


Fairbanks Co. Write today for the profit facts on the 65R. 


peetig teas cg The Ridge Tool Company * Elyria, Ohio, U.S. A. 

; rie at aNKS 0. has appointed ee —— ; zon : - 

Paul Franke as representative in the 

Northern Illinois-lowa-southern Wi “eee, ‘ ; ~— 

onsin terrtory 
With the company five years, 

started as estimator and inside 

man in the New York office 

iid the company s full line 

northern New Je 
His headqua 


sev territor 


; 
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YOUR 
CUSTOMER 
KNOWS... 


there is a difference 
in pipe wrenches. 


pick up a 


Ihey teel the difference the minute they 
TOLEDO. It looks quality has fz tting 


sturdy able jaws, a good gti 


r 


ommend it without qualih ation 


grips 
7% ; ; 
diameter pipe equally well and releases without 
All TOLEDO product 
thre iding equ pment ar 


tionally guaranteed. sinal] 
nches pipe cutt 
Dy the exper 
d pendaDility you can ount on 

j . - 
sed and nationally ac pted 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO 4, OHIO 


BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


TOLEDO 


PIPE THREADERS + PIPE WRENCHES - PIPE MACHINES 


+ = ~ 
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“TREE RAISING remony at new 

Parker-Kalon Division plant site 

ently was attended by Louis Goldburg 

Division president; Lester Selig, General 

American William Collins 

th ontractor, and William Stebler 
ident, General A rican 


hairman 


Parker-Kalon 
Completing New Plant 


Steel work was completed recently 
on the new Clifton, N. J., plant of 
Parker-Kalon Division of 
American ‘Transportation Corp 

The 250,000 sq. ft. structure, when 
opened, will house the offices and all 


General 


ifions now con 
Varick Street 
onstruction 1s 
before the 


manufacturing oper 
ducted at the division 
plant in Manhattan. ( 
expected to be finished 
end of the year 

A traditional tree 
mony, observing completion of steel 
work, was ted by William 
Collins, president of Walter Kidde 
Constructors, In Lester Selig, 
chairman of the board of General 
Goldburg, 
president, participated 
William Stebler, 
American; Martin 
manager of Parker 


ind munic 


raising cere 


condu 


American, ind | 
Parker-Kalon 
Also attending wer: 
president of General 
Slifka, general 

Kalon, and othe ypan 


ipal official 


Chesflex Corp. 

Names Representatives 
Chesflex Corp. ha appointed A. H. 

Deveney & Co., Birmingham, Ala.. 

as sole sales representatives in the 

South and Southwest for its 


pipe ind nttings 


plasti 
I heod th h n named 
sales repre n Chesflex in 
Maryland, District of 
Columbia and except for 
the Wilmington area 


Syntron Salesman Named 








; 
& 
‘ 


Albany Distributors POF eT es AS gg 
Advertise Together 





Distributors in the ity N 
Albany-Troy-Schenectady area recently i M 
joined forces to promote the industry 0 4 SATISFIED Cast 4 3 
locally. Eight Ase took a ll page ) f U om f 
ad in an Albany paper describing their \ 
role in keeping local dustry “in high wit the f\ 
gear 
I'he copy stressed immediate de Wy MiLL 
livery of thousands of items, technical E lg (iN 
service rendered, prevention of delays ' 


ind breakdown expense, and savings 
—_———_) 
to customers from having stocks | z& = 


housed for them 


“The role of the distributors is 7 aii 
I big one,” the ad r = has mad h 
ind is making the Tri mY MN 
major manutacturmg and distn n 4 > 
center of the great Northe tl — (/ = ez] ” #e 


ceeteratans will be 
bringing new industries to $ al 4 
Firms listed in tn id were Fr ‘ ; 
Blanchard and Troy Belting ¢ ppl ‘i 
Co., of Troy; H. B. Kimm / 


Sag r-Spuck Supply Cr R. B 2 . \ “2 > 











wan hd el 


N 


| 


& Son Corp., and The 
Co., of Albany; and Le\ 
Inc., and Clark Whitb 


Pe aeree Whether a customer has a routine milling job or an unusually 


tough one . . . he’s sure to be satisfied when you sell him 
a Putnam End Mill. 





As a Putnam distributor, you can offer him over 1000 
different types and sizes to choose from. With this wide 


range of standard, catalog-listed end mills, you can always 
sell the RIGHT tool for the job for faster cutting, better 
finish, less tool wear, less chance for work damage. 


Putnam's always-expanding end mill line now includes the 
famous Postiv-Lok series, an especially heavy duty design 
for large boring mills, profiling and similar applications. 
These and similar advancements in end 

mill design and manufacture have made 

Putnam the leading end mill line. 


That's why it's easier for you to have 

more satisfied customers, more sales, 
> > Cee more profits .. ..when you sell Putnam. Rite Sipe 
Putnam Tool Co., 2981 CharlevoixAve., 2°20 2°" Sr 


strong industry interest in Putnam 


Lyon Vice-President 
Detroit 7, Michigan. — the end mill specialists 


Elected a Director 
AY 
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Z MORE “FIRSTS” 


ON THE PREFERRED LIST! 


XCELITE No. 150 
LEATHER TOOL HOLSTER 


the really safe. handy way te carry teols 

ow ACELITE heoteter has already made many 
friends. Helds up te tools. ite five pockets are 
leather etitehed with sturdy het wax 
solid Russet Saddie Leather back and 
steel rivets And that knife snap oe 
wing knife in one quick « 
eed for your 
$4.75 list 

teeols 


without 


tee ora 

hread to the 
hee with 
te attaching or rem 


't meets @ real customers 


Selling well at 


ORDER TODAY! 


ALL XCELITE PLIERS 
AVAILABLE 
CHROME 

PLATED 


Gleaming, rust-resist 
ant chrome adds 
long lasting sales ap 
peal to displays 

keeps these quality 
pliers looking young 
on the job! And the 
extra cost is slight 
Write for details on 
complicte displays 
with bockup stock) 
of this full line of 
top grade pliers pre 
ferred by the experts 


XCELITE, INCORPORATED 


formerly Park Metalware Co., inc 


Dept. F 
Orcherd Pork, N. ¥ 


No. SIC 
Long Nose 
Side Cutter 





Nationa! 
Pattison Supply Co 
\ bx pictur ot president if 
Committee of 193 
Members’ Book 


iftieth anniversary of the Assan 
1 The W.M 
vent 


it Merchandising 
nd National's Charter 


historv is 
has 


>S-vear 
] I »dquarters 
p. W. M. Pattison 
National Assi 


tation 


iation is them 
s headquarters 


ommemorated here 


up window 
during tl eland Triple Con 
three associations : of the famous 

Another d birthday cake 


und Scroll 


Right side of display, 
n the carly era 


typical products stocked 


one f mpany four founders, was the 


whick founded in Cleveland 





Cleveland Cap Serew 
Holds Sales Meeting 
Screw Co. was 


from 


land Cap 

epresentatives 
ofhces and 

' 


tives recentiy af 


manu 


TYS included 
liscussion wind a 
s new plant nea 

Road 
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Sales Assignments 
Made by Jeffrey 
The Jeffrey Mfg. ¢ ha 


three salesmen from its 
ofhce to district sales offices 
Paul H. Hamilton has bee 
to the Chicago s 
ther Buergel to Detroit and 


transfer 
red home 
n assigned 
ales territorn Guen 


Alva R 


















































a package 
PLAN that makes PROFITS 


for distributors of 
INDUSTRIAL RUBBER PRODUCTS 


O.: selective distribution 


plan can put you in line for steady sales, good profits, 
Every one of your customers is a buyer of something 


INDUSTRIAL in the complete Quaker and Quaker Pioncer line 
RUGBER 


PRODUCTS of industrial rubber products. Quaker and Quaker 


Pioneer unexcelled quality is backed by conveniently 
located warehouse stocks, heip from factory 
representatives, a national advertising campaign, direct 
mail campaign, a complete assortment of product 
literature and other selling aids. Write today and we 


will arrange to give you the whole story quickly. 


BACK IN 1911, THE FIRST YEAR OF THIS PUBLICATION, 
QUAKER WAS ADVERTISING TO AND FOR THE 
INDUSTRIAL DISTRIBUTORS. 


PHILADELPHIA 24, PENNSYLVANIA 


QUAKER PIONEER RUBBER MILLS 


— SAN FRANCISCO 7, CALIFORNIA 


newton 


HK QUAKER RUBBER CORPORATION 
s 
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Pat. Pend. 


*KLEIN KUT PLIERS 


for both regular and 
heavy-duty cutting 


It was Klein that produced the first 
and still the finest regular side-cut 
ting piier. Klein also gave the indus 
try the modern, streamlined version 
so much in demand 


And it’s Klein again with a 
high-leverage cutting plier for light 
or heavy-gauge wire, including No. 2 
weatherproof hard drawn solid cop 
per wire, and A.C.S.R 


new, 


hinging of any 
wide-spread 


no extra 
kind—no uncomfortable 
handles. The offset hinge permits the 
extra-high leverage and they operate 
as smoothly and easily as any other 
Klein Plier. Forged from high-grade 
tool steel, individually fitted, tem 
pered, adjusted and tested. Ask for 
No. 213-9 N.E. for streamlined pat 


tern 


There's 


Regular pattern available « 


Same high-leverage design, but in 
the original Klein side-cutting 
pattern. Ask for No. 2135-9 


Write for free Copy of Bulletin 1054 
*Trede Mark 


DISTRIBUTED THROUGH 
JOBBERS 
Foreign Distributor: Incer- 


national Standard Electric 
Corp., New York 


“Since 1857" 


Mathias “i KLEIN & Sons 


‘‘Most Cooperative’’ Factory Salesman Honored 


“most 
Glenn 
Mill Supplies 
hard Nimro, 


Conn., 
Receiving 
Others are Joh: Harvey 

153 winner, Ri 


award ophy ry year to its 


award (right 


Mill Supplies, Inc., New Britain, 
( rative supplier representative 
merican Emery Wheel Co 

Frank Campbell, Henry Disston & Son, 

| Supplic und G. S. Gow, Mill Supplies pr 


Britain 
and team 


Mill SI yp lic In New 
Conn., reward xtra eftort 
york on th part of manufac 
ilesmen Every vear the sak 
onsidered “most rative” is pre 
sented with a trophy, with his name 
it the base The National 

The award winier for 1954 was trical Distributors has urged manu 
Glenn Godden, American Emery §facturers to use yndard sizes for 
Wheel Co. Frank Campbell, Henry _ their “handbook sheets” used by dis 
Disston & Son, the 1953 winner, was tributor salesmen as ] 


Sales 
m hand for the presentation recently The as ently published 
Mill Suppl standards 





turers’ 
Electrical Distributors 
Urge Standard Aid Sheets 


man 
COOoOnDt 


Association of Elec 


inscribed 


aids. 
sociation re 
fiicials revised ommending that 
The trophy was first presented in all manufacturers’ sheets be of uni 
1948. It consists of a statue of a form size—84 by 11 in—and be 
man throwing a bull, with names on punched in the margin ac- 
plaque to a sample Ade- 
Other winn ha been F. T. quate margin space to insure good 
Tool Co.; I I visibility and larger minimum type 
I'wist Drill & Tool size for bods recom- 

Standard Pressed mended 
American In the letter scribing the revised 
Huck, standard ' DO out that the 
handbool t is one of 
st important tools, 


by salesmen 


binding 


cording illustration. 


copy was Iso 
inan 
( Andrews, 
»: and Ben 
Screw Co salesman 

\A ll be by the the 
vin it three consecu referred to 
for on-the-spot mH ng 


Miller & Stern Plans Promotion Drive 


kept industry's mo 


many imi 


ently with 
lotrust 
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Which is the 


...the unusually LARGE one 
that’s hard to find 


One of the advantages CleCap distributors enjoy is the knowl- 
edge that when a customer wants some of those BIG cap screws, 
the chances are 9 out of 10 we can ship them the same day. 


net 


CleCap makes ‘em regularly from %" to 2%" diameters, any 
length required—ferrous and non-ferrous . . . and we stock a lot 
of unusual sizes, nearly 10,000 diffe-ent items last count. 


That’s another reason for dealing with The cap screw specialists 
of the country. You also get unbeatable top-quality fasteners . . . 
PLUS a CleCap crew that has a long-made rep for “busting a leg” 
to get you what you want at the right time to keep customers 


happy. 
What happens to your profits when late deliveries result in can- 
celled orders? Put your cap screw needs up to CleCap...and relax! 


— 
_ 
= 
7/~ 
> 
= 
~ 
>» 
> 
7! 
~_- 
- 
=> 
= 
= 
=> 
= 
> 
= 
- 


WAREHOUSES: 


The Cleveland Cap Screw Co. : 
Chicago + Philadelphia « New York 
2931 EAST 79TH STREET + CLEVELAND 4, OHIO Rasiicasd < tin daa 


VU Ican 3-3700 TWX CV42 


cueverann 796 (ual rasteners 


Ferrous and Non-Ferrous: Bright, High Carbon and Alloy Steel Heat Treated, 
Brass, Silicon Bronze, Stainless Steel 


Hex Head Cap Screws: 4%" to 2%" dia. Set Screws—Square Head: %" to 1%” dia. 


Socket Head Cap and Set Screws — Plain and Milled Studs: %" to 114" dia. 
Knurled: 4%" to 1%" dia. Also Flat and Place Bolts: 4%" tw 1%” dia. 


Button Head Styles. Structural Bolts to ASTM Specification A325 


Fiat Head Cap Screws: 4” to 1” dia. Tractor Bolts 
Fillister Head: 4" to 1” dia. Special Hot and Cold Headed Parts 


Facilities to meke larger diameters then listed. 
Originators of the Kaufman MIRUSION Process 
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ANOTHER FAIRBANKS PRODUCT! 


c for 
Rule ¢ 


Lufkin Representative 

Completes 25th Year 
A. J. Lobert, West (¢ 
yr ; ‘ | | 


; 


the firs 
FAIRBANKS preset 
dent pr ent 
pe oy? 
headquarter 
TWO-WHEEL AND PLATFORM HAND TRUCKS ger 


Lufkin in Pitt 
Rugged construction, smoother operation tokes the load : 


off your customer's mind. The most complete line of hand 

and platform trucks for every kind of service. Hewitt-Robins 
Tie-in to Cash-in with Fairbanks high-impact direct mail Has New District 

progrom that's pre-selling your customers io create sales 

for youl 
This month your customers will be receiving Fairbanks 

hard-selling letters and promotional literature on 

Fairbanks Two-Wheel and Platform Hand Trucks. 

This means extra business, extra profits for you if you tie 

your own promotion and selling in with our “Product of 

the Month”. You chalk up extra sales! Extra profits! 


Seven Representatives Named 
I] tt-R 
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} 
LD 
l Sper alls 


| rubber products in Chicag ! 
Sexton, industrial rubb - 
s, Southern California north | 
Inyo, Fresno and San Luis 
Counties, with headquarters ee@0 


Angeles 
1 E. Neely, indust ! I 
uuithern New | la Quality that delivers more cutting 


hia headquarters 
rt D. Chamberlain, industrial | MANCagGS 


roducts, most 


DOUBLE-Ci 


rely y 


NBUTOR for fast deliver 


Borg-Warner President 


Now Board Chairman 





o-Latrobe 


—— 435 W. ONTARIO STREET, CHICAGO 10 











ORILLS © REAMERS ¢ COUNTERSINKS > COUNTERBORES ¢ CARBIDE TOOLS « SPECIAL TOOLS 
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why COLVMBIAN VISES 
HAVE REPLACEABLE 


STANDARD KNURLED JAW FACES of heat-treated tool steel are 
fastened securely and will not come loose in use, but may be re- 
placed if the original jaw surface is worn. New vises may be ordered 
TS. = with SMOOTH JAW FACES of hard- 
\ y ened steel to proteci soft materials and 
A JF 7 finished surfaces... or with COPPER 

INSERT JAW FACES if non-sparking 
or non-magnetic material is required. 
SPECIAL JAW FACES, designed and 
machined out to fit irregular shaped 
pieces, can be used for production work. 


Columbian Distributor Service Saves Time and Cost: 
In addition to Columbian Vises, your local distributor 
stocks thousands of other items essential to your daily 
operations. You make one phone call... get one invoice 
.+- Pay with one check... streamline your purchasing 
and accounting. Aces 


Y/ sod Tre Columbian Vise & Mig. Co. 


cLlevVetanwmod 4, ONUEO 


SLEDGE TESTED 
GUARANTEED UNBREAKABLE 


Sold only through mdustrial distributors 
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Cyrus N. Johns 


American Chain & Cable 
Names Chief Executive 


Cyrus N Je hn p lent of Amert 

mm Chain & Cabl vas elected 

( ipan| mer executive ofthcer 

it the firm I t nnual meeting 

He succeeds W ilm heeler who 
held thi ( 


Wheeler w t hair 


+} on 


tired i 
years of 

r emeritu 
Arthur 
1944, suc 
urer and 


Imi t I 


Steel & 

Tie works 

ifter it had 

in Chain & 

general manager 

\W re Division 

of oper 

1 & ( ib] 

resident in 194 nd president in 

195] 

Mr. John director of American 

Chain & Cable, Dominion Chain Co., 

Marvland Bolt & Nut Co., Parsons 

Chain Co. (England | Bristol Co 
ind I} All on ( 


Parker Appliance 

Names Representatives 
The Parker Applian Co. has 

pointed two fin andl 

in their territor 


Norwest Co 


named authorized 


ington State for 
Industrial | 
Mo., will di 


. ; 


qu 
rif 


, 





Engelberg Huller 
Assigns Territories 


Engelberg Huller Co.'s ab 
belt machinery division has complet 
issignments for its nationwidk 
John r Schenck, pl 
announced recently 

Nine sales engineer 
1 regional territory, will b 


force, 


for division sales and set 
ments 
Engelberg 
abrasive-belt machine division 
Porter Cable Machine ( in 195 
Mr. Schenck said the standard 
have been improved and other grin¢ 


Hulles 


acquired 


equipment is being designed 
tested for introduction later this ve 
The following have been assigned 
to territories Cecil I (Gor 
uuthwestern; Charles Vergan, « 
Glenn D. Swander, southeast 
Kraeger, West Coast: Ear 
mid-Atlantic; Howard Mill 
central; and Charl Murph 


eastern 





Arthur E. Maha 


Plant Sales Manager 
Named by Link-Belt 


Arthur E. Maha has been appointed 
sales manager of the Link-Belt Co 
Dodge plant in Indianapolis where the 

mnpany makes its complete | 

and roller bearings 

4 mechanical engineering graduate 
¥§ Purdue University, M1 Mah ia ha 

in both design ind ile ol 
He joined Link-Belt 
depart ment in 1938, la 
ming dist ict sales engit 
1948, assistant sales manage 
D xige plant 

He succeeds (, Harold W ovx 

died recently after 31] year 


—_— 
1a 


th th company 


\ \WOODINGS-VERONA 
Me RONALLOY 
eA SLEDGES ond HAMMERS 


Hante 
Finest ¢ N 


Hickory 
Handles! \* { 


~N 


Eyes factory: | 
fitted for 
tightness ! 


Among the Veronalloy Tools that regularly ring the cash 
register for distributor salesmen, handled sledges and 
hammers are always dependable producers. The constant 
demand for these items makes them well worth your 
attention. And the many high-quality features shown 
above give you plenty of sales points. 
Woodings-Verona tools have been on the preferred 
lists of railroads and industrial companies since before 
the Civil War! Made of highest quality moterials by 
modern manufacturing methods, Woodings-Verona tools 


meet every industrial requirement. 


Made in all required sizes and weights 


WOODINGS-VERONA TOOL WORKS 


’ ff. OP aw 
Shown above are some of the more widely-used Woodings-Verona Tools 
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os Aare, . THE RIGHT PAINT FOR EVERY NEED. Out of Glidden's 
. ; laboratories have come more than 90 of today's most 


ly s : ' modern professional maintenance paints. This com- 
ww plete product line up gives industrial distributors con- 
’ ] e n j fidence when calling on paint buyers. 
9 fen — = - “ « ‘ 
d ' On. } 
FOpduC! 


Ret 








4. A SALES AID like the Glidden 
Color Deck shows maintenance 
paint buyers big, true-color chips 
which help save selection time. 
At a glance, customers can find 

7 any one of 180 colors for inte- 

‘ : : ‘ om rior painting jobs. 


3 2 NEW CATALOGS include com- 
. : ‘ * - plete product guide, selector 4 
charts, color chips, information 
on surface preparation, special 
] finishes of all types . . . a “must” 
a a 4 for reference. 


See Oo FACT ORY... 


: r MANAGEMENT AND MAINTENANCE 





Glidden service helps you sell. Your customers can now 
get complete analysis of any painting problem, large 
or small . . . anything from stain for a paneled office 
to special paints that end corrosion. Glidden Painting 
Analysis includes training demonstrations, safety mark- 
ing plans, redecoration . . . all at no cost, no obligation 
to your customer. 





Nd, 


BUSINESS PAPER ADVERTISING is a mainstay of 


Glidden's distributor sales program. Says Tom 
Henry, Maintenance Sales Manager: ‘Our distribu- 
tors’ salesmen have large territories and must make 
every call count. That's why we back up our men 


with strong advertising in business publications.” 


Here are typical samples of how Glidden pre-sells its 
maintenance finishes and its painting analysis service 
through consistent industrial advertising, prepared 
by Meldrum & Fewsmith, its advertising agency. 


sales volume for you — on every product line you handle. 


GLIDDEN COLOR STUDIO SERVICE plays a big part in 
new Painting Analysis. It covers everything from office 
decoration to plant safety marking. Director of color 
studio is Carl Smedley (right), nationally known color 
authority. He is working out a recommendation with T. 
J. Henry, Glidden's National Maintenance Sales Mgr 


He continues: “FACTORY gets right to the men 
whom our distributors want to sell; paves the way 
by pre-conditioning these buyers to Glidden qual- 
ity products. Hard-to-contact men read FACTORY 
... they are far more responsive to our salesmen 
when they know from our ads what Glidden can do 
to solve painting problems."’ 

Among the men who operate America's worthwhile 
manufacturing plants, FACTORY is first in number 
of readers . . . by a wide margin. You get maximum 
selling help from acvertising in FACTORY. 


Ask for the sales support that includes regular advertising in FACTORY 





A McGRAW-HILL PUBLICATION, 330 WEST 42nd STREET. NEW YORK 36, NEW YORK 





needs a press, reach 
for the 


DAKE 


Catalog and sell him <A, 


exactly \"-—_—@ 
the press for the job. 
“a If he needs 


oni special 
“SsDake engineers 
will cooperate to design 
and build it. 
Dake offers the 
most complete line 
(| to 300 tons) 
of shop presses 
tor forcing, 
bending, 


and other 


J 
Cell Dake 
and you sell 
customer oll 
satisfaction! 
DAKE CORPORATION 


631 Monroe % 
Grend Heven, Mich. 


+} ( iv 
| Missour 


THERE'S 


BIG MONEY 


VARIABLE SPEED TRANSMISSIONS 


Patrick T. Gibbons 


Stanley Works 
Names Regional Head 
Patnick T. Gibb 


GET YOUR SHARE! 


j if the Stan 

NI Oklaho 

; TAN AnD TAARSI MISSION EQUIPMENT CO 
eet Pesatant ! 


Louisiana K 
With th 
he C sTocK 


TAN DARD 


VARIABLE SPEED TRANSMISSIONS 


Easy to sell because 
it's the soldering flux 
that’s easy to use. 


Black ecke tg ) vas Fast selling as well as 

fret med ] sal rl i fast acting to properly 
condition metal for a 
strong union. 


Cost less 
in the 
long run. 


Available in liq 
uld and paste 
Customers like its 


CHEMICAL CO. 
76 S. McDowell St 
Columbia 8, Ohic 
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ICE FOLLIES WARDROBES ON FAULTLESS CASTERS 
SPEED UP BIG SPECTACLE PRODUCTION 


ae 


The colorful, spectacular “Ice Follies” 

No. 1121-4 TRUCK CASTER WITH |. truly a sadesiiga operation that 

DOUBLE BALL BEARING SWIVEL would be the envy of any industrial 

executive. The facilities and planning 

that go into this show are equal to the 

most advanced industrial manufactur- 

ing operations. A 16-car train is needed 

to carry the personnel, costumes, office, 

and staging equipment to 23 U.S. and 

Canadian cities, covering a distance 

over 20,000 miles each season. It takes 

197 specially built castered cases to 

pack and ship the costumes and ns 

effects. Some filled cases weigh as 

ote owe, Soves ‘ much as 3280 pounds and others 

ways completely are small enough for one man to 

filled with bard lift easily. Each case is mounted on 
ened and polished “ 

Faultless 1121-4 Double Ball Bear- 


balis for easier 

wiveling. All ing Swivel Plate Casters. 

raceways are fall 

hardened and a 

cavately SavmeE: The ICE FOLLIES is typical of the 
Chore of wheels to . “ 

wit load require efficiently organized companies who 


ments, and floor rely on Faultless Engineered Casters 
wepare for materials handling problems 


Their choice of the Series 1100 Caster was based on its over-size King Bolt that 
holds the top plate and ball bearing retainers firmly together for maximum strength 
and mobility. Your nearby Faultless Distributor has the experience to recommend 
the right casters for your particular need right from his ee ag om for him in your 
phone directory, or write, no obligation 
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“There's no business 
like show business” 
ee but it’s 
profitable business 
for Faultless 
Distributors 


Here, again, Faultless Truck 
Casters 2 eat their popu- 
larity with men who demand star 
performance under the most ad- 
verse Operating conditions, Not 
only costumes, but special steam 
boilers and even French poodles 
must be transported 20,000 
miles each season and be in the 
wings or on the ice at precise 
cues. No wonder the entertain- 
ment suppliers favor Faultless 
Casters for big time production 
equipment. 


If you haven't been getting your 
share of this Faultless Caster 
business for Wardrobe cases, take 
a tip from the Ice Follies and 
you'll be surprised to find it's a 
big volume industry that pays 
handsome extra profits. The ad 
at left, appearing in Dun's Re- 
view & Modern Industry, Mod- 
ern Materials Handling, Flow, 
Mill & Factory, etc. boosts you 
as a dependable source for (a) 
quick delivery of Faultless 
Industrial Casters from stock, 
(b) expert assistance in the 
proper selection of Faultless 
Casters for specific uses 





PRECISION 
BALANCING WAYS 


EXTRA PROFITS 


FOR YOU 


selling low cost 
high production 
ANDERSON tools! 


Anderson Balancing Ways 
save time, reduce vibrations, 
increase motor bearing life, 
improve motor perform- 
ance. They are priced to sell, 
and will pay for themselves 
in a few months use. 


IMPROVED HAND SCRAPER 


Both high-speed steel and carbide-tipped blades in 
18”, 20", or 22” lengths. They are light in weight, 
easy to use, reduce need for costly regrinding. Once 
they are introduced into a factory, the customer will 
come back for more. You will find these scrapers 
real profit makers. Also, Anderson offers power 
scrapers, and various types of straightening presses. 
Sell the complete Anderson line. 


Write today ... . See 
how you can profit 


ANDERSON BROS. MFG. CO. 
DEPT. A, ROCKFORD, ILLINOIS 








1 ASG 


— mm —y of 7 ow Tae ad s 
ri thousand” —+sizes 

RIGHT oF THE SHELFT And 
thet’s not all. We can give you 
speedy service on “specials,” 

too. “Don’t” turn down your 
customers’ inquiries on special 
items. Turn them over to us 
if it’s steiniess, we con moke 
it. We mill, drill, grind, tap, 
slot, thread, head, stomp and 
bend. We'll get off to a quick 
stort from either a blueprint or 
sample. 


STOCK OR SPECIAL LOOK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU: 
STAINLESS STEEL 

Bolts and Cap Screws 

Socket, Set and Cap 

Nuts, Washers 

Sheet Meto! Screws 

Wood Screws 

Pipe Fittings 

Machine Screws 


wiz 


Write, wire, or phone for your 
copy of the new STAR catalog. 


645 Union Bivd., Peterson 2, N. J. + ‘phone: Little Falls 4-2300 
SDAP Direct New York Telephone: Wisconsin 7-9041 
BARUFACTURERS REPRESENTATIVES: A Few Chelee Territories Gpen. inquiries tavited. 
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Selling Is My Business 


ORAL BROMAN: 


Solve The Tough Ones - - 
That's Over Half The Battle 


‘Solving the tough makes the 
other orders come easier,” says Oral 
Broman, salesman for M. L. Foss, 
Inc., Denver, Colo. “I like to pick 
out possible sources of trouble and 
ask my customers about them. I have 
found out that in many cases they 
ire having some difficulty and are ver 
receptive to suggestions By solving 
some of these problems, I have found 
that the confidence of mv customers is 
gained—resulting in increased orders 

“This brings to mind ll that I 
made earlier this year on a large con 
struction company which bu:lding a 
large concrete dam bricant hap 
pened to be the produ vat I had 
chosen for this pat ilar l 

“After explaining th 
line to the superintenden 
him if he was having 
the main bearings on hi 
crusher, knowing that 
quired to carry a terrif 


‘ 


which creates exce 

“He told me that the 
difficulty keeping lubr 
bearings—due to tho 
A recommended trial 
to me 

“Two weeks later 
I was rewarded wit 
not only for the | 
items as well. M 
than doubled sin 


To Handle Dumore Ads 


The Dumore 
Glenn, Jordan 
cago, to hand] 
August | 
president 
with di 


} } : 








Use REMA 


to add years 
of life to 
your Belts 


REMA 
is the New and Amazing 
Self-Vulcanizing 
Rubber Repair 4 
Material 


REQUIRES 
e NO HEAT 


e NO HEAVY 
EQUIPMENT 


e NO CURING 
TIME DELAY 


®@ REMA is not just another cold patch. 
REMA is vulcanization by chemical 
process. The repaired area is sealed 
with an abrasive resistant cover stock 
patch. No heat or heavy vulcanizing 
equipment required. Here’s the aston- 
ishing advantage—when repair work is 
completed belts may be returned to 
service immediately. 

@ REMA seals out moisture, reduces 
mildew, rot and deterioration — the 
great enemies of conveyor belts. Your 
own maintenance man can quickly 
repair your belt — it doesn’t take a 
skilled belt mechanic to use REMA. 

© Used for repair of all types of dam- 
aged spots, edge wear and for covering 
metallic joints. Available in introduc- 
tory kits or parts separately. 


Order from your Flexco-Alligater distribvter 
Write for Folder No. R4 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 44, Ill. 


SELF- 
VULCANIZING 












RUBBER REPAIR MATERIALS 
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David M. Forker, Jr. 


Wm. Powell Co. 
Elects President 


David M. Forker, Jr., has 
elected president of The Wm. Powell 
Co. succeeding H. James Coombe, 
now chairman of the board 

Mr. Coombe 
executive officer. 

Executive vice-president for the 
past two years, Mr. Forker has been 
with the company since 1926 follow 
ing his graduation from Yale Univer 
t 


been 


continues as chief 


Mr. Coombe has served the com 
pany 45 years, and has been president 


since 1941. He is a director of five 
other companies, including The 
Philip Carey Mfg. Co.; the First Na 
tional Bank of Cincinnati, and th 


Cincinnati Baseball Club 
Re-elected to the company’s board 


besides Mr. Coombe and Mr. Forker, 

were Earl M. Dunham, John B 

Hollister, W. R. Kraus, G. A. Rent 
hler, and G. E. Weikamp 





H. James Coombe 











SKINNER 


precision independent 


CHUCKS 








POWERFUL! 
ACCURATE! 
SAFE! 


Skinner Independent Chucks are 
available in various models for 
medium cnd heavy duty toc! room 
and general machine shop work. 
Sizes range from 412” to 36”, 
with semi-steel or steel bodies. All 
other parts are heat-treated alloy 
steel. Jaws are solid reversible or 
two-piece with reversible tops for 
either internal or external gripping. 
Soft blank top jaws available. The 
body surrounds more than 60% of 
each operating screw for the full 
length of the screw, to cssure 
proper alignment and long life. 


Write Skinner or your nearest 
Skinner distributor for 
illustrated folder. 


\NWV 
wes 


THE CREST |’ "JOF QUALITY 
SUC « 
mc SKINNER 
CHUCK COMPANY 


205 Edgewood Avenve, New Britain, Conn 
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THE MOST COMPLETE SOURCE 


STAINLESS STEEL 
SCREWS 


BOLTS NUTS 
WASHERS 


RIVETS —.FASTENING DEVICES 
ALL TYPES 
, ALL SIZES 
ve! ANY QUANTITY 





EVERDUR @ MONEL 
ALUMINUM 
NICKEL ALLOY STEEL 
FENWAY PORTABLE NIBBLER—14 Gouge NAVAL BRONZE 
. Tube Turns Names 

arouses interest | Sales Staff Member y, |. SPECIALS 

si chats’ fies kelaadl MANUFACTURED 
wherever metal is cut | taf of th Development TO BLUEPRINT 


SPECIFICATIONS 


Edward F. Harrington 


im 
Product En- | 
| 


Rugged, Versatile: Here's a 10 , 8 Ib 
portable Nibbler with guts enough to chew 
through 14 gouge stoiniess——without dis ill 1 ( rn Department s 

torting either side. Perfect for irregular in . 1 r I fal a his Career LULf7, 

shapes, templotes; cuts corrugated sheet wit! rt = , a sales . 


as j ; ithout d ; 
openings in pipe, without damaging con. | engineer and later worked as sales | MX 1a QMeMeLo) ame) 1 


7 1 . 
places | en yr |i ional Suppty Co 31 CHURCH STREET. NEW YORK 7 N 





Hardware Square 


| Holds Shore Dinner C 0 L T 0 N 9 S 
So R1)() , 


m member ind guests of . oS. Pet. OF 
, eg of 
the Hardware Square Club of New 


York attended the group’s annual NO. 10 FILE CLEANER 


Shore Dinner held recently in _ the . . ; 
Hotel Sheraton-Astor POPULAR With Distributors 
Sells Everywhere: The Fenway Portable on-again , 
Nibbler sats you a heoring aimos! any \ bert W I ing¢ of Mid Island VO TORS toy 5 hat Ot 
piv ¢ ng Island City, vice bi . L£ANER 
1decI the lub, was chairman S7tkL BAcr Feandt ¢ back 
neve ealved erebloms, coved money fer f the dir r committee. Ticket com . 
hundreds of users including Otis, Corrier mittes il was Fred Cordes, of 
Esso, RCA, GM, DuPont, GE, North American =| nnes w & Mfg. ¢ 
Aviation, Kirk and Blum 








where sheet meta! or pipe is cut dem Su 
onstrates impressively In both production 


end maintenance work, Fenway Nibbliers 


Steel Back, Frame, and Face 


hold its annual Clam CLEANS 
+at R inhard’s Park ALL TYPES OF FILES 


l 
Island Because a good file is worth cleaning, 
skilled workmen in railroad shops, air- 
craft factories, mills. mines, shipyards, 
ss . vocational schools, and industrial plants 
jig sow and file. Send now for literature Power, Mechanical Show of all kinds use the COLTON’S No. 10 
on the profitable, nationally advertised > = File Cleaner. The soft steel tapered pick 
Fenway Nibbier line and for information I lanned for Chicago is furnished to remove the more obstin- 
on distribuvtorships. Fenway sells only . , ate substances. The COLTON’S File 
through distributors [he Chicago Exposition of Power Cleaner is of strong metal construction 
Mechanical Engineering will b« mo wood—no nails—no glue ... 


FENW ¥ M hi C ld in the Chicago Coliseum No handy and light. SOLD ONLY THRU 
. ac ine ompany mber 14-18 DISTRIBUTORS. Write for prices and 
263 N. 23rd St., Philadelphia 3, Pa $ oper 1 under the auspic samples. 


: c unction with the a 
Please send more information o of - same emetilonss stee! bristies 
sary mecting are here # 


a9 
Nibbiers 0 ' nified to show 


ub WW ill 
Complete Line: Right now, Fenway offers , ' Sept 
the 14 goavge Nibbler, ao ghi-duty 18 1) | on , 
souge Nibbier, and o special * head for 2? 
either Loming soon on 8 govoge sheor 


a powerful 8 gouge Nibbier, and o portable 


Fenwoy 


Binks Plans Sessions 
co Shoo) of JE © KNUDSON 


MANUFACTURER 
Dept. M—616 W. Randolph St. Chicago 6, I! 
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Wr 
hee 


but 
$3.00 
fom e) o) hard 


Most Lubricants . . . believe it or not! 


In the average plant it costs about $3.00 to apply each dollar’s worth of 

grease and oil. 

How can you crack down on this high maintenance cost? Adopt Keystone 

Specialized Lubricants. 

Then—and only then—look for these results: 

« Many fewer $3.00 “bites” for application labor. Keystone will out-last 
other lubricants many times over. 
Big power savings. Keystone keeps ‘old debbil’ friction in his place. 
Lowest possible repair or replacement costs. Keystone keeps equipment 
running smoother, longer, better 
Maintenance man’s (and production department’s) best friend. Keystone 
doesn’t drip...or creep...or foul...or soak ...or spoil product 

. or collect where it shouldn’t be to cause fires and slipping accidents. 


Memo To Distributors: Logical facts like these add up to strong persuasion 
for any maintenance man to make Keystone Lubricants star performers on 
his team. Tell the same story and you'll increase your share of solid, profit- 
able business. KEYSTONE LUBRICATING ComPANY, 21st & Lippincott Streets, 
Philadelphia 32, Pa 


" 


Keystone’s “first team . to cover the majority of your plant needs! 


No. 44 Ball & Roller Bearing Grease « Condensed Oil No. 50 « No. 29 Cartridged 
Open Gear Grease « SR Speed Reducer Lubricant « Nos. 1 & 2 Penetrating Oil « 
Lubricants to resist corrosion and prevent leakage loss. 
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i “y 
Teeot seers S06. U.S. PAT. OFF 


SPECIALIZED 
LUBRICANTS 





R-P & C Valve Division Names District Heads 


» J. Helfrich . A. Antonelli J. W. Swanagon 


Chicag 1939 

has been ap Mr 

Southeastern Chain & 
eding Mi in 1939 


rea manager, 
American 


York City 


sales 


Swanagon 
rr of the 
md worked ther iS 


s transferred 





Serve Customers 
‘more profitably 


VLIGATo 


p> BRAND 


Our service to Distributors for the past 50 years 
has been only one of the factors that has built up 
such satisfactory relations with customers. The others 
are the superior workmanship and extra fine finish of 
these famous files, made in both American and Swiss 
patterns, to the most exacting quality standards. 


SWISS PATTERN 


Your customers cannot buy—and you cannot sell 
~a better file at any price. 





\. CARSON NEWTON BELLEVILLE, N J. 


CARSON NEWTON 
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representative unt) 
to Atlanta in 1953 
Navy for 

Mr. Swanagon | 
resentative for tl li 1 in Flor 
ind Georgia for the past three ve 
He had six years 
in industrial he jon 
the division 


erved in 


rld War 


four yea 


Firth Sterling Names 


Assistant Area Head 


Firth 
Vaux H. Adams a 
ier in Detroit 

With the 


i Salesman in 


: , 
sterin in 


mipan 
Detri 
worked for si 

ufacturing hrm and 
spec ialty stee 
both 


, 
with 


| manufact 
production an 
I l 
these firm 
engineering 

He attended Butler 
served for thre 


ficer 


Director Named 

J. Doyle DeWitt, p 
I'ravelers Insuran 
elected to the b 


Holo-Krome Scr 


Handles LeTourneau Lines 


R. G. LeTourn Inc., has 
pointed Stanley I \i s Co I 
Angeles, to handle it t 


Cranes 


the 
II 


n sales rcp 


ida 


its 


( ypcricence 


ed 


ip 
oO 


by 





+ Put yourself in the buyers shoes 


| ard yourself in the buyer's shoes for a few minutes and take a cold, 
impersonal look at each of the products you sell 

Ask yourself: Do I need the product? Is the product known and ac- 
cepted? Is it a good product—the kind that will help the end user do his 
job better, faster, easier? Is the product durable, long-lasting? 

In the case of Osborn industrial brushes, you could answer YES to 
all of these questions : 

With a selective Osborn franchise, strong brand name acceptance of 
Osborn brushes should mean money in your pocket. Are your pockets 
jingling? The Osborn Manufacturing Company, 5401 Hamilton Avenue, 
Cleveland 14, Obio. 


Osboru Brushes 


ZO SBOR®> MAINTENANCE, PAINT AND POWER BRUSHES » FOUNDRY MOLDING MACHINES 
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(WTWaa~ Watkins Inc. Founders Mark rob 


; pipe operation 
/ always use 


“SULFLO” 


Thank You Doctor! 


WHEN YOU USE 
SULFLO 


YOU CAN BE SURE YOUR TOOLS WILL CUT 
TO SIZE AND MAKE PERFECT THREADS. 


Because 
SULFLO 
“Sticks on the 
Job” 
ond when used 
with first class 
tools you can 
turn owt results 
like this—every 

time! 


SULFLO NO. 1 


For Hand Thread : 
ing, Tapping and older edding anniversary of Mr. and Mrs 


Brush On Jobs 


SULFLO NO. 2 SULFLO MACHINE-KUT red couple h f Leon Ww atki 
For Machine Use For Pipe Threading elvt tkin ller } l 
he Ne | Men } 


same 





write ue—well be glad te se 


h with hie 





SULFLO, INC. Elizabeth 4, WN. J. 














SAFETY . 
TS a 


Lutherville, 


CAR WRENCHES ght large sections, wit) panel truck at head end 
monstratiot rds te istomers announct \ 


ners 


(Reversible Ratchet) id t cara will stop anywhere along rout 
- Handle is 3 ft. Long 


» Wayne Pump Plans $1,000,000 Expansion 


Weighs Approx. 26 ibs 


Its great strength makes the Swaco 
ife wrench Made f high tensile 
castings t ws designed esp 
pening drop-bottom cars 


na hurry 


Ask your distributor about this 
SWACO Car Wrench 


Or write for complete information. 


Lowell Wrench Co. 


WORCESTER, MASS. 
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AND 


DISTRIBUTOR SALESMEN “& 
Are.jou “Caching non thc POR. a ir a 


carrying adequate stocks and promoting 
sales on ARMSTRONG SET-UP and 
HOLD-DOWN TCOLS? 


ARMSTRONG Set-up and Hold-Down 


Tools reduce setting-up time—keep men 
and machines producing. Designed for 
use on planers, drill presses, milling ma- 
chines, etc., they hold work securely and 
rigidly, and thereby reduce spoilage and 
prevent costly accidents. 


ARMSTRONG Bulletin SUT gives com- 
plete information. 


PLANER 
JACKS UNIVERSAL CLAMP 
ag 


r 
eeeeheneneppepee? Kg 


T-SLOT BOLTS AND NUTS 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” . 
5205 W. ARMSTRONG AVE. CHICAGO 30, U.S.A. 


CLAMPS 
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Long Island Firm Occupies New Home 


HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES |! 





Stondard & Double) 
Extra Heavy 


UNIONS 


Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Ye” to 3”; 
6000-Ib. sizes Y,” 


to 2” 


ORIFICE a 


UNIONS 


With screwed or 
socket weld ends 
3000-lb. and 6000- 


Ib. service a 


(wait & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain 
less steel-to-steel of 
orifice seats. 3000-Ib 


— ice only 
(FULL STAINLESS & :) 


FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends 
4000-Ib. and 8000-Ib 


ore JS 


WRITE FOR CATALOG I! 
Showing the complete Catawissa line of 
Perfect Seal Products 


CATAWISSA VALVE xy cutting at ts & Bro. ( s 100th factory sales training 


TT ‘ witnessed distr tor nd dealer presentatives car 
FI INGS COMPANY = dy Y +" B= S ; repr cD Pm 


nm years ago 


300 MILL ST. - CATAWISSA, PA. rector ‘ [0th wear with the firm 
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U. S. Rubber Co. 
Assigns District Heads 
Rubber Ci has 


gnments 
in its mechanical goods division 
Robert H. Bowman, former district 
manager at San Francisc: 
made New York district manager 
Arthur C. Tharp, former Milwaukee 
district sales manager, succeeds him 
Osmond S. True has 
pointed Boston district manager. He 
formerly managed the New \ 
trict 
New district manager in Denver 
Elmer G. Morrill, former 
Houston 
W. T 
the Tuls 
stant 


United States 


made several new sales ass 


has been 


been 


salesman in 


Pearl, former salesman in 
1 district, has been appointed 
district manager in Kansa 


ilesman, is m 


New Orleans 
Kellogg Spray Line 


Sold to M & E Mfg. 


M & I 
paint 


Meg Co. has purcha 1 tl 
of Kellogg D 
vision of American Brake Shoe ( 
and will move all manufacturi: 
sales to the M & E factory in lh 
apolis 

The transfer involve i] 
designs, tools equipment ind 
but no real estate 

Rudolph Egener, M & I 
said his company’s concentrat 
the paint pra\ field and | 
association with the Kellogg D 

it the logical firm t b 

Ti Founded in ] 1] \l < 


paint pra\ 
I 


business 


Spl 1\ 


m ick 

1922 
Hardware Trade 
Honors Secretary 

old Martin. of | 


was hon 


(Ht 


Sy Industry needs a padlock that cannot 
be Rapped or Shimmed Open! 


CHICAGO 


ACE 


PADLOCKS 


fill that need 


Cut-away view of 
ACE Padlock show- 
ing double locking 
feature and 7-pin 
tumbler mechanism. 








FEATURES 





excLusive 


if tumbler ve 
| shackle 


hans™ 
nec 
cking ' 


t 
we that locks @ 
ned stet 

. Hardenes | 
ides * Circular ** yw 
both s ” forcing tools 


ay prevents 
» Duplicote 
the factory 
) security control 
ither die 


insertion 
keys are 
for maximy 


at cases 
rust proe 


in from 
availab . 


cast 
only 


Solid 
or bronze 


‘ 


If you are interested in providing your customers with positive security 
where needed, write for Catalog MS-101. It explains all of the reasons why 
Chicago Locks are right for industrial security. Ask, too, for copies of our 
Folder P-104—suitable for mailing to your customers. 


CHICAGO LOCK CO. 


2030 N. Racine Avenve + Chicago 14, Iilinois 
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there’s nothing better than a satisfied customer. We like it, you like it 
the customer likes it 
For guaranteed satisfaction for your customers, carry GRIFFIN HIGH 
SPEED Hack Saw Blades. Crifin POWERFLEX and Grifhn SHARPFLEX 


blade bette netal cutt 


ly to help you with your service problems 


(/L] 


G. W. GRIFFIN CO. « FRANKLIN, NEW HAMPSHIRE 


Seles Agents: John H. Grobom & Co. Inc., 105 Dwone Street, New York @, K. Y 
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Selling Is My Business 


E. E. KNAPP: 


| Sell by Knowing — 
Here s How | Learn 


It’s pos ible for I ilesman t 
be an expert in at least twe mes, ac 
ording to E. E. Knapp of Mid-States 
Industrial Corp., Rockford, Ill. He 


ilso believes that it’s necessary if the 


alesman is to sell eff ly 
“Product knowledge, ill that 
the term impli ni y to sell 
ing,” sa Mr. Knay s I see it 
the salesman often calls on 
who isn’t npe f 
but may be the « m using an 


customer 
immediate sale 
item that’s not giving tl ervice it 
hould The edu ! l ilesman Can 
take off his coat and put the item in 
Class A condition 
th mfidence « 
} 


building up 


istomer. Wher 


Mz. Keene 1 


. i 
vledge from them on the 
b and at the desk, and thirdh 
the equipment—tearing 
ig it, and rebu 
man transmission 


ilding it 

of a leather belting cours« 
| ittended.,’ ivs Mr Knapp It take 5 
chooling and experience to know how 
man feet be Iting tl 


ther, et needed for a pat 


Kness of 


ippli I I I linary sale 
in sell r on f the cu 
tomer knows e) lv what h 
data that 


wants 


tl manufa 
man brushed up 
new di \ I I 
the basi 
“Our 





Knap} We travel six salesmen—and 
I think each of us should be an ex 
pert. Too often, the unschooled sales 
man makes use of the trained man in 
his company, rather than concentrat 
ing on his own product education 

‘When you get your basic training 
at a manufacturer's school, you have 
to follow it through. With the school 
your belt, you can become an 
expert as go along in the field 
ipplving experience to make 
recommendations—keeping abreast of 
the latest developments—learning from 
vour work 





under 
you 
your 





“I can see how it might be impo 
sible for a salesman to get to a manu 
facturers school, and even how it 
might be difficult for him to work 
frequently with the factory man. But 
the supplier's literature is always avail 
that him an up-to-date 
source for some self-schooling. And 
he'll cement that knowledge if he 
rolls up his sleeves and works with the 
product—takes it apart, operates it 
finds out what makes it perform 

That's product knowledge; that’ 
what And that 


ible gives 





MadaKCS in 


what makes 


expert 


sales 





“George defies anyone to steal our car. He 


chains ut to a lamp post with Campbell Chain!” 


Campbell makes safe, dependable chain to meet 
William 


A. McCullough, Jr. 
Sales Executive 
Named by Nicholson 


every requirement. Practically every business 
uses chain... for maintenance... on the pro- 


duction line . . . or on original equipment. You 


Nicholson File Co. has app 
m A. McCullough, Jr 
rCT f domestic sales t 
mK \. Neal, recently lect 
nt for domestic sales 
McCullough joined the 
in 1946. He has been sal 
1 New York State and 
ger for Ohio, Indiana and Penn 
He will assist Mr. Neal 


DOHC ind administt 


can increase your profit-per-call by selling 
CAMPBELL— the chain that’s inspected link-by- 


link to assure long life. Write for your copy of 


Mr 


pan 


our complete catalog. 


CAMPBELL CHAIN Company 


ee. ~ 


(INT :1480 


7 oe i he oe re oe ee 
CHAIN 
Main Office, York, Pa. + West Burlington, lowa 
Portland, Oregon + Sacramento, California 


Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 
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> Vaughan 


CARBON DIOXIDE W. M. Pattison Founder 


Retires from Company 


EXTINGUISHERS A. C. Vaughan, for 58 vears an 


ficer of The W. M. Pattison Supply 
INSULATED HORN HANDLE Co., Cleveland, and one of its four 


KINK-PROOF HOSE original founders, has retired from 
CARRYING HANDLE the company. 
“ SNAP-OUT HORN CLAMP Mr. Vaughan organized the firm 


. l 17 1] > l 
“= SEAMLESS, DRAWN STEEL CYLINDER in 1897 with Wallace M. Pattison, 
Tested to 3000 P.S.!. William H. Smith and Arthur Jones 


The only survivor of the founding 
E-Z SQUEEZE GRIP VALVE group, he started with the company 


—LOCK PIN FOR ADDED SAFETY is assistant secretary and was treas 
— SAFETY VALVE urer at the time of his retirement 
—RELEASE LEVER Succeeding Mr. Vaughan as treas 
Squeeze to open, release to close urer is Warren H. Siekman, former 
PRESSURE WORKS AGAINST SEAL issistant treasurer and member of the 
hoard of directors for more than 20 
years. Paul L. Levy, controller, who 
has been with the company 18 years, 
was named assistant treasurer 
The firm had 10 emplovees when 
it started in busin ind today has 


~RECOIL PREVENTOR 
“~~ VALVE OPEN LOCKING DEVICE 


AVAILABLE IN 2'2, 5, 10, 15 
AND 20 POUND SIZES. ALSO 50, 75 
AND 100 POUND WHEELED ENGINES 
f the com 


UNDERWRITERS’ LABORATORIES, m 
FACTORY MUTUAL AND COAST GUARD APPROVED! : es eae a 
e was | | in bringing Patti- 


staff of 151 iughan served 


selling 


W.... you handle the Buffalo Fire Extinguisher el usiness, now } I r activi 


ine you can be sure you sell the finest because there's > as 
' Vaughan 
ignan 


more tire protection built-in. Highest engineering 
n- Vaughan, is genet 
the compan 


Mr. Vaughan 


ind 


standards, exacting manufacture and precision 
spection produce the finest extinguishers possible. 
Buffalo's exclusive Distributor Sales Policy and con- 
sistent advertising program to your customers direct- 
ing sales to industrial distributors makes the Buffalo 
line very desirable. If you are not already a Buffalo 


Distributor, write today for complete information 


WRITE TODAY FOR THIS COMPLETE v i 
POCKET GUIDE TO FIRE PROTECTION! Heads Instrument Group 


BUFFALO FIRE APPLIANCE 


c 
= Te Se oe a eee 8? a 


Henn Dever lent of 
ro' ruments Di n of Min 
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Quickly Available 


Your customers expect you to give fast service on their 


screw requirements. 


To meet this need for fast service Southern has warehouse 
stocks throughout the country—backed by a steady flow of 
screws moving from the production plant and warehouse 
at Statesville, North Carolina. 


A BILLION Screws - - - At YOUR Service 


Wood Screws—Sloued and Phillips—packaged in bulk 
in flat, round and oval head styles. Steel, Brass, Silicon 
Bronze, Aluminum and Stainless Steel—all popular 
finishes—sizes 3/16” No. 0 to 6” No. 30 


Stove Bolts—Sloted Steel packaged and in bulk. Round 
and flat head styles from 4x} through x6. 


Machine Screws—Sloued Steel in bulk. Round and 
flat head styles from 2-56x} through 4-16x3. 


Tapping Screws—Slotted Steel Type A (Sheet Metal 
Screws) in bulk. Plain and cadmium plated in round 
and pan head styles from 4x} to 14x2. 


Write for free color label chart, package stock guide, bulk 
stock list. Box 1360-D-2 


Wood Screws @ Stove Bolts © Machine Screws 
A & B Tapping Screws @ Roll Thread Carriage Bolts 


SCREW COMPANY 


STATESVILLE © > NORTH CAROLINA ALSO 
In Bulk Only: Hanger Bolts Dowel Screws 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 


FACTORY WAREHOUSES: NEW YORK > CHICAGO ° LOS ANGELES 
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Master 


PADLOCKS 
. 
j 


FOR EVERY 
INDUSTRIAL 
USE! 


3555535353535 5555 58558225555 1 - 


FAMOUS MASTER 
LAMINATED 
PADLOCKS 

LL LU Le 


’ nge 
e solid block 


STAINLESS 
STEEL JACKETED 
COMBINATION 
PADLOCKS 


Whatever the security job... 
there's a Master padlock fo fit! 
ur ‘round need for 
lant. And 
ssible 


to serve 


Typical industrial uses for 
Master Padlocks 


TW 
: = 
- ‘ . 
’ i 
rie x mS 
> 


— 


Robert M. Seott 


Staff Changes 


Made by 


Norton 


rald M 


Gerald H. Lasher 


Meke selese fester with 





Master Padlocks 


H tt-R 


\ 


Master lock Company. Milwaukee 45 Wis. 


Worlds Largest Padlock Manufacturers 
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Let Allens’ Technical Service solve your 
sodering, fluxing or brazing problems. 
Write us today about fluxes for all metals. 


Sold thru Distributors 
Send for Catalog 


LB. ALLEN CO., INC. 


6731 
CHICAGO 31 


Bryn Mawr Ave 
ILLINOIS 





THE MOST COMPLETE SOURCE 


oo ee 
SCREWS 


BOLTS NUTS 


W ASHERS — RIVETS*® 
FASTENING DEVICES 
IN ALL METALS 
@® STEEL *® BRASS 
® EVERDUR © MONEL 

@ STAINLESS STEEL 


® ALUMINUM 


a2 


@® NICKEL ALLOY STEEL 
© NAVAL BRONZE 
[ SPECIALS 

MANUFACTURED 

BLUEPRINT | 

ATIONS | 

. Ri1ZEO OVSTRIBUTORS 
PARKER-KALON 


SHAKEPROOF 7 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ST ® NEW YORK? 


PL 





NEW PLANT of 
W ickliff Ol} 


Oster Mfg. Co. 
Plans Move to Wickliffe 


The Oster Ne 
tralize 


Oster ha la Yes, you can sell this fast-moving line of fine 
t. plant at tl kliff tools wherever you see a smokestack! Because 
in adjunct mn even a one-lathe shop is a hot prospect for three 
land plant at 205 ' different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they're basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small! part of the vast 

Gorham line that gives you “The right tool for 

every metal working job!” It includes milling 

: cutters and end mills . . . three different tool bit 
Industrial Sales Manager cd 
grades ... slitting saws . . . cutoff blades... key- 

Named by Chain Belt seat cutters ... and the famous “M-40-U” Alloy 
Woodland Center that outlasts high-speed steel and other 

alloy centers, lasts as long as carbide, and costs 


less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
Pb ta ; with the 120-page Gorham Tool Catalog and 
Transmission Group product literature by return mail. Write today. 


Plans Outing 
_ Gorham TOOL COMPANY 


” “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 


144400 WOODROW WILSON . DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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DISTRIBUTORS ! Keuffel & Esser’s New Plant in Production 


WHAT EVERY 
WIRE ROPE 
USER 
WANTS! 


“HAMMERBLOW" 


Wire Rope CUTTERS 
PROMPT The tool that selis ; 


because it's a “must” 


DELIVERY everest o 
. IIE BES 


’ d ial pl . shi 
PROFITABLE mo gy deg ps Hardware division of Keuffel & Fsser Co. has been 1 


MARK-UP ers. Its got EVERY rial property in Cape May Court House, N 
THING-—-10-second ac Cape May Products. In 
tion; rugged construc : ; 


GUARANTEED a yg Bye 
sate y- ig . medium . s x 
3 SIZES FOR “=r st modes DeWalt’s Roving Representatives Meet 
Sold through —_ i ms 
ALL NEEDS Dleteibutere only M : P As F ‘ , , me i x : : 
24 B AUSTIN ST "3 Se emer 3 
~~  MEWARK 5, A J. 
Bigelow 8-1046 


HAMMERBLOW 


Wire Rope Cutter Co.- 


NEW 


LOWER PRICES 
On Larger Quantities Of 


STAINLESS 
STEEL 
FASTENINGS 


It will pay you to check 
ANTI-CORROSIVE 
first for real savings on 
stainless steel fastenings 
of all kinds. 9,000 items 
and sizes in stock, fast 
service on specials 
Write or wire for full 
information TODAY! 


ANTI-CORROSIVE 


METAL PRODUCTS CC In : 
sat & { 1 from Manhattan to this new building in Manhasset, 


sctletdn-on-HMudson, N.Y 
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Sink Your Teeth 


Into New 


SALES -PROFITS 





WHY BRIGHTBOY 
BUILDS NEW SALES 


which do not conflict with your present abrasive 
business 


@ it has created cn entirely new, wider concept of finishing 

@ it has substantially increased the abrasives market 

@ it offers refreshing, inviting opportunities for customer 
service 

@ it offers STOCK ABRASIVES in grains and textures 
“matched” to particular job requirements. It largely elimi- 
nates the annoyance, delivery delay and expense of made- 
to-order “specials” 
It offers excellent, easy repeat business in increasing volume 
from appreciative users 


BRIGHTBOY IS AVAILABLE 
IN BOTH ALUMINUM OXIDE AND SILICON CARBIDE GRAINS 
EACH IN COMBINATION OF 
DEPENDABLY-UNIFORM TEXTURES AND GRAIN SIZES 
RANGING FROM EXTRA FINE TO EXTRA COARSE 
IN SOFT, FIRM AND TOUGH RUBBER BINDERS 
Tell your customers NOW how you can help them by supplying 
widely adaptable Brightboy for QUICK DELIVERY. When 
they want finishing and polishing advice, send us the job epecifi- 


cations. We'll provide you with the Brightboy to do the job. 








Write for this NEW CATALOG to con- 
vince yourself of Brightboy’s sensa- 


tional adaptability! 


= 


Distributors and their salesmen are enjoying 
the big sales-surge and the substantial repeat 
volume now mushrooming from 


THE NEW, BROADER, 
BRIGHTBOY-CREATED FIELD 
FOR ABRASIVES USES 


Nationally known, nationally demanded, na- 
tionally advertised Brightboy has pioneered 
this profitable field for you. Brightboy’s 
unique formulation—-ABRASIVE CUSH- 
IONED IN RUBBER—achieves finishing 
effects, versatility, adaptability, far beyond 
the scope of other methods. Alert production 
men now explore Brightboy applications as 
regular routine to find cost-cutting procedure 
on new job projects and on current work. 


Brightboy burrs, cleans, finishes, polishes, in 
one operation. It produces a precision finish 
which is frequently the final polish. Bright- 
boy is ready for immediate use; requires no 
time taking dressing or preparation. Time 
savings achieved over other methods fre- 


quently amount to 50%! 


Srightboy is also 
made in a full range 
of accessory prod 
ucts: Rods, sticks 
and blocks for ma- 
chine and manual 
operations 


ed 
WELDON . "se" ROBERTS 


Brienne, 


. RUBBER CUSHIONED ABRASIVES 


\ 


= 


BRIGHTBOY INDUSTRIAL DIVISION @® WELDON ROBERTS RUBBER CO. 
95 North 13th Street, Newark 7, N. J. 


p dad Ab» ives 





America’s Pioneer Manufacturer of Rubb 
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Wolverine Tube 
Names Representatives 


Wolverine Tube Di 
met & Hecla, In | 

hanges inh Saics on 

C. P. Whitlock been named 
Philadelphia representa ucceed 
ing John Van Wag I issigned to 
1 new post in th nv's adver 
tising department 

William R. Mi 

wresental 


< ted rer 
pointed rey 


IT 


> 
urrounding ar©rca 





g-Size 
10-ft. Steel Tape 


STANDS UP STRAIGHT 
for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 
} and accurate with this new EVANS King-Size 
‘ 10-ft. White-Tape. The 33° wider blade 
4 n (full %°) stays straight up without bending 


7) EVANS RULE co. buckling. You get a free belt clip and Tenite 


- utility case with every tape. Sliding end hook 
eA _ 1955 
- for inside or outside measuring and 
it's marked so you don't have to figure! 
no other tape is marked this Evans way 





es (dge— marked m ‘ee! and inches with fool marking 
at every mich 














s tdge — marked m inches | 


Whichever way you work, in inches or feet and inches, 
you read instantly without heaving to stop and figure 
The EVANS King-Size White-Tape Is the Top 10-ft 
Tape valve at only $2.39. Purchase from your supplier 





another 
EVANS 


value — 
THE = , 
ONLY Named by DeWalt 
12-FOOT fF) | John A. O'Reilly 1 
POCKET eh eile Gesell 
WHITE-TAPE 
Standard blede 
all a te ~~ This L-O-N-G-E-R oe 
+4 Pocket White-Tape only $189 ear ned DeWalt last 


John A. O'Reilly 


New Orleans Manager 


tape that measures a 
full 12 feet el 


netes the f nven 


Purchase from your supplier 7 
if 1 Te} I ve and nas 


‘ 


ountr 


tence and ina sracy of edding tw measurements as y 


tapes. Ex sive EVANS double markings (sar as Fing 
Chrome plated case is r bugger th esses for shorter tapes 
a rate inside of outside measurements. Each tag 


s 
Self adjusting 
sliding hook for 100 “ 
packed in FREE transparent Tenite utility case Free Semple Tape Available 
1 your distributer does not carry these EVANS Tapes, hove your purchasing 
agent write direct te the fectory giving the nome of his distributor and re- 
questing @ free sample tape. Specify whether 12 ft. L-O-N-G or King Size 
Tape is wanted 


RULE CO. 


400 Trumbull Street, Elizabeth, N. J. U.S.A 


( Evans ‘ 25.50-75.1 Eve F 
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Selling Is My Business PROVEN 


IN 4 OUT OF 5 APPLICATIONS 


Desmond’s New BELTBRASIVE Dresser 
JACK WHITING: 


To Land New Customers, 
Keep on Calling 


Pers tence is what count 
ad ft new territory, 
im hiting \ in D: ren Su 
N. J 
Wh iting joimed the 
extend its sales coverage 
potential custor 
led on and some 

not been fol 
of personnel 

ometimes 
Up to 40% longer life and substantially greater stock removal 


ind hi from coated abrasive belts are proven results with the Desmond 


below 
belts, or drum sanders and polishers, but you save time on chang 
ing them. This is another Desmond ‘'first.'' Ask your Desmond 
distributor for full information or write for Bulletin D-12 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 


Another sales-building advertisement from 

Desmond, addressed to your prospects 

through Mill & Factory, American Machinist, 

Modern Machine Shop, Foundry, and other 

publications. Total circulation more than 

135,000. For steady repeat business— 
Gy Promote Desmond 


- 


s, though ofter h 
Pesky genet wat | Beltbrasive dresser. You not only get better performance on discs, 


| 3 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
meth een eae Mr ae 


i OOP 


nN 
oo 
— 
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C. H. Tiebout Marks 120th Anniversary 


One of the East’s oldest merchan 
lising establishments, C. H. Tiebout 
& Sor Brooklyn, N. Y., recently 
marked the 120th anni 


nto the hardware 


1 modern industrial house 
the New York metropolitan 
liebout’s stems from a general 
pened metime in the mid 
in the Williamsburg section 
tch Colonial Br 
Edmun-Frost 
th ingle owner! 
ted according to 
time to indicate he 
it becam Morrell Bi 
ire, in 1834 
liebout. born » 183 
preset name 
rrowing th 
to sea as a bov. but h from on im H. Waterbury be yrandsot wh now con 
when Mr. Morrell of Brooklyn, he bou ut a retiring nected ' m ills family 
in the store. Mr ember , orrell family and unts tl ransa n. The deal 
Morrell & V complished entirely by the pass 
ired ch haracteristic 


was placed 


la 
The business «¢ led tools and 


K-P”:" OILERS feces 
TYPE volume in _ hors s and hardware 
Wagon an triage hardware and, 

h > | ic 


MORE FEATURES 
to make more 


ee SALES for you! } 
par 
is cuean Me 
7 nterchangeable spouts 
iN s! complete take down in 30 sec 
seco" onds for fast cleaning de- 
tachable base or handy holder 
seamless bottoms and 
perfect seals for leak-proof opera 
tion. These are only some of the 
features you'll find in the K-P line of 
Hand Oilers sales building. cus- 
tomer-satisfying fectures every 
one! Finished in Nickel or Copper 
K-P offers you a com- 


Write for low prices and money plete line of 16 sizes 
making discounts. from 6 oz. to 1 quert 
containers 


New building addition and modern 


offices and stockroom mark the present 
MANUFACTURING <o. day Tiebout’s, after almost a century 
and a quarter of progress. Firm now 
specializes in industrial 
sclalse 


1226 LINDEN AVENUE © MINNEAPOLIS 3, MINN. dropping old-time sidelines 


supplies after 
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made in silver dollars, which were 


a 
shipped in by express MILLERS FALLS 
Mr. Tiebout himself remembers 
another lucrative source of orders No. 50C 
that flourished during the manage 
ment of his father, the late Ralph H Jalen ile SCREW 
liebout, and his uncle, Wallace Tie- DRIVER 


bout. This was the Brooklyn street 

railway system. “It took one of our 

salesmen five days to write up one 

order for the Brooklyn Heights Rail — = 
way Company,” he recalls. Most of TWICE THE DRIVING ,. 
it consisted of tools and forges for the POWER 


trolley shops 


Ralph H. Tiebout died in 1920 and GREATER CAPACITY 
Wallace Tiebout in 1932, after which = wood screws up to 
Mrs. Wallace Tiebout reorgani: 412x114" — machine 
the firm as C. H beut & I screws to 14" 
Inc. In 1942 it was sold rma | 
F. Wahlig, who had been man — LONGER BRUSH = surteariy 
since 1934, and shortly afterwards a 
sidelines, including truck bod) nu BUILT-IN REVERSING 
facture (outgrowth of the old horse SWITCH 
vehicle business), wer lropped so 

: ; INTERCHANGEABLE 

the firm could concentrate entirely on 
its expanding industrial suppli¢ SWITCH LEVERS 

A fire in 1946 destroved all but tl (Paddle or Butterfly) 
walls of the company’s headquarter 
4 modern structure h since beet 
rebuilt on the site. Plus 

‘ | the famous, super-sensitive 
Willson Products | ADJUSTOMATIC® CLUTCH PADDLE 


SWITCH 











Bought by Ray-O-Vac b 3 
For years, the Millers Falls No. 50 has been the 
| been purchased | most successful of all electric screw drivers. Now 


Willson Products, Inc., of R 


ha 
Co., of Madison, W — in this remarkable new Model 50C — it’s even 


- anal — 4 . ' better — more powerful, more versatile than ever 
ome d preside nt ind gener before. 
of Willson. succeeding Th In fact, its range of uses is so wide that it 
Willson, elected chairmai entirely supersedes and replaces all four of the 
board. Dr. Frederick Will I previous No. 50 and Nw. 52 Series screw drivers. 
pen 2 Sie N Ww , Whether the job calls for assembling delicate 
Stak “aiias ta a eyeglass frames with tiny optical screws or driv- 
production, thus leaving tw ing 142” #12 screws in hardwood, you can count 
tions of the Willson family r on the new 50C for outstanding performance. It’s 
sented in the management fast, powerful and dependable —and the patented 
Other officers are William “Adjustomatic” Clutch assures velvet smooth 
Weeks, vice-president in charg Operation and precision torque control month 


ile formerly sales manager f h 
Rav-O-Vac Distributor Divi aiter month. 


Saul Stump, secretary-treasurer 

Morgenson, assistant treasurer CUTS INVENTORY 

. — an oe a ~ MM, Now, with the No. 50C you can take care 

Ryan, Mr. Stump, Elmer B. Ott of the entire market formerly requiring 

senior vice-president of Ray-O-\ four separate models. Let us send you full 

Donaid W. Tyrrell, chairman of the details on this tremendously versatile new 

re pooeias - rr be ri ‘ re driver and all the other high-performance 

of adien of R ~ Ove ger Vv, os C Millers Falls electric tools that are waiting MILLERS FALLS 

Zeller. vice-neesident for foscien ope: to make more money and better satished TOOLS 

ations of Ray-O-Vac customers for you. ye ° 
Willson Products manufactur 


6f 
glasses and industrial safet qui MILLERS FALLS COMPANY She Mark of Syperiorig Ctl 


ment Dept. ID-9, Greenfield, Mass. 


n ’ hy r ' 
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Joseph H. Bascom 





Broderick & Bascom 
Elects President 


Broderick & Bascom R pe ¢ has 
elected Joseph H. Bascom president 
ucceeding C. E. Ba i, now chair- 
man of the board 

\. A. Grosse was made secretary and 
treasurer, and Stanley R. Brenner, 
vice-president-operation became a 
director. 

PEERLESS PACKET HOIST IN HEAT TREAT DEPARTMENT. Many plants find these Fred Zimmerman ¢ 
easy-pull howts (42 Ib. for ton; 56 Ib. for 1 ton; 60 Ib. for 2 top) ideal for pre sident-sales ind 
ther heat treating equipment. Sturdy enclosed housing 


serv ix gs 


withstands ; } ! and keeps out dirt—thus reducing maintenance. 


Whee’ there’ S lifting to be done, Dependable Machine 


Purchased Locally 


there’ sa Harrington SP ee ea 


Greensboro, N. C., has been pur- 
chased by local interests, including 
the former owner and founder, John 
C. Inmon, and two former employees. 

During the past two years the com 
pany has been owned by Robert H. 
Solem of Wisconsin Knife Works, 
Beloit. W 1S. 


iles manager 


o} 
) PEERLESS MODEL C ‘ BEARCAT ELECTRIC HOISTS 
HOISTS for intermittent . ; for fast lifting of light to me- 
ls from } dium loads— 170 to 4000 Ib. 


PEERLESS PACKET TROL- A new corporation has been formed 
LEY HOISTS for lifting 


PEERLESS ong — with Charles S$. Routh, chairman of 
onveying 14 to 2 : STERL HOISTS for iting 74 the board; J. C. Inmon, president; 
te to 2 tons Sper ial construc- ’ . 
o on I-beams eo aiefierr sathip are Charles G. Monnett, Jr., vice-presi 
Li headroom units ad wn makes these hoists eco- ~~ 
: on cli thm ented . dent and secretary, and S. W. Inmon, 
justable to a wide range i 0 nanan, easy 
of Lt to operate vice-president and treasurer 
eau sizes 
The management plans to manu- 
facture woodworking machinery. 
PEERLESS PACKET ALU- HARRINGTON i-BEAM 
MINUM HOISTS for use TROLLEYS for rapid and 
where hoists must be . easy movement of snntastads Executive Named 
moved frequent! Much She . over I-beams Regularly 
lighter than all-steel supplied in geared and plain American Smelting & Refining Co 
model, with no sacrifice models in capacities from has elected R. Worth Vaughan as 
quam; - 74 to 20 tons executive vice-president. He has been 
: 


vice-president and general counsel 


Markets for these cost-~ ulling products are unlimited, and profits are good. <- ; 
since 1947 and a director since 1948. 


Write for complete information about our full line of hoist prod wu ts. 


THE HARRINGTON company _ Named by Permacet 


Makers of Hoists Since 1876 Permacel ‘Tape Corp. has appointed 
Edgar A. Gaudette ntroller 


Gravers Roap at THe Turnpike, Prymoutn Meetine 11, Pa. 
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Purchasing Magazine 
Features Distributors 


Six Southwestern distributors con 
tributed feature articles to the recent 
annual Distributors’ Issue of the 
Southwestern Purchasor. publication 
of the Purchasing Agents Associations 
of Texas and Louisiana 

Editorial themes of the issue were 

mutual interests of purchasing 
id supply distributors and th¢ 

f the distributor as a iocal 
Ihe distributor is mn 

he editorial pointed out H 
falls with his community. He 
fold up his tent and silenth 

v¢ d \a 

Tom M. Nelmo, of Wessendorft 
Nelms & Co., Houston, was author of 
in article, “It’s Wise to Buv Through 
Your Local Distributor.” William ] 
Dean, The General Industrial Supph 
Corp., Fort Worth, described the ele 

i 


ment rad ributor’s service What 


Your Industrial Distributor Means to 


You” was the topic of an artick 
C. McDonald England, Logan Har 
ware & Supply Co., Logan, W. Va 
dent of the Southern I: 
uutors Association 
M. Young, The M 
Dallas, wrote on the problem of 
isive, selective or multiple repre 
sentation, and T. F. Williams, Plow 
den Supply Co., Houston, described 
the selected lines supply hou 
Amold L. Yauch, Finch Supply Co 
Houston, stated the case for buving 


from distributors 


Takes Hydro-Line Post 


Hydro-Line Mfg. Co. has ’ppoint 
Jack L. Modrich, specialist on air an 
hydra held i] cnginecring 


= 
ent 





a 


—=—=- 


NEW WAREHOUSE | 
i ’ l by I 


“SECRET” IS THIS TAPER 


Potent Applied For 
; a PLUS 
‘ THIS WASHER! 


“* Now at last you can use socket screws that 


, D-LOK (/SOCKET CAP SCREWS 


““hositively will not loosen under any vibration! 
The new BLUE DEVIL LED-LOK CAP SCREWS are the answer to this 
problem, and they're also air-, water-, gas- and oil-tight. They're 
easy to use and require no assembly changes or modifications. 
Available in same sizes as standards. Better get the facts on LED-LOK 


CAP SCREWS right away! 


HOW LED-LOK SCREWS WORK 
(Actyal cutoway photo 
STEP 1—Lep-LoK Screw drawn 
up t washer; 
STEP 2—Washer has started to 
trude into cavity formed by 
‘ tape r: 
3—Screw is seated into 
position washe r occupies 
locking in plac e and mak- — 
tight seal 
STEP ; TEP 3 
WRITE TODAY on your letterhead 


for your sample Lep-Lox Scre ws SOCKET SCREWS EXCLUSIVELY 
and testing block. No obligation 


Carety Cocker Serew Company 


6500 AVONDALE AVENUE « CHICAGO 31, ILLINOIS 
SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 
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The Best Known Brand of 
Belting Throughout the World. 
Serving Industry Since 1868. 
Sold Through Stocking and 


Non-Stocking Dealers. 





ALUMINUM and STEEL 


HANDE-BOLTS 


meet almost 
every bolt need 


reduce bolt tnuentories! 


HANDE-BOLTS... versatile threaded rods to 
form any length, size and shape bolt ...read- 
ily meet on-the-job bolt needs from handy, 
space-saving stocks. Standard 2 and 3’ 
lengths. Steel—15 diameters: 6-32 thru 14”. 
Aluminum —\. %, % and \" diameters. 
N.C. thread —also unthrea 

HAN DE-BARS —aleo available: 4’ 

steel flats and angles of 4" stock. 

3 sizes of each. 

Special ler.gths to order 

Compact Sales-Making, Sales- 

Training display free with order 

for assortment. 


Write today for ful! informaton 
PERFECTION MODEL PRODUCTS 


4145 W. KINZIE ST., Dept. 1D, CHICAGO 24, ILL 
Also Mfrs. of Perm-E-Lastic Glazing 
and Caulking Compounds 


SS7 
- —- -4 


Black & Decker Holds Training Session 


Mig. Co 

Patterson 

nley Acker 
nger 





Alpha Corp. 
Changes Name 


Ihe Alpha Corp. has changed its 
name to The Alpha Molykote Corp 

Alfred Sonntag, president of the 
Stamford, Conn., manufacturer, said 
the new name reflects the firm's 
primary activity the manufacture of 
industrial lubricants under the trade 


name “Molvkote 
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Maewhyte Co. 
Elects Officers 


e-appointed 


resident and 


ent in charge 


also re ap 


re-elected its 


Wilson as 





Allegheny Ludlum 
Assigns Sales Posts 


Allegheny Ludlum Steel Corp. has 
re-aligned executive duties in its Sales 
Division to improve service and pro- 
vide for future growth, Russell M 
Allen, vice-president in charge of sales, 
announced 

C. B. Boyne has been named to 
the newly created post of director of 
customer service for the entire. cor 
poration. He will report directly to 
the vice-president of the division and 
will have a staff at each of the com 
pany’s principal plants. 

With the company 40 years, Mr 
Bovne has recently been general man 
ager of sales He has directed the 
firm’s stainless steel sales for the past 
ten vears 

Roger S. Ahlbrandt has been ap 
pointed executive assistant to the vice 
president in charge of sales, also a 
newly created post. He will coordi 
nate certain administrative functions 
of the Sales Division. Recently man 
ager of stainless steel bar sales and 
treasurer, h spent 1S vears 
1936 until 1951 in various « 
in the general sales ofh 
Pittsburgh district 

F. Price Norris, former man 
the Philadelphia sales office, will m 
to Pittsburgh to fill the newh 

of director of stainless 
teel sales He }¢ ined the 
1936 and has been 


trv for 3 


Marlow Pump Names 
Sales Executive 
Marlow Pump Divisior 


Go 


North 1 


John L. North 





Safety Sells 
For You 


STEADY DEMAND for safety by industrial users across the 
nation has made Load-Rated Crosby Blocks a top seller. 
Adding action to this steady demand is the hardest-hitting 
merchandising program in the industry. Crosby Blocks come 
in all popular sizes, and they are attractively packaged in 
sealed cartons. It’s a profit-making fact — you can’t go 
wrong when you ask for your Crosby Block order on every 
call! 


CROSBY BL: 


} you daily 


Effective ads like these sell for 


TON 6" 


j 
z 


J 


U 8° wrong with 
ad-Rated Crosby Blocks 
The working Capacity of 
each block is embossed 


0n the side plates, 


AMERICAN & DERRICK CO. Sy. Poul 1, Minnesota 
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“A BUDA JACK 
FOR EVERY NEED" 


means that you can sell more 
jacks when you carry the 
Buda line! 


2-Speed, Low-Lift 
Hydraulic Jacks 


These are the Buda Jacks that 
bring big lifting muscles into 
cramped quarters. They're one- 
man operated, and the load can be 
held at any height, or lowered, 
with complete safety. One simple 
adjustment changes lifting speed 
—‘*Fast” for light or medium 
loads, “Standard” speed for ca- 
pacity loads. 


High-Lift, 2-Speed Hydraulic 
Jacks are also available for your 
customers who need extra lift 
without reblocking. 

Learn what a Buda Jack Distrib- 
utorship can mean to you. Write 
today for all the facts. 


ALLIS CHALMERS 
MANUFACTURING CO. 


BUDA DIVISION 
Harvey, Illinois 


2-SPEED, LOW-LIFT 

HYDRAULIC JACKS 

75 & SOton copecities 
Closed height: 8, 
10 or 12 inches 
4, 6 or 7 inches 
of Wht 





Ratchet Ratchet Trip 
Lowering Jocks— 
Jocks— 1S-ton Cap. 


5 to 15 tons 
| 
f) 


| -e 


Screw Standard Speed 

Jocks— Ball Bearing 
18 to 24 tons Screw Jocks— 
15 te 75 tons 


Ball Bearing “Two Speed” 
Journal Bydreulic jocks— 
Jocks — 25 te 50 tons 

15 te 50 tons 
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D. J. Yates 


Field Representative 
Named by Bristol 


CTITATIVE in Li 
With th 
ince 1945 
vith W ilt I 
i ilesman 
1 furniture 

in Expre 


with B 


Butterfield Division 


Marks 75th Anniversary 


Butterfield 


» ind Dert 
th building uN 
International Border 
ites independent! 
th yugh both com 
ment of Stanle 
President 


Un 


Marketing Director 
Named by A. W. Cash 





Byron Jackson Plans 
Borg-Warner Merger 


The presidents of Borg-\W 
Corp. and Byron Jackson Co 
umnounced they will recommend 
ger of the two companies to 
yoards of directors 

R. C. Ingersoll, Borg-W arn« 
dent, and President E. S$. D 


Byron Jackson said in a join 


; , 


ment that negotiations have been go 


ng on tor some tyme. A stock transt 
as been agreed on 
Byron Jackson makes 
oil field tools and s« 
nic devices and nuclear pow 
nents. Merger would provide 
kson with needed finan 
echnical aid for new produ 
wuld give Borg-Warner m 
ion in growing industrial fi 
pecially oil field equipment, th 
nts sak 
Byron Jackson will con 
rate as an independent operat 
with no change in managemen 


Pry 
il} 


} 1 
mnei rT i i1mcy, c mn 
t ited 


, Dey 





Albert F. Polk 


Shefheld Official 
Takes Washington Post 


Albert F. Polk, vice-ch 
The Shefheld Corp., has 
ed chief of the Fa 
ion and Inventory br 
lworking Equipment 
& Defense Servic« 
Washington, D. ¢ 
I] erve in the 
riod with headq 


rtment of (Comm 


Joins Syntron Baltimore 
R. S. Pn has | 

to the le taft of Svntr 

Sal 


INSPECTION 


EXPEDITING 


SHIPPING 


he has rvew 


on WIS mind 


He's a key man in the Buffalo Bolt organization. It’s his 

business to see that you and your customers get fast and 

accurate information on prices, deliveries or anything else 
pertinent to your fastener requirements. 

Call him at your nearest branch or factory and see for 

yourself why you get the finest and 

fastest service from Buffalo Bolt. 


DISTRICT 
OFFICES 


WESTERN OFFICE 


oan BUFFALO BOLT COMPANY 
Division of Buffalo-Eclipse Corporation 


EASTERN OFFICE 
New York City NORTH TONAWANDA, N. Y. 


REctor 2-1888 
CENTRAL OFFICE 
North Tonawanda 
4Ackson 2400 (Buffalo) 
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Making both FASTENERS & FRIENDS for 100 years 


WHEN YOU SELL 


COOPER ALLOY 


YOU'RE SELLING 


John E. Kenner 


A Lincoln Engineering 
Names Vice-Presidents 


; Lincoln Engineering Co. has ap 
® pointed | hn E.. Renner vice-president 
in charge of sales and Carl H. Mueller 

vice-pI lent harg f engineer 
[ enn ‘ fort vy general 


s have 


PRODUCT 


T. BUILD a better mouse trap is one 
thing—to let people know about it is 
another. Not only is the Cooper Alloy line 
the quality leader, but more people talk 
about, read about and hear about Cooper 
Alloy stainless steel valves, fittings and 


accessories every day than an army of 
salesmen could cover in a year. Through Carl H. Mueller 
magazines, direct mail folders, records, 





; ; Four Representatives 
house organs, technica! literature, catalogs, 


; Named by Permite 
lecture platforms, and a myriad of sales p 
promotion methods, the Cooper Alloy story 

is being told over and over again to make 

your selling job faster and easier. A well 

advertised product carefully engineered 

and produced to highest standards of 

quality is your key to a sales curve that 


keeps going up! 


COOPER ALLOY 


CORPORATION eHILLSIDE, N.J. Executive Named 


4) Tr 
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Industrial Firm 
Starts “Listening” School 


How-to-listen is one of the subjects 
being taught at a new school recenth 
established by the Industrial Division 
of Minneapolis-Honeywell Regulato1 
Co. for its employees. 

The new training program covers 
all phases of communications—listen 
ing, writing, reading and speaking 
but its director, C. L. Scheetz, 1 
out that of all time spent in c 
nications, 45 is spent in listening 
Altogether of the av 
age ted t 

four categorik 
Talking takes up 35 of the 
communications, 


he Savs 75 
person's time is der 
munications in the 
spent on 
16% and writing 9 

Objective of instruction on tl 
if listening, savs Mr. Scheetz 
teach concentration. The average pet 
sons only half listens, | ints ¢ 


iste . he points 
nd races ahead about four 


while the mi 


times as fast as the other person talk 


Screw Machine Group 
Publishes Guide 


The National Screw Ma 
Products Association ha ublishec 
edition of its 
designed to help customers 
items correctly and mak 
economical choice 

Fully illustrated, it covers 
topics as What Increases Cost 
gn Considerations, Samples, D1 
ing Grinding, Burring. Concen 
tricity, Plating and Heat Treating 
Inspection, Overruns and 
Underruns. Conditions of sale 
manufacturing practices are descr 
Information is compiled for 
reference and in a readablk 


( hin 


1 new Buvers’ Guide 


Finishing 


} 





FRANK W. CARUSO ha 
, for f Toledo Pipe 7 


Machine (¢ 


wa 


7 


Pictured above is a six spindle Greenlee automatic screw machine using a 
Ross “Master” Internal Collet. Installation of internal collets has helped users 


reduce waste and increase efficiency. 


Production Up From 50 to 250 Units 
Per Hour Using Internal Collets 


Customer satisfaction with original order 
results in 15 repeat sales in 8-week period 


0... all efficiency on a large volume 
ordnance project has been increased 20 
per cent at Harvey Aluminum, a divi- 
sion of Harvey Machine Co., Torrance, 
Calif., since Ross “Master” Internal 
Collets were put into use on their 
Greenlee, Acme-Gridley, Brown & 
Sharpe automatic screw machines 
Formerly, the plant used external 
collets on this contract on a work and 
turn basis creating a problem of eccen- 
tricity. Now, by using Ross “Master 
Internal Collets, once hard-to-do jobs 
are turned out as simple, routine work. 
On another important job, a shift to 
internal collets has resulted in a pro 
duction increase of from 50 units to 
250 units per hour on machine work 
on a special internal combustion en- 
gine piston 
Harvey Aluminum now 
Master” Internal Collets on an aver 
age of 100 hours a day where only a 
short time ago none were employed 
they have adapted 
4” to 2 liam 


> 
uses Ross 


During this pe riod 
10 difterent sizes 
eter, to their use 
The wav Ross “Maste: internal 
Collets are helping Harvey Aluminum 
crease output and reduce production 
sts, as shown in the above examples 
can be repe ated many times through 
it industry. And that’s where you as 
listributor or dealer can create new 


yourself and at the same 


hits for 
me help your customers improve 
production methods by making 
Master” Internal Collets avail 

to them 
As in the case of Harvey Aluminum 


where 10 different sizes are now in use 
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Re 


Included in Ross “Master” Internal 
Collets line are, at left, one for Green 
lee automatic screw machine, and, 
right, Hardinge 5C internal collet 
in quantity, once your customers use 
the internal collets those profitable re 
peat orders will follow. There is no 
doubt that there is a definite market 
ready to buy these internal collets 
The Ross Internal Collets 
ire the new multi-purpose tools for ef 
ficient and accurate internal holding 


The ire 


faster 


precision made for use on 
Logan, South Bend, Atlas, Hardinge 
Clausing, Le Blond (Regal), Elgin 
Monarch, Porter Cable, Rivett 
Schauer, Sebastian and Sheldon lathes 
The line 
working body diameters of .750, .875 
1.000, 1.125, 1.250. All lengths are 
] 250 ( ustom tools may ilso be or 
dered to 


} 
any regular or specia 


includes standard size 


customer specifications for 
application 
For information on dealer 
Velocity 
Morris 
West 


and 
Engi 

and 
Arden 


distributorships, write 


neering, a division of 
Batchelor Inc 555 


Glendale s. ilif 





Division Manager Named by Chain Belt 


Horace A. Tennes Ray P. Tennes John N. Tufts 


ippointed Shafer Division and acting division in 1937 and since 1945 has been su 


nanager of it manager pervisor of industrial sales. He was 
ion succeeding Rav P. Tennes has been connected made assistant sales manager of Sha 
s retired with the Shafer organization sinc fer Bearing six months ago 
en made r 1925 He wa president of Shafer 
sion Bearing Corp. For the past several District Representative 
ennes started with the months he ha been n leave of 
Bearing Corp. in 1934 os Named by Leschen 
es manager of the Mr. Tufts started with Chain Bel Ted W Peterson has been 
appointed district sales representative 
for Leschen Wire Rope Division of 
-_ - : H. K. Porter Co. covering Minnesota, 
, PT ae . é Wisconsin eastern lowa, North 


inten 
r) ta and Ipper peninsula ot 


PROFITS RUBBLE Ss Petemen tees hed 17 veen 
GO UP AS GOES DOWN xperict elling the ee 
ct ‘ rs ll , I I px he as 


He attended 


} 
L 





SPROUT-WALDRON (< 
Leschen Wire Rope 
BELT-SAVER ~via 
PULLEYS | Leschen Wire Rope Division of H 
-_ : 


K. Porter ¢ has moved its New York 
listrict ofh ind warehouse to 219 


< 


Both you and your customers 
can profit from Belt-Saver Pulleys. Fmmet St.. Newark. N 

The new address provides increased 
pace for warehousing and shipping 


ind located close to kev roads 


The exclusive cone and wing design prevents 
materials from lodging between pulley and belt. 
Sharp lumps and abrasives cannot damage the 
belt. Belt life is increased from 50% to 400% in 
installations conveying abrasive materials. 





Such savings produce greater profits for Named by Allis-Chalmers 


quarries, foundries, mines, sand and gravel plants, —- } 

contracting companies, and others, and can pay off William A. Yost, Jr. has been ap 
for you in steady and good will. pointed to the newly created post of 
. In —_— on » Belt-Sa e.s ape —e vice-president, staff perations, of 
fT ull line o turdy ast-iror leys fo 

offers a fu of sturdy, cast-iron pulleys for Allis-Chalmers Mfg. Co. He has been 
transmission and conveyor use in a wide selection . +} ; 

of sizes and types. Write for free bulletins contain- J vice-president of the company’s gen 
ing full information about Sprout-Waldron pulleys. 1 machinery division since 195] 








Join Ohio Equipment 


SPROUT-WALDRON 


- De . Ilier * a] 
3 LOGAN STREET, MUNCY, PA. Maurice Bernet, Jr., William Coak 


ind Arthur Kozsey have joined the 
quipment Co 
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Continental Supply Names 
New District Managers 
The Continental Supply ¢ Dal 
eated a new district in Texas 


several new assignments 


nanhager;rs 
new West Texas district. with 
s at San Angelo, Post, Snyder and 
\bilene, will be managed by R. | 
Pebworth, fon store manager at 
Odessa biome is district head 


— fon manage 
uchon equipme 
een named distri 
lahoma, with was lartel 
City. Tom H. 
sagt. No rth Tex _ heen om Here is a vise that will stand up under the 
sale. Geustiiiel tes ox hardest use because of its sturdier con- 
ment sales in Midlar struction. Castings are of semi-steel. Rear 
th has been with th jaw is broached to insure perfect fit with 
ee ae sliding bar that is milled on all 4 sides. 
havea: sates gl Screw is made of cold-rolled steel with 
deep cut Acme threads. 
Hig tool steel, knurled, scrote. 
milled, tongued and grooved covers the en- 


tire jow face. Plate is rigidly attached to 
face with screws, making it easily re- 





Red Seal vise is so designed that the station. 
model can be made into a swivel model by 
the base. Swivel model can be oT 


by removal of base. 


Wide Range of Sere 


John H. Wallace, Jr. BW widths from 3” to 8”. Jaw o 
"to 12”. Stationary base vises weigh | 
Plasteel Products > 235 Ibs. Swivel base vises weigh from 39 to 


Names Sales Executive 
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This is the famous 
ALEXANDER trade mork 

symbol of one of the 
world's finest lines of industrial 
leather beltings, leather 
packings and reloted products 
The ALEXANDER line, sold 
through distributors for almost 
five generations, includes many 
different types of belting, engineered 
to meet every conceivable power 
transmission problem 


FLOATS 


eCOPPER ®MONEL 
eNICKEL BRASS 
SP ®EVERDUR @ALUMINUM 
@STAINLESS STEEL by 





g- tee 
for ee Is 


ARRIS 


also 


® tanks © coils @ bends 
© expansion joints 
@ kettles © evaporators 
@ heaters © coolers 
@ chemical apparatus 


HARRIS has been supplying in 
dustry for the past 68 years 
with these very necessary prod 
vets. The demand is always 


constent and with today's 
heavy manufacturing schedules 
there is on even greater de 
mand. Our engineers cre oat 


your service for consultation 


without charge 


ARTHUR HARRIS & CO. 
210-218 N. Aberdeen St 
Chicago 7, il! 


Dale Bethke 


H Wi lati} & ¢ 
Bethke as Chicago district man 


headquarters in the com 


North Jeff 


with 
fice at 117 
St 
He formerly 
in the state of Michigan 
Marshall H. Durston, former 
burgh and West Virginia area 


sentative, has 


Williams’ Mich 
with headquarters in 

John W. Murray 
representative in 
West Virginia, southeast 
northeast Kentucky, with 
head juarters 


Pitt 
repre 


been 


Detroit 
h iS been 


Ohio 


John Ww . 


Murray 





To Sell Norton Line 


Machinery Associates, Inc., Wynne 
1 P | | uppointed exclu 
in Washington, 

iding Machine Di 

The firm will 


nt Norton in the 
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, has appointed 
rson 


represented Williams 


ippointed 
representative, 


Marshall H. 


Durston 





New Chapters Added 


[The American Society of Too] En- 
gineers has admitt new chapters in 
Keene, N. H., and Oklahoma City. 
The society's embership is now 
more than 31, 00. M. A. Winter, 
Marshall Supp & Equipment Co., 
is secretar the Oklahoma City 
chapter 





named 
vestern Pennsylvania, 
and 
Pittsburgh 


f 


é. até WANDER trode mark 
is al symbol of fair 


dealing and tomplete factory 
coopérction with every distributor 


who hogilles th’ line. The ALEXANDER 
franchise leaves nothing to chance! 


ALEXANDER BROTHERS 
Belting Company 
Camden 3,N. J 


There may be 
on ALEXAN- 
DER Franchise 
open in your 
area. We sug 
gest that you 
write to us 





Canadian Allis-Chalmers 
Names Schudt President 


Harold M. Schudt has been elected 
president of Canadian Allis-Chalmers 
Limited succeeding Mark C. Lowe 
who has headed the Canadian firm 
ince 195] 

With Allis-Chalmers Mfg. C 
ince 1929, Mr. Schudt has ld 
executive posts in various divisions, 
including the export department, gen 
eral machinery division and _ tract 
d vision 

Mr. Lowe has been with Canadian 
Allis-‘Chalmers since 1947.. He was 
sales manager and later vice president 


before becoming president 


Branch Manager Named 


R. H. Godeke has been appointed 
manager of a new Allis-Chalmers Gen 
eral Machinery Division branch office 
in the Medical-Professional Buildin 
Corpus Christi, Texas 
\ craduate of Texas Technological 
College, he has been a representative 
in the company’s San Antonio listrict 
office since 1947. During World War 
II he served on the War Production 
Board and on the U.S. Maritime 


Commiuss! 


American Pulley Buys 
Safeway Industrial 


[he American Pulley Co. of Phila 


delphia has purchased the assets of 
Safeway Industrial Equipment Corp 
Chicago manufacturer of hvydrauli 
lift trucks 

Safeway manufacturing and engi 
neering will transfer to Philadelphia 
1 the near future, American Pulley 


ficials said. Harry T. Carroll, former 
sident of Safeway Indu trial | q 


ment, has joined American Pulley and 
will it ut f the Chicago 
sddre vhere stocks will be main 
tained, it was announced 
American Pullev official iid the 
hase will widen the ompan\ 


market in the materials handling 
held. It will now include tasks which 
" 
| 


require more than horizontal handling 
nd vet require less than the largest 
full-power lift truck, they stated 

The lift trucks will be merchand 
inder the trade name “American 
Safewav” through American Pulley’ 
nationwide distribution network 


Purchasing Group to Meet 


The Purchasing Agents Association 
of Pittsburgh will be host to 2700 
nembers of Purchasing Agents As 
iations from Ohio and Western 
Pennsylvania at Hotel Webster Hall 
Oct. 13-15, for a Sixth District Con 
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MEW WETOURNEAU 2/6 1/7 HOLSTS 





ry 
OF ANY RATED LOAD 


Rey 
Handle your BIG lifts gently with a LeTourneau Hoist. Apply power... 
the remarkable LeTourneau A.C. Motor picks up any rated load easily 


with an instantaneous, full-torque start. Cut the power... your load 
stops instantly and stays there. 


Big, valuable loads are safe handled by LeTourneau Hoists. Quick starts 
and stops permit fraction-of-an-inch moves — closely controlled 
Mechanical-electrical, three-phase brake governs stopping and hold- 
ing. Regenerative electric braking controls lowering. Easy system is 
capable of sustaining | 2 times rated load. 


Heavy-duty helical gears in all models. Compact design permits opera- 
tion in low headroom areas. All welded steel construction . . . with 
every part made and assembled by LeTourneau. Limit switches optional 
for all hoists. All standard type mountings are available. 


Write for Literature on LeTourneau Hoists. Illustrated literature tells why 
a LeTourneau Hoist is best for BIG lifts. Write for your copy today. 


LeTourneay Hoists —3 Tons to 30 Tons and UP! 


] RG. eTOWANEAU INC 


LONGVIEW, TEXAS, U.S.A. 


R. G. LeTourneay, Inc. moe 
t 2586 Sewth MacArthur, Longview, Texos, U. $. A 
i Please send me literature on LeTourneow Hoists Sal 

| om interested in a distribvtorship for LeTowrneow Hoists ‘ 
| Nome ‘ = ————— Title a 
§ Compony__. a —— . 7) 
’ 

Address ™ . - —E “ $ 

y a — 


City, Stete, County . — - 
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HAVE YOU A DISASTER PLAN FOR YOUR PLANT? 


BOMBS...OR FIRE...OR FLOOD...OR TORNADO 
+++ you can handle them if you act now. 

Let's face it ... the threat of war and the atomic bomb 
has become a real part of our life—and will be with us 
for years. Fires, tornadoes and other disasters, too, can 
strike without warning. 

Whatever the emergency is, everybody’s going to 
want help at the same time. It may be hours before out- 
side help reaches you. The best chance of survival for 
you and your workers—and the fastest way to get back 
into production— is to know what to do and be ready to 
do it. Disaster may happen TOMORROW. Take these 
simple precautions TODAY: 

[} Call your local Civil Defense Director. He'll help 
you set up a plan for your offices and plant—a plan 
that’s safer, because it’s integrated with community 
Civil Defense action. 

[_] Check contents and locations of first-aid kits. Be 
gure they're adequate and up to date. Here, again, your 


CD Director can help. He'll advise you on supplies 
needed for injuries due to blast, radiation, etc. 

_| Encourage personnel to attend Red Cross First-Aid 
Training Courses. They may save your life. 

__| Encourage your staff and your community to have 
their homes prepared. Run ads in your plant paper, in 
local newspapers, over T'V and radio, on bulletin boards. 
Your CD Director can show you ads and official CD 
films or literature that you can sponsor locally. Set the 
standard of preparedness in your plant city. There’s no 
better way of building prestige and good community 
relations—and no greater way of helping America. 

Act now . . . check off these four simple points... 


before it’s too late. 
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NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY 


SINCE 188O WORLD'S GREATEST TOOLMAKERS 


3 NEW SALES AIDS 
To Help You Sell More 


Starref 


Precision Ground FLAT STOCK 


Big shops, smali shops, mechan 
ics, craftsmen — they all use 
Starrett Precision Ground Die and 
Flat Stock. Now you can triple your 
chances for greater volume and 
profit on this fast-selling, high 
repeat-sale item with a new Starrett 
3-way Flat Stock promotion pro- 
gram 


A new 15%” x 20%” chart — 


ideal for hanging on the walls of 
ofhices, stock rooms, shops, etc. — 
lists the full range of sizes avail- 
able in air hardening, oil hard- 
ening, water hardening and oil or 
water hardening types. Back side 
of chart gives complete data on 
analysis, structure, hardening and 
tempering 

Ihe same chart is available in 








PIOLB 


MECHANICS HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS «+ DIAL INDICATORS 
STEEL TAPES « PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end SAND KNIVES 


ATHOL, MASS 





8%" x 11” size and is de- 
signed for convenience 
in filing, attaching to 
desk slides and for use 
wherever space is limited 

The third item is an attractive 
6-page mailing folder designed for 
use as a self-mailer and universal 
punched to fit any type of binder 
All three items have a prominent 
space for your imprint. 

While you are making plans to 
boost your share of profitable Flat 
Stock sales, arrange with your 
Starrett salesman to put these three 
hard hitting promotion items on 
your selling team. Starrett Precision 
Ground Flat Stock and Die Stock is 
a natural distributor item — widely 
used, expendable, fast moving and 
profitable. And don't forget, every 
sale of Starrett Flat Stock is a chance 
to sell Starrett Hacksaws and 
Band Saws. 
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How to Sell 10% More 
to Your Present Customers 


e Most of your customers own at 
least one crane or hoist 
these customers needs wire rope slings 
to complete his lifting equipment 
But many of them are probably now 
using old-fashioned hand-assembled 
or “home-made” slings of question- 
able safety 

So very 
getting this wire rope sling business 


probably you are not 


But it’s good business, it’s re- 
it’s 


now 
peat 
ness to get when you know how 


business — and easy busi- 

Your acco Wire Rope Sling repre- 
sentative has the answers. He can 
tell you about the acco Regtstered 
program which enables you to sell 
the safest slings available — gives you 
powerful selling arguments that im- 
mediately appeal to every safety 


And each of 


and cost-conscious plant operating 
official 

For acco Registered Wire Rope 
Slings are precision equipment man- 
ufactured under close quality con- 
trols and individually proof-tested 
Each bears a registration certificate 
and tag. They are furnished in all 
standard wire rope sling construc- 
tions—including acco’s amazing 
cable-laid construction which pro- 
vides slings with the flexibility of 


agco 


ACCO Registered* Wire Rope Slings 


THE STANDARD OF EFFICIENCY AND SAFETY 


manila rope and the strength of steel. 

Complete, easy to understand 
literature enables you to select the 
right slings for your customers- 
eliminates any need for technical 
training. 

Call your acco representative to- 
day and ask him how you can in 
crease sales to your present cus- 
tomers by 10%. If you don’t already 
know him, simply get in touch with 
any of the branches listed below 


Wire Rope Sling Department 
AMERICAN CHAIN & CABLE 
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